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Glass department is self contained sales and service unit. 
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| INSULITE SHINGLE-BACKER 


BUILDERS like the new Insulite SHINGLE- 
BACKER because it saves labor, speeds completions. 
It makes a smooth, uniform insulating undercourse 
that gives them better looking shingled sidewalls — 
faster, easier. And at a surprisingly low cost! 

Although only recently announced to the trade, 
Insulite. SHINGLE-BACKER is already in high 
demand among builders—they want it. That means 
extra sales for you. A growing volume at stable 
profits. And remember: Insulite SHINGLE-BACKER 
is equally effective for shingling on wood sheathing or 
on Insulite BILDRITE Sheathing. Ask your Insulite 
representative for facts on this new profit-making 
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Easy to apply? YES! 
Panels (made of genuine water-proofed Graylite) 
are 48" long and in correct widths for standard 
16” and 18” shingles. Drive in 4 nails — that’s all. 
There’s your undercourse! Smooth, flat and ready 
for the finish shingles. The builder saves time 
and gets a better looking job. 


Strong? PLENTY! 


Test panels of shingles applied with “‘Stronghold’’ 
grooved nails on Insulite SHINGLE-BACKER 
and Bildrite Sheathing resisted air blasts beyon: 
250 M.P.H. in this wind tunnel test. Not a shing!: 
was lost. Triple hurricane velocity! Holdin: 
strength with plenty to spare! Photo Courtes) 
U. of Minn. Dept. of Aeronautical Engineering. 
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1—Organization of an integrated and articulate construction industry 
which will provide more and better building products to consumers at 
lower real costs with fair wages and profits to all who serve in the in- 
dustry. 2—Coordination of all production, marketing, research and 
professional activities concerned with the development, sale, and delivery 
to the consumer of building products—including the functions of the 
manufacturer, wholesaler, retailer, architect, realtor, contractor, me- 
chanic, financier, association official and public servant. 3—Identifica- 
tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 
merchandising-minded journalism and service toward these ends. The 
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PLASTIFLEX 


beaded-type wall finish that 


paints and plasters in 
ONE coat! 


| BEA 1SH 
| Pp DED TYPE WALL FINIOT. ay 
AINTS & PLasTERS IN. ONE ©O* 


N. NORTH BRANCH ST 
CHICAGO 22,U:5-A 


SALES appeal is tremendous and so are your profit oppor- 
tunities with the amazing new PLASTIFLEX . . . the wall 
finish that paints and plasters in a single coat. 


PLASTIFLEX is the result of long-term research and test- 
he er ee ing by the American Varnish Co. It has been tested and 


practically any surface such 


as — wallboard, wallpaper, proved 100% successful in every type of application. It 


celotex, masonite, etc., in one 
application. 


dries in just four hours and eliminates the need for prim- 





ing or sizing most surfaces. It’s easy to apply and is ex- 
tremely durable. 


PLASTIFLEX is available in nine eye-appealing pastel 
colors plus black and white. 














Plastiflex, since it primes, * 
seals, and finishes in one coat, 
is ideal for offices, homes, 


public meeting places, game WRITE TODAY FOR COMPLETE INFORMATION 


rooms, basements, apartments 


—wherever a durable, wash- AND COLOR CHARTS 


able, one coat paint is desired. 


Manufacturers of varnishes — paints — stains — lacquers — synthetic 
enamels — cello film — soldering flux and special coatings. 
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ENGEL 


nouow-corne 7” poors 


; patented, INSULOK CORES 








Menges patented Insulok Core—special inter- 
locking grid construction—3” surface width (on 
114” centers)—permits a stronger bond between 
core and faces ... greater dimensional stability ... 


a lighter, more durable and trouble-free door. 


Mengel Flush Doors also provide many other ad- 








vantages. They are designed and built to the high- 
est standards of quality for extra durability, extra 
eye-appeal. Get all the facts. Write today for our 
new full-color descriptive A.I.A. catalog, includ- 
ing specifications, 


Q 


_ Plyweed Division, THE MENGEL COMPANY, Louisuille 1, Kentucky 
PEs: 
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Daylight 4d View inthy Dining Room +i | 


ae ho the free booklet 


detailing window designs 
for the dining room 
and every room in the 
house. 


Ask any headwaiter of a plush dining place what request he hears again 
and again and he'll tell you: 

“Table next to the window please.”’ 

And that is easy to understand because everyone enjoys the relaxing 
thoughts that come from distant views—the good cheer daylight brings. 

So, why not daylight and view when dining in too? 

Ceco design makes that possible with windows of steel that transform a 
whole dining room into a seat by the window—walls of window wonder that 
bring nature inside and brighten a room with beauty born of daylight. 

Whether in new homes or remodelling, next time recommend dining 
rooms with Ceco Windows of Steel. They have practical advantages too— 
such as tighter weatherseal—won’t stick or warp—are easier to wash from 
the inside. And remember, when you sell Ceco Steel Windows, you know 
you’ve sold the very best, you assure your customers economy too. 


CECO STEEL PRODUCT CORPORATION 
General Offices: 5601 West 26th Street, Chicago 50, Illinois 


Offices, warehouses and fabricating plants in principal cities 


/n construction products CECO ENGINEERING wales the Lig difference 
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WASHINGTON REPORT 





Building construction keeps on keeping on; and 
experts whose guesses usually hit pretty close 
say the over-all volume, at least for some 
months, is likely to be almost as large as last 
year. 


Shifts to so-called more essential kinds of build- 
ing are expected; and these things of course 


will have added effects upon retailing. How. 


serious they’11 be is a matter of disarrangement ; 
but at least they’ll shift the pattern. Federal 
men are pulling the control knots tighter 
around various kinds of private building; in- 
cluding homes and recreational and commer- 
cial construction. 


National Survey of Retail Lumber Stocks indi- 
eates an increase of 2.3 percent at the end of 
the year as compared with a month earlier. 
But industry men, traveling the convention cir- 
cuit in January and February, get the impres- 
sion that stocks are still going up in volume. 
This may indicate that dealers are confident 
of future retail markets. 


Military construction is expected to be big stuff; 
but it’ll probably not reach its peak until next 
year. The list will include military ware- 
houses, research and development centers, bar- 
racks, airfields of various types, and factories 
for producing chemicals, planes and assorted 
munitions. If Congress goes along, there’ll be 
government construction of defense housing, 
more plants for secret weapons, civilian de- 
fense installations and the like. 


Industrial construction, much if not all done by 
private builders, is on the increase. This is 
explained partly by the need of the added 
plants, of course, but partly by the govern- 
ment’s allowance of a fast investment write-off 
in tax returns. 


Retailers’ share in this new industrial and mili- 
tary construction isn’t too clear; but all these 
projects will have the usual effects upon avail- 
able quantities of building materials. 


Note that January contracts for new construc- 
tion ran higher than the top quarterly rate in 
1950; also that in dollar terms the new build- 
ing volume put in place that month was an 
all-time record. It was just under the annual 
rate of thirty billion dollars. 


Chief construction handicap, clear across the 
board, is the metals shortage. The NPA says 
defense and defense-supporting programs will 
take more than five million tons of: finished 
steel during the second quarter of this year. 
That’s about twice the industry guess, two or 
three months ago, and it’s about 28 percent of 
the available supply. The MRO Program 
(maintenance, repair and operating supplies to 
keep production facilities going) will take a 
million tons in the same quarter. 

New regulations, based upon these figures, re- 
duce the amount of steel for automobiles, re- 
frigerators and other durables by 20 percent; 
Measured against the average quarterly use 
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during the first half of 50. This reduction is 
for the second quarter of ’51. For the third 
quarter, the reduction will amount to 30 per- 
cent, measured in the same way. 


Copper use for such durables will be reduced 
further; from the present 20 percent reduction 
set for March to 25 percent. The 35 percent 
cut in the use of aluminum, set for March, will 
be continued through the second quarter. This 
touches construction; since, beginning July 1, 
there is to be a stoppage of aluminum use for 
the manufacture of ducts and windows. 


Housing Administrator Foley says there'll be a 
relaxation of credit controls, on a selective 
basis, to encourage defense housing construc- 
tion by private industry. The first two areas 
indicated are Aiken, S. C., and Paducah, Ky. 


Price control organization: Final pricing man- 
agement in the retail lumber and building ma- 
terials field is to be handled by two divisions 
of the OPS; the first dealing with forest prod- 
ucts, the second with industrial materials and 
manufactured goods. 


. D. Mylrea, of the Northern Hemlock and 
Hardwood Manufacturers Association has been 
named to head the Forest Products Division. 
Associated with him, as head of the Lumber 
and Wood Products Branch, is Norman O. 
Cruver, of the Cruver-Longhart Door Co., Ana- 
cortes, Washington. Walter Damtoft, Champion 
Paper Co., Canton, N. C., heads the Pulp, 
Paper and Paperboard Branch. 


Fred Schwartz, who formerly handled plumbing 
and mechanical equipment for the old OPA, 
heads the Building Materials Branch. Up to 
now, no one has been named to head the Indus- 
trial Materials and Manufactured Goods Divi- 
sion. Appointments to these important posi- 
tions have been so jiggered around that this 
page isn’t willing to be hanged if the above 
list gets rearranged. It’s supposed to be accu- 
rate, as of this writing. 


_ The OPS mark-up order, expected hour by hour, 


is still snagged on matters of policy; at least 
it is as this copy takes off for Chicago. The 
delay has become serious; and all the OPS 
Divisions have been working hard to reach a 
formula. The percentage mark-up formula is 
said to be favored. 


Other mark-up difficulties have to do with the 
choosing of a base period; with deciding 
whether to allow a mark up on increases in 
cost of goods; with the problem of the mark-up 
to be allowed retailers who have been selling 
for less than the fair-trade prices set by manu- 
facturers; whether to include transportation 
costs in the basing price sums used by retailers 
in figuring their selling prices and the like. 

Many business men—manufacturers, wholesalers, 
retailers—are being hurt by the snap-shooting, 
scatter-gun formulas of the General Ceiling 
Price Regulation. Pressure for new methods 
is getting heavy. The new mark-up order surely 
will be issued before you read these lines. 





























LIFETIME DURABILITY—Steel Sheets, milled to uniform 
specifications, are welded together into a one-piece door leaf 
—with no bolts, screws, rivets or stitches to become loose. 


Grooved steel sheets welded to a deep steel frame form a rigid 
“box” unit—the kind of structure used for strength in bridges. 
Heavy, diagonal steel braces welded to a sturdy frame prevent 
sagging and weaving. Strand Doors stay plumb and square, 
operate easily, for a lifetime. Steel stands up under shipping 
and handling—and won’t warp, shrink, rot or splinter. 


Strand Garage Doors are galvannealed—galvanized with a 
heavy zinc coat for lasting rust protection, oven-baked to pro- 
vide a clinging base for paint to match the garage. No priming 
coat is needed. 


QUICKER INSTALLATION—Dependable springs and com- 
plete hardware including bolts, screws, handle, strong lock and 
2 keys come in a single handy package (plus track in the case 
of the receding door). Everything comes ready to install; 
nothing more to buy. Hardware serves as installation templet 
on jambs, saving much time. Instruction sheet comes with door 
—handy man with simple tools can install. 


BIGGER VALUE! —Strand’s lower first 
cost results from standardization on four 
models—and big volume production con- 
centrated in one plant. Order Strand Doors 
now from your jobber, or mail the coupon 
if you need more information. 


i ciuh-aniciasanticaabincsia. 


STRAND GARAGE DOOR DIVISION 
Detroit Steel Products Company 
Dept. AL-3, 2244 E. Grand Blvd. 
Detroit 11, Michigan 


Please rush detailed description of Strand all-steel Garage 
Doors for 9 x 7’, 8’ x 7’, and 16’ x 7’ garage ope ings 
lama 


j C) Builder [J Dealer (J Prospective Owner [J Other 
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NEWS BRIEFS 





The building industry—and consequently the building material 
and lumber dealers—are confronted with a “wait and see” situa- 
tion currently and for the next month or six weeks. There seems 
to be no accurate way to judge home building potential just now. 
But as the spring season opens up we should get our first real 
indication of things to come. 

* * * 










Shortages are cropping up. But the government moved to relieve 
the copper ban even before it seriously hampered house starts. It 
may be those in power will see to it the home building industry 
isnot too hamstrung by restrictions—even while making the situa- 
tion look serious. 






* Ea * 





Most business news for the retailer is currently coming out of 
Washington in the form of efforts to clarify and make operative 
the many building and financing restrictions now in force. 


* * * 


Senator Maybank, of South Carolina, has introduced a bill to 
create the office of Small Business Co-ordinator. This official 
would be added to the staff of the Office of Defense Mobilization; 
and it would be his job to work for the full utilization of inde- 
seg small businesses in the defense program. A good trick if 
he can do it. 











* 2" * 


Pricing problems of companies with more than one establish- 
ment: The ruling by OPS in regard to the General Ceiling Price 
Regulation may become largely historical and academic with the 
issuance of the new mark-up order. However, since the basic prin- 
ciple of the ruling could be carried over into the new formula, 
and since it applies to lineyard companies, better have a look at it. 


e-2« @¢ 


A group of retail sellers under common ownership and operat- 
ing under central control of prices is considered as one seller for 
the purpose of determining ceilings and complying with record- 
keeping requirements. As we get it, this would be for example a 
lineyard company where all prices were set in the head office, 
“provided the procedure set forth in Section 12 of the General 
Ceiling Price Regulations is followed.” 


* * * 


But if each yard in the line has operated as a separate selling 
unit, and if it has set its own prices, then it must be regarded as a 
separate seller and must determine its ceiling prices from its own 
records, under the regulation. 

ok * * 


The Federal Reserve has changed Regulation X, dealing with 
teal estate credit, to include certain nonresidential properties. 
Effective date, February 15. No substantial change in regulations 
previously in effect and covering residential credit. 


























* * * 


Amended regulations now include, in general, such new con- 
struction as office buildings, warehouses, stores, banks, hotels, 
motels, motor courts, garages, automobile service stations, restau- 
tants, theatres, clubs and the like. New credit restrictions limit 
maximum loans on such buildings to 50 percent of the value of 
the property. Maturities are limited to 25 years, and arrange- 
ments must be made for amortization of the loan. 










* * * 


Major additions and improvements to nonresidential property 
‘ome under the rules, if the cost of these things is more than 
15 percent of the value of the building. In such cases not more 
than 50 percent of the cost of the addition or improvement may 
be borrowed. 
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Western Pine Meet 


Lumber demand in 1951 will 
not reach the record-breaking 
volume of last year, but supply 
will probably shrink too, more 
than 250 leading western pine 
manufacturers were told as they 
wound up their annual conven- 
tion at the Palace hotel in San 
Francisco. 


“Construction activity is ex- 
pected to decline and military 
demand isn’t climbing as fast as 
anticipated,” W. E. Griffee of 
Portland, assistant secretary- 
manager of the Western Pine 
association, said, “but ceiling 
prices, higher taxes and diffi- 
culty in securing parts and re- 
pairs will make it tough for 
mills now paying peak prices 
for federal stumpage.” 

Walter Johnson, president of 
Tarter, Webster and Johnson, 
Inc., with offices in San Fran- 
cisco, was elected president of 
the producers’ association. 

Ending their two-day meet- 
ing, the lumbermen also heard 
addresses by E. C. Olson, asso- 
ciation president; S. V. Fulla- 
way, Jr., of Portland, secretary- 
manager; Richard A. Colgan, 
Jr., executive vice-president of 
the National Lumber Manufac- 
turers association, Washington, 
D. C., and Charles A. Gillett, 
managing director of the Amer- 
ican Forest Products Industries, 


— Ine., Washington. 


Olson, head of the E. C. Olson 
Lumber company of Spokane, 
said that a major objective of 
the lumber industry this year 
will be to secure a speed-up in 
federal programs covering ac- 
cess roads, timber availability 
and accelerated sales procedures 
in event of war. 

“The industry,” he said, “‘can- 
not stand another drain on its 
private holdings comparable 
with that of the last war, when 
more than 70 percent of West- 
ern Pine production came from 
private timber, while more than 
70 percent of the available tim- 
ber in our 12-state Western Pine 
region is owned by the govern- 
ment.” 

Striking at advocates of so- 
cialized medicine, all-powerful 
river valley authorities and 
other programs of a welfare 
state, Fullaway warned : that, 


9 














while mobilization for possible 
war requires regulation, the 
American public must guard 
against unnecessary controls 
promoted by social planners 
under the guise of an emer- 
gency. 
“Certainly there was never 
a time when it was more impor- 
tant for management’ to do its 
utmost to keep the light of free 
enterprise burning brightly,” he 
said. “You must do a selling 
job among your employes and 
others in your communities. You 
must put aside self-interest and 
give sincere support — not lip 
service—to government econ- 
omy. The question is not whether 
—— you have a job to do but rather, 
yr ) what are you going to do about 
bh 


SPINDLE SHAPERS 





it?” 

“The managers of American 
business must do more than ex- 
plain the advantages of the free 
enterprise system. They must 
PRS Se demonstrate by actions — not 


«x 


NGS words—that it is best for the 
_—— average citizen. As one student 
‘. of this subject puts it, they 
must be alert to the responsi- 
at lata bility for their employes’ eco- 
nomic security, fair treatment, 
self-respect on the job and ad- 
vancement possibilities and to 
their own active participation 
in the life and development of 
their communities.” 
(Sie ' \ppine Colgan reported on national 
Mele defense developments in_ the 
—>S 


LATHES 


DRILL PRESSES 


the 1950 record of AFPI, the 
= lumber industry’s operating arm 
THICKNESS PLANERS jo all in promoting Tree Farms and 

public liaison organization in 
forestry affairs. 


ap lumber field and Gillett reviewed 


January Retail Sales 


Sales of all retail stores in 
an a, January amounted to $11.8 bil- 
JOINTERS ising, af Os steady flow lion or about 25 percent above 

verter such fine gute a year ago, the U. S. Depart- 
ment of Commerce has in- 
nounced. 


Although sales usually de- 
cline from December to Janu- 
CRANE COMP, Vy ary, this year’s drop of about 
s he 20 percent in- daily average 
Cc 1000 W. CENTRAL AVENUE sales was much less than nor- 
o* TOLEDO 6, OHIO mal. After adjusting for sea- 
% [] Please send big, free 44 page Catalog No. 50 on Boice-Crane Power Tools. sonal factors and trading day 
Please advise how | can become a franchised Boice-Crane dealer. differences, sales in January 
were up 9 percent from Decem- 
NAME ___. ber. Part of this rise from De- 
FIRM + |) cember was a reflection of con- 
tinued price advances. 

STREET R 
wee All lines of trade reported 
CITY AND STATE increases in dollar volume of 


TILTING ARBOR SAW 
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Now Bruce Flooring 
ls Branded 


lt’s on the back 
of every strip! 











Your customers will know they’re getting the best 


Bruce | 


HARDWOOD FLOORS § 


BLOCK e STRIP e PLANK 
Products of E. L. Bruce Co., Memphis |, Tenn. 


«Now being advertised 


in these magazines 


sales, after seasonal adjust- 
ment. 

Among the durable, home 
furnishing stores and building 
material and hardware stores 
showed the greatest January 
advances, namely, 22 and 17 
percent respectively. The au- 
tomotive group and jewelry 
stores registered 13 percent 
rises. 

In the nondurable categories, 
apparel stores led with an 18 
percent advance in adjusted 
sales from December to Janu- 
ary. Eating and_ drinking 
places, drug stores, the general 


merchandise group and filling 
stations showed increases rang- 
ing from 3 to 9 percent. A mod- 
est rise was indicated for the 
food group. 


A rent control extension bill 
is in the works; hasn’t been 
given to the press, at this writ- 
ing, but is said to be in process 
of clearance by the Bureau of 
the Budget. Reports are that 
it would give the Housing Ex- 
pediter authority to control 
rents on commercial building; 
also to recontrol all areas 
earlier taken out from under 





regulation. The local option 
decontrol provisions of the 
present law would be left out. 


Excess Profits Tax of 1950: 
Returns must be filed by March 
15. A corporation with excess 
profits of $25,000 or less isn’t 
required to pay an _ excess 
profits tax; but it MAY be re- 
quired to file Schedule EP 
(Form 1120). Copies of in- 
structions and of the necessary 
forms may be gotten from the 
local collector. If he hasn’t 
sent them to you, better ask 
him for them. Time’s short. 


Federal wage controls are to 
be further relaxed, in one way 
or another. That’s been clear 
almost from the first. The 
prospective shortage of labor is 
likely to make hard going for 
business; and this’ shortage 
helps explain the recent tough 
talk of the big union chiefs. 


Markets 

KANSAS CITY—Demand for 
lumber centered about special 
customers in the last two weeks 
as line yards -bided time in their 
purchases. Inquiries from rail- 
roads, furniture manufacturers, 
and the government made up the 
bulk of the activity. The trade 


iting Cithiy ib.. 
..-the BEST in TOWN 


At today’s costs...the house owner 
wants real value...and the 
best materials. 





In linseed oil for outside painting that means 
SPENCER KELLOGG'S IMPROVED BOILED... 
the specially processed “outdoor quality” oil. 
It is 99.8% pure; that means it is 100% 
pure linseed oil PLUS 2/10 of 1% of lead and 
manganese scientifically incorporated as 
drier. It produces a solid-drying, through- 
drying film, long-wearing and completely 
trustworthy. 


Its special process also gives the painter the 
benefits of easier brushing, fast leveling, and 
with time, labor and money saved on every job. 


Sell Spencer Kellogg's Improved Boiled 
Linseed Oil to your painting contractor 
customers. You will help them, and improve 
your own linseed oil sales and profits. 


Spencer Kellogg's Improved Boiled Linseed 
Oil meets all Federal Government and 
A.S.T. M. Specifications. Sell it in refinery- 
sealed packages, sizes: 5 gallon,1 gallon, 
quart, pint. 


means 100% pure a 
PLUS c— 3 (= 
PENCER KELLoges | f 


SPENCER KELLOGG AND SONS, INC., Buffalo 5, N. Y. 
The First Name In Vegetable Oils 


Spencer Kellogg's 100% Pure Raw Linseed Oil is also available in Refinery-Sealed Packages 


12 


was notified that the air force 
will seek bids here for 8 or 9 
million feet of lumber in March. 
Mills with headquarters here 
were invited to bid on several 
other lettings by the govern- 
ment. 

Production was held to a min- 
imum by the bad weather, with 
Arkansas hit particularly hard 
by the rains. Mills report that 
they cannot get into the forests 
to log and that roads are im- 
passable in many regions. Mills 
have very little inventory on 
hand and there is a shortage of 
boxcars for shipping. Stocks 
are badly broken. 

Prices present a mixed affair 
and most confusing because 
mills cannot set prices on some 
items because they had not cut 
such grades during the price- 
basing period. 

There is a shortage of 1 by 8 
boards, while there is a surpius 
of 1 by 6 boards in the South- 
west. 

Sales of lumber, as reported 
by the Federal Reserve bank of 
Kansas City covering 172 yards 
in seven Southwestern states in 
January were 16 percent higher 
than a year ago and 48 percent 
greater than in the preceding 
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ques THE VAN-PACKER 
COMPLETE PACKAGED CHIMNEY 
CUTS HANDLING COSTS 90% 


BRICK, SAND, TILE AND CEMENT 
ARE COSTLY TO HANDLE » » 


Costly man hours, yard and warehouse space, breakage and 
trucking involved in handling brick chimney supplies are all 
eliminated when you sell Van-Packer, the complete Packaged 
Chimney. You make your full profit. The weight of a Van-Packer 
Chimney is only one-tenth that of materials used in code brick 
construction ... takes only 20% as much space. There’s no 
| : : waste with Van-Packer. Everything is packaged in sturdy cartons 
) Low handling cost and warehousing economy ; z ‘ ! 

7 make Van-Packer one of the best proftt tems °° * nothing can deteriorate . . . there’s nothing else to buy. Every 

in your line. chimney comes complete. 


ane . IT’S EASY TO SELL THIS HIGHLY 
mee i lee PROFITABLE VAN-PACKER » » 








Builders prefer this completely packaged chimney. It saves them 
a 9 meee | by man hours. Installation time is cut to a fraction .. . just 3 hours 

" work or less by one man and the chimney is complete. Van-Packer 
meets all national, state and local building code requirements. 
Underwriters’ Laboratories has tested and approved Van-Packer. 


Over 75,000 installations prove the demand for this better com- 
' You can count on immediote delivery from a plete chimney. Add to your profits with small investment... 
g nearby jobber. This service. will become increas- | Send the coupon for details and free literature. 

‘ ingly important to you. 

" . 

n 

f 

S 

r 

e 

e 

it 


Van-Packer handles easily on the job which 
makes it a fast seller to builders everywhere. 








d 

. accep THE COMPLETE 
eo UanPackem FLUE cuinnes 
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& Buitp1inc Propucts MERCHANDISER 





month. Stocks of lumber of 
these same yards in January 
were 11 percent higher than a 
year ago and 4 percent above 
the level of the previous month. 

SEATTLE—A visual survey 
of older districts in this city 
shows home building going on 
everywhere. Lots that have 
been vacant for generations are 
blossoming out in homes, 
mostly in the $8,000 to $15,000 
bracket. In spite of restric- 
tions it looks like another big 
year for building here. 


Prices of lumber and shingles 
continue at the high levels ob- 
taining in January and frozen 
January 25th. It is difficult to 
pinpoint the market. Nothing 
in the picture indicates lower 
prices. The control order stop- 
ped rising green dimensions 
prices. Log prices tend to be 
stronger. Number 1 fir moves 
at $70 but Number 2 is more 
often sold at 55 instead of 50 
and No. 3 at 50 instead of 45. 
No. 2 and 3 hemlock brings 
anywhere from 41 to 55. 





LiemRUIK 


STACKS UP MORE PROFIT FOR YOU! 


How efficient. is your piling yard? Is it 
stacked low over a vast area? Is lumber 
transported by horse drawn vehicle, or 
truck? Are too many hands used that might 


be spared for other work? 


The heavy-duty Fork LIFTRUK is the 
modern high speed efficient handler of 
lumber. Why? Because it picks up heavier 
loads in neat, unitized bundles and stacks 
them high in one operation — for fast 
loading onto trucks, trailers or flat cars. 
Greater efficiency to your existing storage 
space is assured and at a huge saving in 


time and money. 


HEAVY-DUTY LIFTRUK 
in 5 - 7% - 10 ton capacities. 


Other Valuable 
LIFTRUK 
Original Features: 


More lifting power and 
carrying power. More 
traction. Motor and 
working parts fully 
accessible. “Lifetime” 
load-carrying axle. Send 


for Bulletin 77. al 











By the makers of KRANE KAR 
SILENT HOIST & CRANE CO. 


Pioneers of Heavy Duty Materials Handling Equipment 
860 63rd STREET, BROOKLYN 20, N. Y. 


Demand is good but mills 
have good order files and do not 
like to quote. Eastern demand 
is slowed due to cold weather, 
Heavy rains and floods plus box 
car shortages have slowed 
movement of lumber. Cedar 
Siding mills booked heavily in 
December and will be busy un- 
til April or May. Pine lumber 
is scarce and none of it is 
cheap. Spruce is also scarce 
with buyers reporting it is hard 
to buy. 

Plywood demand is very 
strong with premiums offered 
for any available. Inquiries 
for plywood are many from all 
over the country. 

No clear flitches or decking 
for export is to be had. Japan 
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and Australia have been in the 
market. It is understood Aus- 
tralia took considerable merch 
cutting at $80 to $82. 
TACOMA—Continued good 
weather is enabling mills and 
logging camps throughout the 
southwest portion of the state 
to maintain high production 
schedules. Log supplies that in 
many instances had been dwin- 
dling rapidly under’ winter 
mill demands once more are 
building up. The general out- 
look for most operators wouid 
be quite favorable were it not 
for two factors, the shortage 
of railroad cars and the possi- 
bility of a lumber workers 
strike. The strike possibility 
may have had some bearing 
upon the car situation, 
although the demand for cars 
has been far exceeding the sup- 
ply for many months. However 
the fact that mills, beset by 
the reports of impending labor 
difficulties, have been pushing 
deliveries as much as possible 
undoubtedly has not contrib- 
uted to help the latter situa- 
tion. Lumbermen, along with 
other Pacific Northwest users 
of extensive rail space, are 
pressing for government assis- 
tance in solving the problem. 
Possibility of a lumber work- 
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DUA-LAP SHINGLES 
are selling faster 
than ever before! 


brs preter 

lnsulation, 

bur share of 
ket! 


e New Beauty! 


Now More Durable = 


New Infra-Red’ drying process: 
gives Dua-Laps a harder, more - 
beautiful finish . . . lasts longer! : 
Lowers maintenance costs. : 


e Now easier, faster, 


more: economical to apply : 


Builders have saved as high as $150 : 

per house by the use of ES-NAILS 
and GYPSUM or INSULATION SHEATH- ::: 
ING. No stripping necessary, cuts :: 


labor time. 


¢ No Imitation — Dua-Laps 
are the real thing! 


You’re selling high insulation value, genuine: 
certigrade, straight-grain red cedar—Nature’s : 
prize insulator. And double coursing gives: 
double insulation, value and economy. 


Mr. Dealer: Enjoy greater volume, added profits with : 
Dua-Laps. Send for samples, all taken direct from : 
warehouse stock. See your distributor or write direct. : 


A few choice territories still available. 


STAINED SHINGLE CO. 
GENERAL OFFICE 355 SPRUCE STREET «=: COLUMBUS 8, OHIO: 


Burtpinc Propucts MERCHANDISER 





Builders Claim New 
Infra-Red Dried Shingle 
Lasts Longer—Looks Better 


New Dua-Lap Red Cedar shingles, 
that have a beautiful baked-on fin- 
ish applied by the infra-red drying 
process, are receiving rave notices 
from builders. 

This process, builders agree, 
gives shingles a harder, more dur- 
able finish. The more uniform, pro- 
tective coating is always thoroughly 
dry and stays beautiful for years. 

Dua-Laps also give homes lux- 
urious deep horizontal shadows 
that provide old and new dwellings 
with a rich “wide siding” effect at 
substantial savings. 

10 Beautiful Colors 

A home builder has a choice of 
10 beautiful colors. Many success- 
ful projects have been given vari- 
ety and home individuality by re- 
arranging the fronts of the homes, 
as well as utilizing all the Dua-Lap 
colors. This avoids the ‘“all-look- 
alike” project. 

Butted, squared and tapered 
perfectly for easier application, 
Dua-Laps cover more area with 
fewer shingles, less nails and not 
as much labor because they can be 
laid with full 12” or 14” exposure. 

Builders have found that costs 
can be cut further through the use 
of ES-Nails. No stripping for nails 
is required as you can apply Dua- 
Laps directly on gypsum or insula- 
tion sheathing with ES-Nails. In 
fact, builders report savings up to 
$150 per house by using this type 
of construction. 

Home Owners Get Double Value 

Double coursing, combined with 
nature’s greatest insulator—red 
cedar—gives homes double insula- 
tion. Every inch of red cedar con- 
tains millions of tiny air cells that 
seal out cold and heat, seal in room 
comfort. It cuts fuel bills a third. 

And Dua-Laps are the “Real 
McCoy,” builders say. Made from 
the highest grade certigrade 
straight grain red cedar, Dua-Laps 
are no imitations. 

Best for Remodeling 

These new shingles are ideal for 
remodeling as well as for home- 
building. Because of the flexibility 
and adaptability of Dua-Laps to 
old, out-of-line warped walls, you 
can achieve a tight, snug fit. Not 
every siding material can boast of 
this. No open air spaces will be 
left with Dua-Laps. 

More Dua-Laps are being used 
now than ever before. Good build- 
ers make sure they get their 
share of this quality product, and 
dealers, their share of this great 
market. 

Dua-Lap officials point out that 
a few choice territories are still 
available for prospective distribu- 
tors who will write The American 
Stained Shingle Co., 855 Spruce 
St., Columbus 8, Ohio. 


Write Dept. B 











SPECIFIED 
LENGTHS 


GRADE STAMPED 


DOUGLAS 








Shipped ahead of time — faster 
than promised. We hope you like 
this policy because we've been 
doing it for years. 


Standard green Fir shipped in 
specified lengths, widths, and 
grades of dimension; also small 
squares and boards. 


The ever-increasing number of sat- 
isfied Air-King customers is the 
result of prompt, dependable serv- 
ice and good, well manufactured 
Air-King lumber. You will like it 
too. Let us know your needs today. 








AIR-KING 


MANUFACTURING 
CORP. 


Tigard, Oregon 


Telephones — Portland Line CH 3330 
or Tigard 6161 














ers strike is serious despite the 
government’s wage freeze edict. 
The general demand is for a 
20 percent increase over last 
year’s wage scales. Manage- 
ment and union representatives 
have been holding extended 
meetings in an effort to work 
out a solution. The general 
feeling is that failure of these 
negotiations probably would 
tie up the industry in Wash- 
ington, Oregon, Idaho and Mon- 
tana. 


West Coast 


Most of the Douglas fir lum- 
ber region of western Oregon 
and Washington had good 
weather during January and 
lumber production picked up 
noticeably for the month. 

Production of 914 million 
board feet for January com- 
pares with a cut of 577 million 
feet in January, 1950 and 627 
million feet the first month of 
1949. Output the two previous 
years was seriously curbed by 
severe storms and freezing 
weather which cut deeply into 
lumber cutting. 

The weekly average of West 
Coast lumber production in 





Home Building vs. Furniture Production 





Indexes of Furniture Production and Residential 
Building Construction in the United States 
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Sewees of Data: Federal Reserve Board ond F. W. Dodge Corp. *Avera: 19° First Nine Months ARTZ 





January was 203,130,000 b.f. or 
113.0% of the 1946-1950 aver- 
age. Orders averaged 242,660,- 
000 b.f.; Shipments 210,795,000 
b.f.; Weekly averages for De- 
cember were: Production 198,- 
933,000 b.f. (110.7% of the 
1946-1950 average); Orders 
224,871,000 b.f.; Shipments 
194,975,000 b.f. 

Four weeks of 1951 cumula- 
tive production 914,084,000 
b.f.; four weeks of 1950 577,- 
772,009 b.f.; four weeks of 
1949 627,335,000 b.f. 

Orders for four weeks of 
1951 breakdown as follows: 
Rail & Truck 790,713,000 b.f.; 
Domestic Cargo 209,658,000 
b.f.; Export 37,000,000 b.f.; Lo- 
cal 54,599,000 b.f. 

The Industry’s unfilled order 


file stood at 1,024,954,000 b.f. at 
the end of January; Gross 
Stocks at 759,579,000 b.f. 


Lumber—National 


Lumber shipments of 440 
mills reporting to the National 
Lumber Trade Barometer were 
0.4 percent above production. 
for the week ending February 
17, 1951. In the same week new 
orders of these mills were 0.8 
percent above production. Un- 
filled orders of the reporting 
mills amounted to 64 percent 
of stocks. For reporting soft- 
wood mills, unfilled orders 
were equivalent to 31 days’ pro- 
duction at the current rate, and 
gross stocks were equivalent to 
45 days’ production. 

For the year-to-date, ship- 
ments of reporting identical 
mills were 6.2 percent above 
production; orders were 16.4 
percent above production. 

Compared to the average 
corresponding week of 1935- 
1939, production of reporting 
mills was 94.1 percent above; 
shipments were 68.1 percent 
above; orders were 69.5 per- 
cent above. Compared to the 
corresponding week in 1950, 
production of reporting mills 
was 5.4 percent above; ship- 
ments were 13.1 percent below; 
and new orders were 11.9 per- 
cent below. 


Western Pine 


Production of the 102 mills 
reporting to the Western Pine 
Association for the week end- 
ing February 17, 1951 (includ- 
ing a holiday) totaled 52,845,- 
000 feet, almost exactly the 
same as for the corresponding 
week a year ago. Orders for the 
week amounted to 58,846,000 
feet as compared to 76,837,000 
for the corresponding week a 
year ago. Shipments amounted 
to 56,932,000 feet compared to 
74,834,000 feet for the same 
week last year. Figures show 
shipments for the week was 7.7 
percent above production and 
orders were 11.4 percent above 
production. Gross stocks at the. 
week’s end stood at 678,403,000 
feet compared to 772,911,000 
feet in 1949. 


Southern Pine 


The 113 mills reporting to 
the Southern Pine Association 
for the week ending February 
17, 1951 produced 17,993,000 
feet for the period. This was 


c 
March 10, 1951, AMERICAN LUMBERMAN ©& 











Circular Saws 
8”-10%-12" — tilting-arbor 
or tilting-table 


Band Saws 


14”-20”-36” 


Delta’s BIG 5 to Work NOW! 









BET. 


MI LWA KEE 


AIRST=ONLY 
* RADIAL GAW | 


CUTS MITERS 0° TO 90° 
| RIGHT AN LEFT! 
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DELTA RADIAL SAW 


Only this new Delta gives you full saw action and angle- 
capacity for miters, bevels, double miters, dado work, right 
or left — and all other straight-line cuts. Delta offers all 
this PLUS unlimited flexibility to do 100s of other jobs... 
simply change the tool on the saw arbor and you have 
another low-cost machine! 


All of Delta's Big 5 are built to deliver extra profit-making 
output. Equip with these machines to give your customers 
full cutting service, to do special millwork, to re-work, 
saw, and finish dimension stock, etc. Send for details. 


DELTA POWER TOOL DIVISION 
Sold only through authorized dealers 
— available on easy time payments. Led k i t 
Sood for .. nome of Roe Delta re ] to ct e 
ealer under “Tools” in the classified facturi mpean 
section of your telephone directory. ® ERSTESErIRG Comp y 
MILWAUKEE 1, WISCONSIN 


ae ead 
Tear out this coupon and mail today! ie 


Free. 


7 
6 Times ‘ 692C E. Vienna Avenue ,Milwaukee 1, Wisconsin 


I | Send me free — [] The Power Tool Journal — 6 times a year. 
a Ye ar: ¥ CL] Catalogs and bulletins on complete Delta line. 


Delta Power Tool Division 
ROCKWELL MANUFACTURING COMPANY 


The Power Tool ° 
Journal —packed <3 
with detailed job 
data, fully illus- j 
trated — hand- { 
book of time- and 
money-saving * 





8.038 percent below the three 
year average. Shipments fr 
the week totaled 18,315,00v 
feet, 1.29 percent below the 
three year average and 1.79 
percent above production. Or- 
ders for the week ran to 18,- 


ee ee] 


230,000 feet, 1,75 percent be- 
low the three yea? average and 
1.32 percent above production. 
Orders on hand at the week’s 
end totaled 66,259,000 feet com- 
pared to 52,034,000 feet for the 
same period last year. 


The Lumber Market at Presstime 


The following index is intended merely as a check on bu uying practices. It is 


a compilation and average of mill prices at press time an 


should not be con- 


sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine—the Editors. 


DOUGLAS FIR 


Vertical Grain Flooring 
B 


‘ 


160.00 


135.00 
160.00 


Drop Siding 


1x6 (Pat. #106).160.00 155.00 
1x6 (Pat. #116).155.00 150.00 


Ceiling 


110. 00 70.00 
100.00 


Boards and Shiplap and 2” 
(green) 1x6 1x8 1x10 1x12 
.. 75.00 78.00 76.00 
. . 74.00 75.00 73.00 
.59.00 62.00 59.00 
- 1 Dimension 
12’ 14’ 16’ 18’ 
2x 4 79.50 79.50 
2x 6 83.00 
2x 8 83.00 
2x10 83.00 ' 
2x12 83.00 83.00 
Dimension 
76.00 76.00 
75. 74.50 
74.50 
74.50 
73.00 


2x12 
(Add 10-12 for dry lumber) 





WESTERN PINES 


PONDEROSA PINE 


Selects 
S2 or 48 4/4 RW 5/4RW 8/4 RW 
275.00 285.00 280.00 


C&Btr. RL .. 
Shop, $28 No. 1 No. 2 
5/4 145.00 
135.00 


Commons 

S2 or 48 No. No. 4 
ix 8 RL , 78.00 
1x12 RL » “ene 


Idaho White Pine 

Selects S2 

or 48 1x4 1x6 1x8 5/64 
C&Btr. RL.250.00 265.00 270.00 265.00 
C RI 205.00 225.00 230.00 235.00 


Commons S2o0r4S No.1 No. 2 No. 3 
1x 8 ; 140.00 100.00 
150.00 140.00 100.00 

Sugar Pine 


Selects 


S2 or 4S 4/4 RW ie RW 6/4 RW 
300.00 305.00 
275.00 195.00 


240.00 175.00 


No. 3 
100.00 
100.00 
100.00 


135.00 
135.00 
135.00 


SOUTHERN PINE 

Vertical Grain Flooring 
B&Btr. Cc 
180.00 170.00 


155.00 


is 6 155.00 
Drop Siding 

1x6 (Pat. et St a +4 155.00 

1x6 (Pat. #116).165.00 155.00 


140.00 


eeeee 


4 
Boards and <i 
(dry) x6 1x8 1x10 
No. 1 2125.00 J 125.00 
No. 2... 85.00 85.00 
No. 3 ... 67.00 67. 00 67.00 
No. 1 Dimension 
, 16’ 
91.0 


2x 4 
2x 6 


2x10 

2x12 88. 
No. 3 oo vaals weed 

2x 4 .55.00 


2x 6 .55.00 
2x 8 .55.00 
2x10 .55.00 
2x12 .53.00 


REDWOOD 





Prices for red cedar siding in 
cars, new bundling, 6 to 18’ are: 
Beveled Siding, % Inch 
Clear —_ 
95.00 83.00 75.00 
120.00 118.00 88.00 
143.00 120.00 
173.00 130.00 
Clear Bungalow Siding, % Inch 
h pt $3 


Finish, B and Btr. S28 or 4s, 
~~ ad Rough 


145.00-165.00 
17 7 00 


Ceiling or Flooring, 
B and Btr., 9-16’ 





RED CEDAR SHINGLES 


Royals 


11.50-11.75 
7.75- 8.00 
5.75- 6.00 
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ENGLEMAN SPRUCE 


Boards and 
Shiplap 1x6 1x8 1x10 ixi2 
No. 2&Btr..114.00 112.00 115.00 125.00 
No. 3&Btr.. 93.00 96 102.00 112.00 
No. 1 Dimension 
12’ 14’ 20’ 


88.00 r y e 88.00 
88.00 i i i 88.00 
88.00 a x a 88.00 
88.00 ‘ J ‘ 88.09 
79.00 4 3 x 79.00 
No. 2 Dimension 
2x 4 83.00 83.00 : ; 83.00 
6 83.00 83.00 R i $3.00 
2x 8 83.00 83.00 i : 83.00 
2x10 83.00 83.00 ; ‘ 83.00 
2x12 79.00 79.00 79.00 79.0 79.00 
(Boards graded No. 1, 2, 3 at fiat 
price; no price for straight No. 2. Mills 
do not grade out No. 3 Dimension sepa- 
rately as in fir.) 


WESTERN HEMLOCK 


Vertical Grain Flooring 





Cc D 
155.00 115.00 


130.00 98.00 


155.00 110.00 
Drop Siding 
1x6 (Pat. #106).155.00 150.00 113.00 
1x6 (Pat. #116).150.00 145.00 110.00 
Ceiling 
.00 ’ 60.00 
-" Soe 115-125 95.00 
me. and = and 
1x8 1x12 
86.00 ‘ 86.00 
81.00 4 81.00 
66.00 . 66.00 


16’ 20’ 
.00 90.00 
90.00 
86.00 
87.00 
12 85.00 
No. 2 Dimension 


2x 4 83.00 83.0 ; 5. 85.00 
2x 6 82.50 4 % : 82.00 
2x 8 82.00 R : J 81.00 
2x10 82.00 ‘ ; 2 82.00 
2x12 75.00 5. . 
80.00 80.00 x . 80.00 
No.  _oreees R/L Only 
2 





OAK FLOORING 


Clear Pin Hix2 4 ba %x1% 
White ..245. . 50 177.50 
+1245. 00 J 18, 50 177.50 


. 215.00 167.50 152.50 
. - 215.00 167.50 152.50 


White ..190,00 152.50 132.50 
Red ....190.00 152.50 132.50 
#3 Mixed 
15” orts 
105 77.00 65.00 


..+135.00 105.00 87.50 72.50 
#2 Com. .. 95.00 75.00 57.50 42.50 


WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, 6 to 16’ are: 
Beveled Siding, % Inch pie 


.00 70.00 
3 88.00 
bs 120.00 
%x8 inch 183.00 145.00 
Clear Bungalow Siding, % Inch 
8 inch 210.00 208.00 160.8 


165.00 





Finish, B and Btr. S2 or 45, 
ae ~f - rough 


1x12 185.00 
Ceiling or Flooring, B and Btr., 9- 16’ 


&Btr Cc 
105.00 100.00 90.00 
95.00 
Discount on mouldings, 6-20’ odd 
lengths. 
Series 8,000— » 
—_ under $4.00—list plus 125 pe 


Listing $4.00 and over—list plus 130 
per cent. 
Clear cate, ba 9 to 16’ 
0 Lin. Feet 
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BUILDING MATERIAL DEALERS FROM COAST TO COAST ARE FEATURING IT! 


—— 


the Thomason 


flush 


4 © © r (All-Wood Throughout) 


0 It is one of the fastest selling Flush Doors 


— — 


aor Ooo ere eSelC 


S on the market today. That’s why practically the 
entire production facilities of one of the two plants 
of the THOMASON PLYWOOD CORPORATION 
* in Fayetteville, N. C., are now devoted to the 
manufacture of the THOMASON Flush Door. 


00 If you are not stocking this fast seller, it will be 
4 definitely to your advantage to investigate 
00 the sales possibilities in your territory. 


if THESE CONSTRUCTION FEATURES 


50 The interior or core of the THOMASON Flush Door is constructed 
20 y from plywood strips, placed in a vertical position, spaced approxi- 

Y mately 1’ apart; the cross members (of poplar) and rails are securely 
_ | butt-jointed to permit normal expansion and contraction; lock blocks 
a Wi on both sides measuring 3’’ wide and 23” long, plus the 1/2” stile, 

; provide a lock area 44%” x 23” on both sides; all face veneers, pro- 
duced from finest quality foreign and domestic woods, are carefully 

















* matched for color of wood, figure of grain and for similarity of color 
00 3 and figure on both sides of the door. 
».00 
).00 
x AVAILABLE WITH THERE IS ALSO A 
‘ THESE FACE VENEERS THOMASON FLUSH DOOR 

In addition to the Gumwood-faced door that pro- FOR EXTERIOR USE 

vides a satin-smooth surface for easy staining or Available either plain or with any one of the three 
5 painting, the THOMASON Flush Door comes faced standard patterns of light opening. Or you may have 
4 with veneers of Mahogany, Walnut, Oak and Birch. the THOMASON Flush Door with a solid all-wood 
odd 


core, faced with all types of veneers. 


: THOMASON 


’ 
PLYWOOD CORPORATION DON'T DELAY 
If you do not know him, write today for 
the name and address of your distributor. 





1.5 
1.75 FAYETTEVILLE «© NORTH CAROLINA 
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Grani-lite’s new and different colors in granite-like finish make it easy to 
decide upon . . . easy for you to sell. Most dealers who have seen actual 
samples of Grani-lite are now Grani-lite Dealers. It’s been “love at first 
sight” with dealers and consumers alike. The resemblance to real granite 
gives it the quality and character of being a best seller in the years ahead. 
If you are turning to remodeling sales, you'll want Grani-lite panels as your 
first choice decorative wall and ceiling material. 


Why You Should Become a 
Grani-lite Dealer NOW! 


Regardless of what’s ahead . . . further government 
restrictions on new construction or just those now in 
effect . . . remodeling jobs will be your salvation for 
the future. Grani-lite, the quality wallboard with 
new and added beauty is the answer to getting more 
of the increasing number of remodeling jobs. There 
is no time to lose in getting ready for those oppor- 
tunities. Remember — in times of scarcity the dealer 
with the material gets the business. Don’t delay. Be 
a stocking Grani-lite Dealer NOW! 


5 NE WwW and DIFFERENT COLORS Also MAKERS OF WAL-LITE, SATIN-LITE and LEATHERBORD 
4 MOST POPULAR PATTERNS phemongarbosrodheresr md ofA 
Manufactured by... 


WALLACE MANUFACTURING CO.4 
10th and FAYETTE e NORTH KANSAS CITY, MO. 
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wagon now and let BPS Flatlux lead 
the way to bigger, juicier profits! 
Cele mAliamelimelsle Mam il-eiuilels mel-\aelder 
tor colors your customers demand, BPS 
Flatlux is washable, durable, easy to 
apply. Above all, BPS Flatlux is a 
money-maker...a fast turn-over 


paint that’s ringing cash register bells 





on for all over America. And remember... 
1 with 
yr more 








all profits are yours under a BPS 





Protected Territory Franchise. By all 


oppor- means, look into it today! 
dealer 


ay. Be 





ERBORD 


THE PATTERSON-SARGENT COMPANY 
1325 East 38th Street 
Cleveland 14, Ohio 


Please send me full facts on BPS Flatlux and your 
Protected Territory Franchise! 


Name 


Address. 
City 
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Profits ROLL IN with these 


Fast Selling . . . Nationally Advertised 
Adjustable SCREEN DOOR GRILLES 








MALLARD 
C-81 for 
STORM DOOR 
$-81 for 
STANDARBD-BOC 
st $21.50 
GRILLE ONLY 


Beautiful new ornamental grille de- 
signs have powerful appeal for 
practical homeowners. Easily in- 
stalled, handcrafted of lasting 
steel. 


Packed Three Grilles of a Design to the Carton. 


CONTACT YOUR JOBBER OR WRITE DIRECT 


NATIONAL GUARD PRODUCTS, INC. 


540 Jackson Ave. * P. O. Box 1520 * Memphis 1, Tenn. 
Manufacturers of 
Weatherstrips, Mouldings, Window Guards 





Letters to the Editors 


"Selling Against Resistance" 

To the Editors: We should like to express our appre- 
ciation to you and to the American Lumberman for 
the use of the slide sound film “Selling Against Re- 
sistance.” We certainly would recommend it most 
heartily for sales meetings in almost any type of 
retail operation. We hope soon to be able to use other 
films in your series, and we feel that this service is 
of the greatest value to the retail lumber dealer. 

Many thanks again for your fine cooperation. 

Robert M. Bradfield, Vice-President, Miles D. Brad- 
field, Inc., Boulder, Colo. 


Scheduled for Dealer Meetings 

To the Editor: We note in your recent issue of the 
American Lumberman that you have available six 
sound slide films entitled, “Selling Against Resist- 
ance.”” May we look forward to receipt of such films 
for our regularly scheduled dealer meetings on Jan- 
uary 4, 1951, or if that date cannot be met, our 
February 1, 1951, meeting. 

We should also appreciate whatever information 
you can give us as to where we may obtain a camera 
which would effectively show these films. 

Ben Pivnick, Midwest Plywood Company, Detroit, 
Mich. 


"By Jupiter" 

To the Editor: We are returning your 16 MM film 
“By Jupiter” which we received from Mr. C. C. Janke, 
Janke Lumber Yard, Butler, Indiana. 

May we express our sincere appreciation for your 
courtesy in permitting us to show this film to our 
students. Mr. Burgess A. Meadows, Woodworking 
Instructor, was very much pleased with the reaction 
of his students toward this picture. 

Wm. B. Connoley, Director, Vocational Education, 
Raleigh County Schools, Beckley, W. Va. 


To the Editor: We are very much interested in your 
film “By Jupiter.” Will you please write telling us 
availability of the film and the charge if any. We 
should like to be able to preview it at an early date 
with the thought of showing it to our sales force. 

J. H. Lamson, Merchandise Manager, Sawyer’s, 
Worcester, Mass. 


To the Editor: Kindly book for our use the Sound 
Motion Picture “By Jupiter” as listed in your De- 
cember 2nd issue of American Lumberman. 

We have complete 16 mm sound equipment and a 
competent operator. Please confirm at earliest con- 
venience. 

C. M. Ottey, Hummer & Green, Chester, Pa. 


Small Homes Council Project Completed 

To the Editor: While I was in Chicago at the 
convention last week I heard about your fine presenta- 
tion of our completed project down at the Small !{omes 
Council and after seeing the tear sheets that you 
were so nice to forward I can understand why it 


- was spoken of in such glowing terms. This excellent 


article is another example of the splendid cooperation 
that we have had from the American Lumberman ever 
since we first started talking about such an under- 
taking. You, of course, know how much Art Hood 
has helped in the formation of the Council and the 
splendid publicity that he has given it. 

Personally and on the behalf of the LDRC I wish to 
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IT’S MONEY IN YOUR POCKET, TOO 





THIS SIGN GOES UP SOONER ON HOMES 


SIDEWALLED WITH CREO-DIPT 


. DOUBLE WALL 
Builders know it. You can take 


er’, advantage of it. Zephyr-sided homes sell faster 
and at more profitable prices. Start stocking 

es Double Wall Zephyrs now. : Hi . 
You sell a complete line that includes genuine 

nd te red cedar processed Zephyr Shakes, Creo-Dipt 

con- 


-Insulation Backing Board, and special Rust- builder and home-buyer demand for insulated, 
proof nails. shingle-sided homes. 


All are sturdily packaged to facilitate handling Don’t miss this latest, greatest sidewall profit 
and stocking and eliminate damage in storage opportunity. 
or delivery. 


We 


Factory-stained in a wide variety of popular CREO-DIPT CO., INC.—Dept. AL-31 


: North T , N York 
colors,.Creo-Dipt Zephyrs meet the latest passa scene inne 
Please send me name of nearest CREO-DIPT 
Distributor. 











\ ADDRESS 
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ror QUICKER turnover 
AND BIGGER PROFITS —— 


SSS 


LIQUID ABESTO 
1GAL. PER 
too $Q. FT. 


HANDLE 
cAbesto COLD APPLICATION 
BUILT-UP ROOF MATERIALS 


Easily applied by your 
customer, Abesto 
LIQUID, used with 
smooth surface roll 
roofing produces a 
better built-up roof 

at lower cost! 














The Abesto "Seal of Quality" 
is for your protection. It iden- 
tifies all Abesto products and 
is your guarantee that you are 
offering roofing materials that give the utmost 
in protection from the elements. The reputable 
dependability of the exclusive formulas used 
have been proven by exhaustive tests — both 
in the laboratory and in the field. Give these 
better roofing products a prominent display in 
your store. It will pay off in extra profits for you! 
Write for FREE Specification Sheets. 

F.H.A. Approved 


ec Abesto 


MANUFACTURING CORPORATION 


MICHIGAN CITY, INDIANA 

















deeply express my thanks and satisfaction for your 
splendid article about the unit plan. If there is any- 
thing additional we can give you or be of service in 
any way you know we shall be happy to do it. 

C. A. Thompson, Thompson Lumber Co., Champaign, 
Ill., Chairman of the Lumber Dealer’s Research 
Council. 


Contemporary Houses Developed 
from Room Units 


To the Editor: We should like very much to know 
where and how we may obtain the 62-page book 
“Contemporary Houses Developed from Room Units.” 

Elmer Hunt, Jr., President, Builders Supply, Inc., 
Humboldt, Tenn. 


To the Editor: Referring to your February 10th 
issue, regarding University of Illinois Small Homes 
Council Research, on page 76, we should like to know 
where we could obtain the book you mention, called 
“Contemporary Houses Developed From Room Units.” 

Harry Granader, Great Lakes Lumber Co., Detroit, 
Mich. 

Editors’ Note: Write Lumber Dealers Research Council, 
612 So. Neil St., Champaign, IIl., for the 62-page book you 
request. 


We Have Them 


To the Editor: Please send a list of 16 mm. Films 
that could be used by a Retail Lumber Dealer for 
showing to Contractors and Staff Meetings. 

We understand you have some of these films for 
distribution. 

H. R. Lewis, Valley Lumber Supply Co., San 
Benito, Tex. 

Editors’ Note: A complete list of films available for 
the dealers’ use was published in the Dec. 2, 1950 issue of 
AL&BPM. A reprint of this list is available upon request. 
Two additional 16-millimeter color-sound films have just 
been released by The Celotex Corporation. One is titled 
“The Browns Build a House.” It tells the story of a young 
couple, who learn the economical way of building insulation 
into their home. The second film is called “The Inside 
Story” and shows the advantages of various types of 
finishes for remodeling or for new building. Both films 
run about 20 minutes and are designed primarily for 
dealer-contractor meetings. However, they are non-tech- 
nical and will also appeal to consumer audiences. To 
schedule a showing, write The Celotex Corp., 120 S. 
LaSalle St., Chicago 3, [ll.—The Editors. 


It's in the December 2 Issue 


To the Editor: The November 18th issue carried an 
article on training films for sales personnel. The con- 
cluding article was to be in the subsequent issue. 

In one way or another we missed this issue and 
have not been able to locate a copy. Will you please 
mail another, directed to the writer’s personal atten- 
tion, so that we will be assured we will receive same. 

Jake E. Von Tobel, Ed. Von Tobel Lumber Com- 
pany, Las Vegas, Nev. 


See February 10 Issue 


To the Editor: Thanks very much for the coverage 
given our recent annual convention. 

At the same time, I want to compliment you o 
the number of interesting articles which appeared In 
the same issue, particularly the one by Norman P. 
Mason covering his second annual poll of dealers. 

Sam Levy, President, Kentucky Retail Lumber 
Dealers Association. 
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yn, . | Here’s the hottest padlock buy 
bs in town! Corbin Red Padlocks 
that'll sell like hotcakes from 
R E ) HOT VALUE the moment your customers 
low tH see them! “See them”, 


ook 


or 
. » H Py N13 WEEK | did we say? You bet your 


customers will see them! 


Oth 2 Just put these Corbin Red 

wr Padlocks up in your store on the 

led ; : brightly colored display boards 

il i | @ that come FREE with your first 

neil, ( ’ t » | Le , if order! It's an eye-catching idea 
you 


that will keep your cash register 


jingling during Hardware Week 



















; | and any other week! 
ilms , ; 
for 
But don’t delay! There may not 
for 
be enough Corbin Red Padlocks 
- to go around ... be sure you get 
e for yours by ordering from your 
ue of 
yuest. jobber now! 
. just 
titled 
young 
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Inside : \ e 
es of : f | 
films : A <> +) or In 
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please 


atten- j 
same. 
Com- : 
Cases are solid die-cast metal Ask your jobber to ship a FREE The AMERICAN 
erage 1%4" in width. Baked-on red en- display board with your first 


amel finish. Shackles are hard- order of six or more Corbin Red HARDWARE 


on ened steel, zinc plated. 6 pin Padlocks. The displays are print- CORPORATION 
vel tumblers. Corbin Red Padlocks ed yellow and black. You can 
e ‘ ; 
P are available in one size only, as — hang them or stand them on your si oa 
lan f. : New Britain, 
a an eye-catching model designed counter. The top section can be 


, Connecticut 
nber for fast turnover! removed fohatsia miolagenzelds) Week. 
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THIS 1S THE KIND OF WOODWORK YOU SPECIiFy 
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" ergen Mantel » M-1463 Morgan 3-panel Door « M-1073 
WHEN YOU BUILD A HOME FOR YOURSELF... 

Morgan designs, Morgan construction, and Morgan craftsmanship always measure 
up when appraised by Architects, Builders, Dealers . . . the men who know quality. 
Morgan is THEIR kind of woodwork . . . it has the features they recommend 
with full confidence . . . the features they specify because they want the best. 






























































Keep your file up-to-date. 


x 3a ; ¥ bs Detail of 
Write for — ee PT M-120F 


Morgan Catalogs and Details _ —— = Door 











MORGAN COMPANY 


WOODWORK MANUFACTURERS, OSHKOSH, WISCONSIN 











Entrances °* Stairwork * Corner Cases * Mantels 


Morganwall Assemblies * Trim * Windows + Doors 


C, 
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Want to cut costs? Then get the facts 





on this step-ahead engineering idea 


The fully-proven 


PLO 
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J 
Read about Ford’s 
— 
economical fuel-feeding 
“ and firing control that 
| gives the most power 
. from the least gas! 
@ There’s a Ford Truck for every hauling 
job. Over 180 models, from 95-h.p. Pickups 
re to 145-h.p. BIG JOBS. 
ty. 
nd 
st. 
There’s an economy story behind the Ford Truck CT ee ee a eer ee” eee a 
Power Pilot! It’s so important, it needs more telling | 
; than space will allow here... | ° 
You owe it to your bank book to get the facts. Mail =| Send a without cost or obliga- 
the attached coupon today. You'll get news on the | : - ; tion, the os = leaflet 
\, Power Pilot ...on new 5-STAR Cab comfort... new | entitled, “Why It's Important to You,” giving facts on 
| 


transmissions, axle ratios, pistons and camshafts ... the Power Pilot, plus specification data on the NEW 
















new features throughout the ’51 Ford Truck line. Ford Trucks for '51 indicated below: 
Don’t delay! Mail the attached coupon today for 
facts that can mean real dollar savings for you. FORD Division of FORD MOTOR COMPANY 
ford Trucking FULL LINE ©] HEAVY DUTY MODELS 1 
COSTS LESS 
: ee LIGHT MODELS [] EXTRA HEAVY DUTY MODELS (1) 








7 Name 


(Please print plainly) 
Address. 








wae Bowes os ie | 4 Bie. - > 7% 2 a City Zone. - State 2 
Using latest registration data on 6,592,000 trucks, life insurance experts : 
prove that Ford Trucks last longer! 












| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
3270 Schaefer Rd., Dearborn, Mich. 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
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Shake Hands 


WITH THE FINEST 
RESIDENTIAL LOCK 
OF ITS KIND! 


THE NEW 


YALE 


HOME DUTY TUBULAR LOCKS 
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You'll be hearing more about 


these great new YALE locks 


F d of installa- 
_ You'll see spee wl 
pee strength of assembly, nec 
‘ ling and YALE’s traditiona q <a 
ps For all the facts, write Dept. 


ly 
i _look over the new?) 
equainted loo 4 
p aod’ advantages bicane das: : 
eers have built into this Cc — 
pail priced, residential tu 


New YALE ideas for faster, easier installation 
Triplex Spindle 


First time in a lock 
of this kind! Triplex 
spindle with ingeni- 
ous wedging action 
holds inside knob 
firmly, permanently 
in place. 


Bridge Girder 
Construction 











Pre-assembled 
into 5 Components 


Only 5 parts to handle—and évery one 
designed to slide into its proper place 
with unbeatable ease. YALE does most 
of the assembly work for you—reduces 


Automatically places 
roses and latch case 
in precise alignment 
and holds them there, 
rigidly, an exclusive 
feature of the H11. 


(Latch bolt can be 


the final installation job to three simple 


reversed, simply by 
steps! 


rotating.) 





YALE “Twin-Bar” Cylinder for extra security 


Here is YALE’s latest development for improving 
tubular lock security—the ‘“‘Twin-Bar’’, a disc- 
type cylinder with double side bars. Any attempt 
to pick this lock causes the side bars to lock 
tighter than ever. 








F Oo U R ° e,°@ Pa 
mo DELS {Luxury Styling at a competitive price 


doors H11 As in all YALE hardware, the quality in this 
—" 33 residential lock goes far beyond its smartly styled 
" surface. The lockset knobs and roses are brass. 
The girders are steel, zinc plated and dichromated; 
the latchcase is steel. Every part, in fact, is built 
for easier operation and longer wear. 





Passage doors 
Bedroom doors H34 


Bathroom doors H35 


[HIlis self-aligning, ere 
others plain trim, brass plate 


THE YALE & TOWNE MANUFACTURING COMPANY 


Stamford, Conn. 
In Canada, St. Catharines, Ontario 
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Save Space... Cut Costs... Boost Profits! 





Advantages for you: FIBERGLAS* INSULATION OLD PACKAGE | NEW PACKAGE 





e New compression packed roll means— 
Mora economical warehousing 
Quicker, easier handling 
Lower cost shipping ROLL Thick 1 32’ 40 40’ 50 


e Strong, tough vapor barrier—more than meets BLANKETS | Medium 1 60 60’ 75 
FHA requirements 15” WIDTH} Inch 1 80’ 80’ 


e Faster turnover—bigger profits for you ROLL Thick 221" 317" 
e Made of ageless, durable, firesafe fibers of glass BLANKETS | Medium 31'7" 47'5” 
Fiberglas* Insulation is also available in batt 19” WIDTH | Inch 47'S" 63'2” 
blankets, utility batts and pouring wool. For further — — oe ree 
information contact one of the five national distribu- ahs 


tors listed below. Owens-Corning Fiberglas Corpora- uncicd hema 31/4” 52'1” 
tion, Dept. 64C,2 Toledo 1, Ohio. 23” WIDTH] Inch 47" 65'3” 


Coverage 
in Sq. Ft. 


T - " . 
hick No. Pes. Length Coverage 


ness Per Pkg. in Sq. Ft. hong 



































eS ee BUILDING INSULATION 


FIBERGLAS 


AVAILABLE THROUGH 5 DISTRIBUTORS 


, TIGER rn 
*Fibergias is the tmade mack (Reg. U.S. Pat. oft.) ie : S Ww 
of Owens-Corning Fiberglas Corporation for a ; 
w x 


variety of products made of or with glass fibers. ARMSTRONG _CERTAIN-TEED THE FLINTKG c FUNTHOTE MINNESOTA AND KELLY ISLAND LIME 


CORK CO. PRODUCTS CORP ONTARIO PAPER CO. & TRANSPORT CO. 
Ardmore, Pa. New mugged NY. Minneapolis 2, Minn. Cleveland, Ohio 


Bur 
M + & -DI 
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“WERTICAL SLIDE) | 


cseaunine: COMPLETELY ASSEMBLED 
++, READY TO INSTALL 


_ COMES COMPLETE WITH METAL OR WOOD 
_ CASING (SURROUND) 


‘DOUBLE GLASS, SCREEN & WEATHERSTRIPPING 
IN ONE UNIT. (INSULATING SASH OPTIONAL) 


A QUALITY PRODUCT COMPETITIVE WITH. 
LOWEST-PRICED UNITS 





The Rusco Prime Window is the answer to each 
of the basic problems you face constantly. 
It gives you unsurpassed quality at low 
cost. It is made of Hot- Dipped 
Galvanized Armco Ingot Iron Zincgrip, 
Bonderized and finished with baked-on 
enamel. It reduces installation cost and 
maintenance. Rusco Prime Windows can 
be installed in far less time than ordinary 
window units, No field painting, no glazing, 
no hardware to attach, no on-the-job refitting. 
It’s complete . . . ready to install. Panels easily 

- Get the full facts today. Call your local marmnnen finn leet 
Rusco Prime Window distributor or mail the coupon below. 


The F.C. RUSSELL Co. 


CLEVELAND 1, OHIO 











Manufacturer of famous Rusco. Armco-metal 
Combination Windows, Combination Doors, 
Porch Enclosures, Awnings and Jalousies. “*c 


ee ty < 


Complete rainproof 
ventilation control. 


THE F.C. RUSSELL COMPANY 


Automatic positive 
Department 7-AL 31, Cleveland 1, Ohio 


locking. 
Gentlemen: Please send me catalog of informative data 
Pay for themselves and specifications on Rusco Prime Windows. 


through fuel savings. 











Sturdy tubular 
construction. 





Company. 


Address 





City. 
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A CONTRACTOR WENT 
TO A DEALER FOR 
FAMOUS BOSTWICK 

CORNER BEAD 
a FOR A HOUSE 
JOB 


4 





“YES, THE CONTRACTOR 


BOUGHT ALL THREE 
AND THE DEALER 
MADE MORE 


; 


IF HE NEEDED CORNER 
BEAD THE DEALER 
KNEW THE CONTRACTOR 
MUST NEED 
CORNERITE 


"ASK BOSTWICK AND 


YOU WILL GET STRAIGHT - 


FROM - THE - 
SHOULDER 
ANSWERS 
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SINCE HE NEEDED 
BEAD AND CORNERITE 
THE DEALER TOLD HIM 
HOW BOSTWICK 
CASING FOR = 
DOOR AND 

WINDOW 

OPENINGS 

SAVED TIME 

AND: 

MONEY 


WHERE EXTRA PROFITS 
COME FROM... 


@ The dealer made “one" deliv- 
ery instead of "3" deliveries 
for 3 items. 


@ One invoice instead of 3 for 
3 profit items. 


@ One salesman's time for 3 
items instead of | item per 
sale. 


@ Less bookkeeping on 3 items 
for one man than 3 sales of 
3 items to 3 men, 


@ The dealer bought all 3 items 
from Bostwick instead of from 
3 different sources and saved 
time, bookkeeping and labor. 





Here’s why 
KENNATRACK 
SLIDING DOOR 

HARDWARE 
has 


Coast-to-Coast 
Acceptance! 
=| ea 


FOUR TRACKS SUIT 
ANY INTERIOR NEED 


Kennatrack has four different 
tracks with hangers designed 
to meet every interior sliding 


door need. Series 250 for by- 


passing cabinet and wardrobe 


doors; Series 300 for commu- 


‘nicating and bypassing doors; 


Series 325 for bypassing and 
open pocket installation and 
Series 400 for heavy closed 
pocket construction. 


NYLON- AND 
NEOPRENE-TIRED WHEELS 


Hangers for Series 300, 325 
and 400 roll on neoprene- 
tired wheels—long wear, 
smooth silent operation as- 
sured. New Series 250 hang- 
ers have moulded nylon wheels 


to insure noiseless trouble- 
proof operation. 


FAST DELIVERY 


KENNATRACK has main- 
tained an enviable record for 
prompt shipment. Ask any 
Kennatrack jobber about 
Kennatrack’s record in delivery 
and service. It just can’t be beat! 


COMPLETE LINE 
OF ACCESSORIES 


The Kennatrack line is com- 
plete—locks, latches, cups and 
pulls . . . ““one-source” supply- 
ing all your sliding door 
hardware. 


WRITE DEPT. 351 
FOR DETAILS 





JAY G. McKENNA, inc. 


ELKHART, INDIANA 


uhigiesiitinres Exclusively in the Manufactwre of Sliding Door Hardware 
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Lockwood now adds this 





secure, 


smooth working, 
easily installed cylinder 
screen and storm door lock 
to its outstanding line of 
screen door hardware. With 





No. 8596 A new, neat and compact screen and storm door 
lock in polished or dull brass, with cylinder operation outside 


and slide button inside. Each locks both knob and lever. 


volume sales. 


fly-time just around the 
corner, Lockwood dealers are hurrying in their orders for their seasonal 
requirements. In spite of many uncertainties in the days ahead, a few things 


we can be sure of.. 


. warm weather. 


. insects . 


Easily installed in bored mortises. Reasonably priced for 


. and a profitable de- 


mand by the public for these essential seasonal items. 





No. 5597 Tubular screen door 
latch set, in wrought steel, dull 
brass finish. Latch bolt is oper- 
ated by knob or lever: slide stop 
inside deadlocks knob. For use 
on right or left hand doors. 
Backset 13/,”. 


No. 4115 Rim type screen door 
latch set, with wrought steel trim, 
dull brass finish. Latch case is 
cast iron, dull brass finish. Latch 
bolt is operated by knob or lever; 
slide stop inside deadlocks knob. 
For use on right or left hand 
doors. Backset 11/4”. 








No. 3001 Senior, medium grade 
closer offering excellent value at moderate 
cost. Slightly smaller than DeLuxe model. 
Has protective cushion spring. Pearl gray far. 
finish. Reversible. 


fockuoocl 


BE SURE TO PLACE YOUR ORDERS NOW FOR THIS HIGHLY 
SALEABLE, SEASONAL HARDWARE. 





No. 5599 Mortise type screen 
door latch set, with wrought steel 
trim, dull brass finish, Latch bolt 
is operated by knob or lever: 
slide stop inside deadlocks knob. 
For use on right or left hand 
doors. Backset 11/4". 








No. 3002 DeLuxe, extra heavy 
enclosed spring. Extra cushion spring prevents 
damage when door accidentally opens too 
Attractive design, finished in durable 


pearl gray. Reversible. 


Both closers are packed with complete instructions for installation. 


The merchandise offered in this advertisement is subject to any Government restrictions or limitations imposed. 


HARDWARE MANUFACTURING CO. 


FITGReURG ® 
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YOU CAN FEEL 


oe eee re 


THE GRAIN BECAUSE 
IT’S REAL! 
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WOODTE X e High ridges, deep shadow lines on an extra thick base shingle 


A om Pp a ALT e A product of Certain-teed’s unique graining process 
e@ “Millerized for longer life” 


SHINGLES e@ In green, gray, blue, red and brown blends 


«€ 
a oN Cort atha-b ced ASPHALT ROOFING - SHINGLES + SIDINGS 


BURL REG, U.S, PAT, OFF 
Bucs aie GYPSUM PLASTER + LATH + WALLBOARD + ROOF DECKS 


Quality made Certain ... Satisfaction Guaranteed 


CERTAIN-TEED PRODUCTS CORPORATION 
ARDMORE, PENNSYLVANIA 


ACOUSTICAL TILE INSULATION — FIBERBOARD 
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For Quicker Sales, Faster Turnover, Bigger Profits. 


LL THE LEADERS! 


SUPER Kém fae 


Millions of gallons sold... excep- 

tional profit to dealers on every gal- = 

lon. The completely-different wall | ’ Lustre Ena 
paint . . . velvet-rich, rubber-tough, her i 
guaranteed washable. A sensational "SMaiirooms and Finest ' 
success—growing every month. 


ct 
SUES 


KEM-GLO The miracle lustre 


enamel that looks and washes like 
baked enamel. The yardstick for 
measuring enamel quality, Ideal for 
kitchen and bathroom walls and for 
woodwork everywhere. An outstand- 
ing repeat seller. 


Kem-Tone changed the painting 
habits of America—created a gigantic 
new market—a market that is still 
yours if you tie in your store with 
this powerful advertising campaign 
that is pre-selling these fast selling 
products for you. 


Huge Advertising Campaign Pre-sells Your ee ae oan peor or 


Customers, Plus Finest Merchandising Life Se Sa 


Helps for Your Store Saturday Evening Post Sunset 


28s os Good Housekeepin Country Gentleman 
Advertising and merchandising support that Aenean “etal prnerenel hon Sunday 


blankets the country and blankets the best paint Living for Young Newspapers 
prospects in your community. Reaching millions Homemakers Parade 
. . with full-color advertisements in home, farm What a Combination for Building 
and women’s monthlies, in popular weeklies. Sales and Profits 
Reaching your local customers in hundreds of These 3 products have given Paint Dealers 97 million 


. : dollars in retail profits! Properly merchandised, they are 
daily and Sunday aati in stat Powerful selling the most spectacular profit-making combination in any 


helps for your store. dealer’s paint department. 


GET COMPLETE FACTS from Acme Quality Paints, Inc., Detroit  JohnLucas&Co.,inc.,Philadelphia Rogers Paint Products, Inc., Detroit 
W. W. Lawrence & Co., Pittsburgh - The Martin-Senour Co., Chicago © The Sherwin-Williams Co., Cleveland 
The Lowe Brothers Co., Dayton 


These 7 Leading Paint Companies: 


c, 
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BROWN-GRAVES CO. 
Akron I, Ohio 
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light and airy 
modern wood 
windows... 

for every home 


BEE GEE Modern Wood Windows are exactly 
what your customers want—modern,-light, airy— 
and beautifully styled to lend a decorator touch 
to every home. BEE GEE Windows meet every 
need, satisfy every desire, fit every budget. And 
with over 42 styles and sizes to offer, your sales 
profits are assured. 


BEE GEE Modern Wood Windows are complete 
pre-fit units consisting of frame, fully glazed sash 
with all hardware and copper screens installed 
at the factory...ready to set in the wall. . 


“Clean the Outside from the Inside” 









rooting contract 





Ruberoid, always first with the best in 
Asphalt and Asbestos Roofing and 
Siding, now has the added dis- 
tinction of being first in the roofing 
field with the Good Housekeeping 
“Seal of Approval.” 










The seal that often means a sale now 
gives added distinction to Ruberoid’s 
famous interlocking, wind-defying Tite-On Shingles. 











As Advertised In... 


Backing you up in your corner when the bell rings is 

a powerful advertising campaign in such magazines as 

—_—<. => Good Housekeeping, Better Homes & Gardens, Time, 
Country Gentleman, Successful Farming, and 
others . . . all designed to pre-sell your prospects on 
Ruberoid products and pave the way for your sale. 


(ne celts How to Sell With the Seal . . 








































a A Ruberoid sales manual which tells the “Guaranteed by 

—_—_—— Good Housekeeping” story shows step by step the 

rot MB, tests that were made before Ruberoid rated the 
Seal. It’s a powerful, convincing sales help that wil! 





clinch more Ruberoid sales for you. 










Cash in now on this tremendous 


sales boost Ruberoid is giving you. 








ORE YEARS 
car YOUR DOLAR WITH 


BEROID 


DING MATERIALS 








— hr RUBEROID Co. 


500 Fifth Avenue, New York 18, N. Y. 
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Why longer life 


means lounger profits 


The Keystone System of Stucco Application adds long life to the 
other advantages of stucco—beauty and economy. That’s 

why dealers everywhere are selling more and more Keymesh. 
Builders and contractors are using it for homes and commercial 
construction of all types. Keymesh is also being widely used 
for interior plaster reinforcement and overcoating— 


so it is a year around best seller. 


Get in on the longer profits now. Keymesh is backed by a strong 
advertising and merchandising program. Write for 
specifications and prices, and merchandising material facts today. 


Address Keystone Steel & Wire Company, Peoria 7, Illinois. 


KEYSTONE SYSTEM OF 
STUCCO APPLICATION 


with KEYMESH 








v+eBy the Makers of: Tie Wire, Welded Fabric, Non-Climbable Fence, Nails, Gates, Keystone Poultry Netting, Red Brand Fence and Red Top Steel Posts 
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A Clarke rent: 
department gives yo 


more tie-in sale 


L 


bring you 
new customers 
at no increase 
in overhead 


he, 









SHE MEANS BUSINESS! 


Cash in on the n 
Sm Clarke 


the floor machine 


rental x y/ Q V1) 








































T WORKS: 


use point of sale displays which attract attention 


HERE’S H6 


THE CLARKE PLAN includes a complete sales 
"and merchandising program which sells your cus- ... yet save space! Window streamers, electric 
tomers on regular floor care... builds repeat flashers, shelf strips and stickers for the tops of 
business with the theme, FOR BEAUTIFUL FLOORS varnish and paint cans. 

THAT LOOK LIKE NEW, RENT A CLARKE IS THE [> tHe CLARKE PLAN comprises the most complete 
THING TO DO. 





selection of promotional materials in the rental 


>» THE CLARKE PLAN provides you with helps -_ field. Postcards which remind your customers to 


crease your store traffic, sell related merchandise— Rent a Clarke, newspaper mats, radio scripts, 


sandpaper, filler, paint, varnish, wax, steel wool, etc. envelope stuffers, suggested classified newspaper 


ads, counter cards, and an interesting authorita- 





>THE CLARKE PLAN contains effective, easy-to- tive brochure on refinishing and maintaining floors. 





If Renta were just an eye-catcher it might be enough . . . but 
she’s much more. She’s a proven profit-builder. She lets your 














Sell Smoothie 


—_— It’s a hand 










- ° = sek ch ‘ i a Sand. 
customers do a professional job of refinishing their floors in just one additien a 
day. When you stock the whole line of rental machines, finishes, larke line! 


sealers and waxes, naturally it means more profit. Renta keeps 
business at home! Multiply your present rental orders by selling 
the complete CLARKE FLOOR CARE PLAN! 

An easy, profitable way to build traffic and encourage sales 
of related merchandise. 








Sales and Service Branches in All Principal Cities. 
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Sure like that 


Boy, how 
new MALTA line t's SELLING! 





























Same story, dealer after dealer. Since its introduction, the 
newly designed MALTA line of window and door frames has 
proved itself to the most critical. Wanted features like its 
adaptability to any wall thickness... its harmony with any 
building plan...its usefulness with any type of wall construc- 
tion accounts for MALTA’S spectacular sales success. Pat- 
ented MALTA features like the 3-way jamb clamp and mull 
center clamp help, too. 

If you are not fully acquainted with MALTA SUPREME 
quality, performance and long-run economy, you’re missing 
business. Architects, Builders, Carpenters, Home Buyers and 
Building Supply Dealers all agree that MALTA is the 
“Frame of the Future.” 


Supreme Quality Since 1901 


The MALTA Manufacturing Co. 


MALTA, OHIO 


c, 
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=xeven the chickens... 
know the difference 


They can’t help but know the difference—when so many men, whose 
profits depend on successful Poultry handling and production, prefer 
Keystone Improved Poultry Netting. 





Why do Poultrymen prefer Keystone? It’s because Keystone 
Improved Poultry Netting is precision built, it has a neat uniform 
weave... it’s made with a reverse-twist weave producing a mesh that 
is unusually strong, that stretches up evenly ... and it unrolls flat, 
like a rug, there’s no buckling. 













And Dealers know the difference, too. "Made by 
Keystone” means customer acceptance and preference. 
The bright trim rolls help sales and the Inventory Tag . 
is a real merchandising help. Just a number jotted at the Dr : 
time of the previous sale tells you how many feet are see 
left. You'll find it on every roll. Free envelope stuffers, Pa 
local newspaper mats and radio scripts are available 
to help you make bigger NET profits. Order from your 
jobber, or write him for catalog sheets and prices. 


KEYSTONE POULTRY NETTING 
Keystone Steel and Wire Company, Peoria 7, Illinois ~ 
Red Brand Fence. Red Top Steel Posts. Gates. Keymesh plaster and concrete reinforcement 
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85% of all home prospects want 






the flooring that 


1s eastest to sell 















Oak is easier to sell every year, because no 
other flooring has its great acceptance with 






the majority of home buyers. It’s your most 






dependable profit-maker among floorings. 






The preference for oak is natural—it pro- 





vides home owners all of the basic home 






flooring values—durability, economy, 





“healthfulness,” adaptability, and beauty. 






That’s what makes oak preferred among 






contractors, too. Nobody takes a chance 






when oak is the flooring. 






There is a grade of oak for homes in every 






price range and a good profit in every grade. 









So why gamble? Let oak help in building 






solid, profitable business for you. National 






Oak Flooring Manufacturers’ Association, 






Sterick Building, Memphis 3, Tennessee. 







No other feature 






helps sell a house faster 






than a good oak floor. 







Qnd sole 
. UNITED 
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MICARTA’ PRE-BONDED 
TO PLYWOOD PANELS 























Now, you can add a new, extra source of profitable volume with 
Micarta Pre-bonded Panels. 






















f BUILDERS, JOBBING CARPENTERS and CONTRACTORS will buy 
them because they can use them in the better-paying kitchen, playroom, bath- 











; _room and store jobs. With these panels they can now offer the beauty and service 
f of this famous Westinghouse high pressure laminated plastic—without owning 
fs or using a press. They cut and trim these Pre-bonded Panels with inexpensive 
g tools—install just like plywood. Complete instructions are available. And the 
. new sizes cut down waste to a minimum. 

2 HOME HOBBYISTS will install these panels themselves. Through a steady 
“y stream of ads in The Saturday Evening Post, Good Housekeeping and other 
, national magazines they are learning the wonders of Micarta—the lustrous plastic 
_ surface that defies abuse and dares home owners to chip, stain, dent, scratch or 
1g even burn it. And every Easi-Bild pattern involving a work surface tells your 
al customers to buy Micarta Panels. 
mn, 





A SPECIAL DEAL offers you a Self-Selling Display and Promotional 
Package that is the fast, business-building way to introduce this new material. 




















COSOHCHOHHOHOHOHOOOHE OOOOH OOOH HOTEL OEEO® 
MAIL THE COUPON ¢ UNITED STATES PLYWOOD CORPORATION A.1. 3-105! @ 
° e 55 West 44th Street, New York 18, N. Y. 
for full details of : Please send details of Micarta Special Deal for lumber ® 
the Special Deal for — «mechan. ° 
Lumber Merchants : ““"* : 
Manufactured by ¢ COMPANY : 
WESTINGHOUSE. ¢ ADDRESS ° 
and sold for decorative purposes only by $ city STATE 4 
_ UNITED STATES PLYWOOD CORPORATION ° and U. $.-MENGEL PLYWOODS, INC. ¢ « 
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ORIGINAL 


The roofs 


will always be “new” 


on this street! 


Long life and lasting beauty make 


Group of homes in Great Neck, N. Y., built 
by Alexander and Halpern, Inc., Jamaica, 
N.Y. Roofs are “Century” No. 5 Asbestos. 


Zz 
:, 
i 


Cement Roofing Shingles. 





“Contwy: Asbestos-Cement Roofing Shingles 


EASY TO SELL 


When customers ask for a “roof that will last,” 
recommend Keasbey & Mattison ‘‘Century” 
Asbestos-Cement Roofing Shingles! 


Consider the facts: ‘‘Century”’ Asbestos Roofing 
Shingles resist fire, weather, and termites—will 
last the lifetime of the house! And the beauty lasts, 
too! As a new roof, ‘““Century”’ Asbestos Roofing 
Shingles present a smart, modern appearance. The 
attractively textured surface won’t weather out; 
the colors are “built in’’—they are an integral 
part of the shingles. 


What’s more, “‘Century’’ Asbestos Roofing 
Shingles are economical! The initial cost is 
moderate. And they are specially designed for 
quick, easy application—save both time and labor. 
Finally, ‘‘Century” Asbestos-Cement Shingles 





MANUFACTURERS OF 


KEASBEY «& MATTISON 


COMPANY - AMBLER - PENNSYLVANIA 


ASBESTOS-CEMENT 


need a minimum of maintenance—never need 
painting—to provide perfect, lasting protection. 


And remember, ‘Century’ Asbestos Roofing 
Shingles are a nationally advertised brand. Regu- 
lar advertising appears in such influential publica- 
tions as Time, Country Gentleman, Successful 
Farming, American Builder, Practical Builder, 
American Roofer and Siding Contractor, Nationa! 
Roofer, and Architectural Forum. Watch for this 
advertising—it works to make sales for you! 


“Century” Asbestos-Cement Shingles are mad 
in a variety of colors— White, Black, Spanish Red, 
Surf Green, and Graytone—and in popular pat- 
terns. All are suitable for reroofing as well as for 
new construction. Ask your Keasbey & Mattison 
Distributor for com- 
plete information, or 
write us direct. 


SHINGLES IN THIS 
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Bedroom-Bathroom 
 Locksets With Automatic - 


ib” Locksets 


Front and Rear sersin tees 


? 


~Here’s a complete, extra-quality ‘line of tubular locks and latches that you 
can recommend with confidence. Its eye-appeal, durability and economy 

will reflect to your credit for years to come. «=. «=. =. There’sa Russwin tubular 
lock and latch set for every door in the house .. . each designed for its 

specific function . . . all featuring the exclusive, positive Russwin rack and 
pinion construction. Double compression springs give heavy spring action 

on knob—light, easy spring action on lateh»bolt. All steel case and working 
parts plus wrought brass or bronze trim assure long service life. Russell & 
Erwin Division, The American Hardware Corp., New Britain, Conn. 


Russwil dealers always have the edge... 
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Here’s one good product 
you can get! 














HE product is Gold Bond’s Mat-Thick Sealed Blan- 

kets made of fireproof rock wool. It’s the answer 
to builders’ demand for top-quality, cost-cutting insula- 
tion...and the:demand is getting so heavy that Gold 
Bond plants are working top speed turning it out! 


STRONG SALES FEATURES! Gold Bond Sealed Blankets 
save builders $10 or better on the average 1000 sq. ft. 
house. They*re rugged and lightweight, save in handling 
and application costs. Eight-foot lengths fill the usual 
8-ft. wall height from floor to ceiling in one operation. 
Complet ely enchosed with breather cover on three sides, 
and with an effective vapor barrier on the fourth side. 
Each blanket has a heavy-duty nailing flange. 


STOCK NOW! There’s a chance to profit every single day! 


ORDER NOW. Available in 8-ft. 
lengths and 15” widths (23” widths 
in some areas). Meets F.H.A. 
requirements. Write now for new 
illustrated folder and price list 
showing Gold Bond’s complete 
line of fast-selling Rock Wool 
products. 


You'll build or Fireproof Wallboards, Decorative 
Insulation Boards, Lath, Plaster, 
Lime, Sheathing, Wall Paint. Rock 
Wool Insulation, Metal Lath and 
Sound Control Products. 


remodel better wi ‘ 


NATIONAL GYPSUM COMPANY - BUFFALO 2, NEW YORK 


: 1 
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TASTER 
CHSIER a 
FOOLPROOF aE 


ih 
U.S. PAT. NO. 2440741 





Here’s the sink frame that really clamps coverings into place 
to stay—seals out moisture—hugs the sink with a tight, perma- 
nent, fit. Coverings can’t work loose or curl up! 


Easier to install, too! Sink-Lok frames overlap edges of the 
covering a full quarter-inch. No close scribing, cutting or fitting 
of materials. No special tools needed. No mortising or rabbeting No. A-725 Frame and Lug, for standard flat- 
of the sink-well hole—just cut a straight-walled opening for the bye bye tim sinks installed on 
sink. The frame anchors in place from underneath the sink top 5fa"” to %/4” plywood 
—supports the sink itself in addition to sealing the joint be- tops covered with ma- 


. e 2 1 47 
tween the covering and the sink. No bolts or screws through the terial up to /e". Also 
available in Model No. 
counter top. 


B-725 for 7/e”’ to 1” 
Sink-Lok Frames are available for flat-rim sinks of any size, plywood tops, and in 


with either round or square corners, for installation on wood or Model No. (-726 for 
plywood sink-cabinet tops from 5%” to 1” thick, covered with anne ae ee. 
any material up to 14-inch thick. Also available for most vitreous 

china sinks. 


Write for complete information. 
The Rg T Metals Company 
& Columbus 16, Ohio 
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..efake advantage of it 


Don’t miss the Profitable Door Business in 
the Commercial and Institutional field 
going on in your territory 







Both the Weldwood® Fire Door and the Weldwood Dealers all over the country are making important 








Stay-Strate Door are “naturals” for commercial and money with it. So why not get your share? Check up 

institutional buildings. And this is a “big order market” on the commercial and institutional building projects 

for doors. ; in your area...and cash in on the big market there 
What’s more, all you have to do is make the sale. We for Weldwood Fire Doors and Weldwood Stay-Strate 

do the rest. We manufacture the doors to specification Doors. 

...do the shipping ...and you take your profit. Call your nearest Weldwood Branch, or write us, for 


Sounds like a pretty good deal, doesn’t it? Well, it is. complete details on this profitable arrangement. 




































i WWOOD STAY.stRATE DOOR 
incombustible Kaylo Core 

is door Provide : 
ideal d S Sreat fire-resist , 
is not oamael ag where absolute fine a is the 


aylo* cor, 
‘ es not h € as the 
anding and sells for Ppt. fireproofed edge 


ith the 
WELDWOOD FIRE DOOR... with 
Underwriters’ Label for Class ‘idings 
none for use in fireproof pe ae by 
tdi rote »5 ‘ 
nin wo complete as hand 


the Kay'vood-faced fire door gives yOu --- 
po 


++ With 




































































































Extraordinary Durability - - ‘ili ~~ sia wer price. It also At 1. 
sienianetl Dimensional Stability --- Maximum Dimensional Stabilj | 
Unusually Light wel and Decay --- a Resistance to Fire oo “9 
nent Resistance se ight Wei = lo 
sonia Beautiful —_— Extraord tom “ 
‘ND MODERATE COST! to 4 ft. w inary Durability . . , mak: 
AN vailable in a wide range of hardwood faces; aterproof Bond... 
It’s avai coon Ol beautiful ha decorates Permanent Res; P 
seit d Gomestic It’s a fire door that dec Ligh “sistance to Vermin and D ‘ 
i ce) . ight. ‘ ecay. 
ioe protects d Fire Doors, with 10 cations oda —. toh “ = 
w * dwoo at he : 
NT Wel . ived t 
: meron” fight openings, have just va tad 
in., Square. anproval! inate 
Underwriters aPP K 
cef 
United States Plywood Corporation — ae a 
carries the most complete line of flush Weldwood: | 
doors on the market including the — 
fonieus Weldueed Fou Baers, Weld: Manufactured and distributed by 
wood Stay-Strate Doors, Weldwood 
Honeycomb Doors, Mengel Hollow- UNITED STATES PLYWOOD CORPORATION 
core Doors, Mengel and Algoma 
iwaker-Core Door, 19" end 1%” 55 West 44th Street, New York 18, N. Y. 
with a variety of both foreign and Branches in Principal Cities e Distributing Units in Chief Trading Areas 
domestic face veneers. 
Dealers Everywhere 
| HARDY 
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| NEW HOLE FILLS BIG DEMAND! 


Stanley Button-Tip Hinges 


At last . . . Stanley has developed the hinge 
that ends all bother! A hole drilled in the 
lower tip of the new Stanley Button-Tip Hinge 
makes it easy to tap out the hinge pin. 














Point out this new feature to your customers. 
The hole is a time-saver in hanging doors. It 
simplifies removing door from frame and elim- 
inates chance of marring finish of butt or pin. 
Keep a stock on hand, they’ll sell fast! 














THE STANLEY WORKS, NEW BRITAIN, CONN. 


STA N LEY paMeMee® THREE ninoEs TO & poo™ 


Reg. U..S. Pat. Off. 


| HARDWARE + TOOLS + ELECTRIC TOOLS + STEEL STRAPPING ° STEEL 


BuitpInc Propucts MERCHANDISER 








When you sell it! 


Now is the time to promote protection! Sell your 
customers on painting and protecting their home 
investment for the years ahead. You'll not only 
make a profitable sale . . . you’ll make a profitable 
friendship! 

Start a consistent campaign of small advertise- 
ments in your local newspaper, tied in with the 
paint industry’s nationwide campaign. 


Back up your advertising with attention-getting 
window and interior displays and you have a com- 
bination that pays off for retailers in every business. 


Write today for a list of advertising and dis- 
play aids available to increase your sales. 


Advertising Department 
National Paint, Varnish & Lacquer Association, Inc., 
Washington, D.C. 


(| ) Please send color brochure of professionally designed 
window and interior displays. 


( ) Please tell me about the Traffic Stoppers that will 
help animate my window displays. 


and you save all- 
Pink + Varnish 


Name Position 








Store name Address 








© 1951, NATIONAL PAINT, 
VARNISH AND LACQUER ASSOCIATION, INC., 
WASHINGTON, D.C. 


ntneenesanenenenaneianenenanainen 


City State 
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Asbestos Siding Shingles, there are 
18 exposed nail heads and 8 vertical 
joints. Can you find them? They're 


Where are the nails 7 














In this unretouched 
photograph of Smoothgrain 





practically invisible! thanks to a 
new process developed by Johns- 
Manville for “graining’” and 
color-blending Smooth- 
grain Asbestos Siding. 


Easier to cut... cleaner edges ... less waste! 


Faster, better installation is a plus advantage you get 
with Johns-Manville Smoothgrain Asbestos Siding. 


That’s because the surface of this newly-improved 
siding is smooth, not grooved. With the cutter always 
working against a smooth surface, the cut edges are 
clean and sharp. There’s no chipping to cause spoilage 
or mar appearance. Also, the siding is stronger because 
it has the same cross section throughout. 


It resists soiling better, too, because it has no grooves, 
no raised texture to catch the dirt. The “grain” is not 
produced by any grooving of the shingle; it is bwilt-in 


UUILDING Propucts MERCHANDISER 


Where are the joints? 


Beautiful See thgraltr 








Se Cro 






_ Asbestos Siding Shingles 


The “grain” is so striking in appearance... 
and the color-blended texture so harmonious 
throughout the entire job .. . that the nail 
heads and vertical joints between shingles 
seem to disappear. 


by means of ceramic granules, deeply embedded into a 
sparkling white background. The striking appearance 
is always the same from any angle you look! 


Smoothgrain Asbestos Siding comes in an outstanding 
variety of beautiful Permatone colors, including Heather 
Green, Autumn Brown, the warmly rich and practical 
Weathered Gray, and the ever-popular Silver Gray which 
goes well with any color scheme. For full-color brochure, 
write Johns-Manville, Box 290, N. Y. 16, N. Y. 


JOHNS-MANVILLE 


oa 
Johns-Manville JM 
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MIXED CAR PACKAG: 


youre looking for! 


Bradley Hardwood Flooring in Unit 
Wood Blocks and Straight-line Strip 
in Oak, Beech and Pecan, finished or 
unfinished; Random Width Oak Plank, 


finished or unfinished. Oak stair 








treads, risers, thresholds and glued-up 
panels. Trade-marked Arkansas Soft 
Pine Satin-like Interior Trim, 
Mouldings, Finish and soft textured 
Yard Stock. 


Sradley Grand Zuality in Every Vem 





AGED TRIM SAVES... 


Here’s why John Day is the most profitable 
door and window trim you can handle: 


You save sorting, save handling, when you sell 
John Day packaged trim. 


You don’t have inventory losses on dirty, 
damaged trim. John Day packaged trim is as 
clean on the job as when it leaves our mill. 


Builders like it. Only John Day trim is al- ee 
ways superior “A” Grade Ponderosa Pine. 
Complete bundles are ready to drop near each 
door or window opening. Decorating costs 

less, since it seldom needs sanding and Pon- 
derosa Pine takes less paint. 


You can show a faster turnover on a lower 
inventory with John Day packaged trim. It wh 
is distributed only through millwork job- 
bers. Write us today for the name of the 

jobber nearest you. 


OREGON LUMBER COMPANY, Baker, Oregon 


JOHN DAY PONDEROSA PINE PRODUCERS 
AND MANUFACTURERS since 1889 
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PS Ads in 
ountry Gentleman 
Help You Sell More 








When a manufacturer puts an ad in Country Gentleman, 
it’s the strongest kind of help to you in selling your best 
rural customers! This has been proved in a nationwide 
survey of men and women heads of Country Gentleman 
homes. Not only do they read Country Gentleman more, 
use it more, like it more than the other big farm maga- 
zines—but they also... 






There's “always something new build- 
ing’ on good farms like those of 


Seven saicaiios ene. aoe 7 READ THE ADVERTISING in Country Gentleman...in 96.2% of homes. 


farming partners. Both brothers have 
built or modernized spacious barns and 
ye | cages oo ag the ae 2 

midts recently have remodele 
enh rocantly ‘have comadoled GET BUYING IDEAS from the advertising in 3 out of 4 homes. 
have erected a new brick home. 








3 RECALL DEFINITE BUYING IDEAS in over 3 out of 4 of these homes. 





... that's why dealers like you give 
Country Gentleman a lead of 427 


when voting for the farm magazine that helps most to sell local customers 





That’s why Country Gentleman also rates first with adver- 
tisers. They invest more advertising dollars in Country 
Gentleman than in any other farm magazine. 
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New Celotex Merchandising 
Service offers modern, tested 
sales methods, plans cnd ideas 
that lumber dealers can use to 


1S 
AL mERCHAN 
envict a” BUILDING materia 
pisinG S$ 





MANAGEMENT 


THE V become better Building Mate- 
rial Merchants in 1951. 


SQUARE 


we 
“the 
cive mone! it 
ous 
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o— 
OF GooDp = 
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| BUILDINGS & EQUIPMENT 





Now, after three years of preparation by out- 
standing merchandising authorities, both in- 


Celotex Merchandising Service brings you a 
big “package” of tested ideas and plans for 


side and outside the Celotex organization, this 
business-building service is ready for the thou- 
sands of lumber dealers who want to do a bet- 
ter job of merchandising building materials! 


Developed by a well-known organization of 
top building material merchandising experts, 
with the cooperation of the Celotex Sales Pro- 
motion Staff and retailers all over the country 
—this new Celotex Merchandising Service is 
designed to help increase business on all your 
merchandise lines, not just one or two. Lumber 
dealers who have had a preview say it’s exactly 
what they have wanted for a long time! 


Regular as clockwork, every quarter—the new 


CELOTEX 


REG. U. S. PAT. OFF. 


streamlining operations, stepping up sales and 
increasing profits! 


These are timely, practical ideas on every 
phase of your business. And they come to you 
complete and ready to use, needing only slight 
“tailoring” to fit your particular requirements! 


Best of all, the new Celotex Merchandising 
Service —comprising four big “packages” of 
business-building ideas, plans and sales helps 
—is yours for a fraction of its actual cost. You’ll 
find it one of the smartest investments you ever 
made! To examine the first Unit, mail coupon 
now! No obligation. 


BUILDING 
PRODUCTS 


THE CELOTEX CORPORATION ¢ 120 SOUTH LA SALLE ST. © CHICAGO 3, ILLINOIS 


C, 
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aluable investment 


BUSINESS-BUILDERS FOR ~WG/Z7/ * 


I “PAY-OFF Improvements for Spring!’ Prac- 
tical, ready-to-use plans that will pay-off with 
plenty of extra sales this spring. Complete with 
newspaper ad mat, prospect-getting plan, win- 
dow banner, customer booklet. 


2 “OPEN HOUSE Parade of Spring Values.” 
“Red hot” traffic-building ideas designed to focus 
sales attention on all your merchandise lines. 
Illustrated ideas for effective dislays, plus news- 
paper ad! 


3 ““GROWING BEAUTY-— for Growing Business.” 
How to landscape your establishment to attract 
more people is told in this authoritative section 


of the Service. Illustrates many thrifty improve- 
ments that you can start immediately. 


4 “SIGNS Can Be Awful Liars!’’ How to put 
more sales power into your signs. Gives dozens 
of profitable ideas for making your signs do a 


better job. 


5 “The WHY and HOW of Staff Meetings.” This 
comprehensive manual tells how to conduct 
staff meetings that inspire better teamwork— 
build morale—improve selling efficiency. In- 
cludes several fully prepared talks. Practical, 
profitable! 


The Celotex Corporation, Dept. -AL-3-10-1 
120 South LaSalle Street, Chic&go 3, Illinois 


Yes—without obligation, I want to examine the complete Spring Unit of 
the new Celotex Merchandising Service for Building Material Merchants! 


Name 


Address. 





MPPALACHIAN 
hardwoo 


Hardwood with a High Popularity Rating 





The Appalachian area produces hardwoods with high natural excellence—soft tex- 
ture, easy working qualities, close, uniform grain and uniform quality. That's why 
thousands of buyers prefer and demand Appalachian Hardwoods. You will too! 
Consult the leading concerns listed on this page. 


«The Mower Lbr. Co.....Charleston, W. Va. «J. P. Hamer Lbr. Co.......Kenova, W. Va. 


West Virginia Hardwoods, Floorin Glued- Dimension. Manufacturers 


é& u 
Dry Kiln and planing mill facilities. Pulls: Cass, Nallen. Dailey, Appalachian Hardwood Lumber 
Durbin, Colcord & Pettus, W. Va. 


D. D. Brown............+.-Elkins, W. Va. “Meadow River Lbr. Co.....Rainelle, W. Va. 


Mirs. Band and Circular Sawn West Virginia Appalachian Manufacturers of West Virginia Hardwood Products. 
Hardwoods—Kiln-Drying and Planing Mill Facilities. 
Established 1880. 


*Wood-Mosaic Co., Inc.......Louisville, Ky. 


“Parkay’’ Ready-Finished Hardwood Floo . Lumber, 
Veneers, Dimension. wae 





«Christian Lumber Co.......Monticello, Ky. 


Appalachian Hardwoods Exclusively 
pping Point: Burnside, Kentucky 


*Grissom-Rakestraw Lbr. Co...Burnside, Ky. 


Manuiacturers of Appalachian Hardwoods. 
“A Personalized Lumber Service’’ 


The M. B. Farrin Lbr. Co... .Cincinnati, Ohio 


nee et Ss Sl *Griffith Lumber Co.....Huntington, W. Va. 


West Virginia, Bopiuciny and Vir a High Altitude 
Appalachian NA Rng 


«*M. E. is br. Co. - Welch, W. Va. 
_ yg sale Appalachian Hardwoods, Oak, *McCracken & McCall, Inc.. - Lexington, Ky. 


Poplar, Beech, Maple, Ash, Hickory. Chestnut and other hard- Appalachian Hardwoods POPLAR BEVEL SIDING 
woods. All facil’ties. Band Saw and Planing Mill at Flat Lick, Ky. 


* . 

“Cherry River Boom&Lbr.Co.,Richmond,W.Va. “Mowbray & Robinson Lbr. Co., Cincinnati, © 

Appalachian Hardwoods, Flooring. Planing Mill Products, Complete Line of Appalachian Hardwoods. Maple and Oc 
Glued Dimension. Flooring. 


Always Specify 
Appalachian Hardwoods 


* Member Appalachian Hardwood Manufacturers, Inc. 
ee ed 
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FAST SELLING Waterproof 
EXTERIOR Birch and Gum 
























TRADE MARK RES: 


© | poors 





Made in the furniture capital of America by 
skilled craftsmen with many years’ experience 
| working with wood, Artcraft Flush Doors are truly 

TOMORROW'S DOOR TODAY — fine quality 
doors at comparatively low cost. They are time- 
tested — sound in design — constructed to give 
satisfaction. 
































FS 301 FH 302 


























PROFITS FROM SMALL 
INVENTORY 


Artcraft sales records enable you to select the 
doors that satisfy most customers. Actually, Art- 
craft sales records show that 57° of sales are on 

' 4 designs and about 75°, of sales are on 7 de- 
signs. Poe a 


























F321 F 323 












Apeve eee: the 4 penne Aruvelt de- Artcraft’s complete line of 28 exterior doors en- 
signs. Frame is of kiln dried Sugar Pine, : + 

sles 14" wide. Bids Swede. Lack ables you to satisfy practically any customer 
blocks 3'x30", both sides. Core:. Solid requirements — and when you order you can put 
top with hollow core bottom construction. : 

Faces are grade A water resisting 1/4” heavy emphasis on the big sellers and merely 
Plywood Panels, bonded to core and b 

ben Wank MAGN teat. webemwenl: Ghee. carry a few doors on many designs — so that you 





Finish: Smooth-sanded both sides for 
natural or paint finish. Weight approxi- 





have your primary stock investment in the lead- 






mately 50 lbs. per door. Glazing is dou- ing selling doors. 
ble-strength Pittsburgh glass with water- 
proof putty. 





Don't wait! Send for the Artcraft exterior door 
It will pay you to stock and sell Artcratft 
exterior and interior flush doors. catalog today. 


MICHIGAN DOOR CO. siricicr" 


330 Franklin St. SW, Grand Rapids 9, Mich. 
Established 1930 











——— 
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Kad Stripe” 
Brushes Cost Less to 
Use...Do a Top-Notch 


Job Every Time! 


>K Made by the manufacturers 
of PITTSBURGH’S famous 
Gold Stripe BRUSHES 


PITTSBURGH 


Kad Stipe seein 


BRUSHES 5 PAINT . GLASS . CHEMICALS * PLASTICS 


PITTSBURGH PLATE GLASS COMPANY 
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housewites eye-view 


of a CURTIS KITCHEN 


When it comes to kitchens, Mrs. America is sharp-eyed. That’s why she so 
readily appreciates the years of experience that have gone into the design 
and construction of Curtis kitchen cabinets. And that’s why YOU will find 
that Curtis kitchen cabinets create quick, easy and profitable sales! Here 
are some of the features that sell Curtis cabinets ‘‘on sight” — 





Close-up of Curtis wall 
unit showing large 
storage space. Cabinet 
is made in 36” and 44” 
heights and in eleven 
widths—from 12” to 
44”. All are 14” deep. 


ae the thing for quick 
unches. Tabletop folds 
and slides into unit. 
Space below is pan 
unit for large utensils. 
May be used alone, or 
with cabinet above. 


Mixer and vegetable 
storage unit—2414” 
deep, 32” high, 18” 
wide. Ventilated vege- 
table drawer is below. 

his unit is a “must” 
with busy housewives. 


Pan and bread drawer 
unit—has two smali 
wood drawers 3” deep 
and one metal bread 
drawer 814” deep, 19” 
long, 103%4” wide. Two 
widths, 28” and 32”. 


Today’s trend is toward color in the kitchen—and your customers will appreciate the 
fact that Curtis cabinets come painted two coats at the factory—and can be finished in 
any color of their choice. In addition, the Curtis Kitchen Planning Kit—available to 
Curtis dealers—speeds sales because it enables you to “‘build” a miniature kitchen right 
before the customer’s eyes. You'll want all the facts about why Curtis kitchen cabinet 
units and other Curtis Woodwork are making money for Curtis dealers. Write us for 


complete information! 


1866 


Cur 


WOODWORK 


CURTIS COMPANIES SERVICE BUREAU 


A Department of Curtis Companies Incorporated 


Clinton, lowa ¢ Wausau, Wis. ¢ Chicago, Ill. ¢ Sioux City, lowa 
Lincoln, Nebr. e Topeka, Kan. ¢ Minneapolis, Minn. 
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CEDAR SHINGLES SAFE 
AGAINST 136-MILE GALE 





Tests Reveal 


Superiority 


der controlled conditions simulating 
those actually experienced in normal 


established over many years by cedar 
shingle roofs in this country,” said 
W. W. Woodbridge, Secretary-Man- 


States, particularly the Middle West, 
the Atlantic seaboard and the Gulf 
Coast regions, periodically are visited 3 
by windstorms of considerable in- Red Cedar Shingle Bureau. 
tensity. Cedar shingle roofs invari- 











AFTER THE BIG BLOW 














Construction experts, guest observers at the University of Wichita wind tunnel experi- 
ment, examine the section of cedar shingle roofing following the test. Two 1,150 
horsepower Allison aircraft engines drove the propellors which whipped up a furious 
windstorm. Testing equipment revealed that a wind speed of 136 miles per hour 
existed at the top of the panel. 


Wi d I 
ingle Ind funnels hurricane 
Cedar Shingle 
a a 

“These wind tunnel tests, made un- ve oC Ity gd ' § 10 
construction and use, provide scien- ° e 
tific support to the excellent record iS 0 Pp . in ec 
of wind resistance which has been 


ager of the Red Cedar Shingle A wind velocity of 136 miles per hour, greater than that experi- 
Bureau. “Large areas of the United enced in any general windstorm, failed to disturb or effect in any way 
a roof panel of red cedar shingles in recent wind-tunnel tests at the 
University of Wichita in Wichita, Kansas, it has been revealed by the 


. ably weather these storms in excel- Purpose of the tests, acording to the Bureau Secretary-Manager, 
lent shape.” W. W. Woodbridge, was to determine the actual intensity of wind 
required to blow off cedar shingles from a typically-constructed roof. 


“But instead of revealing the amount 
of hurricane force which is required to 
cause failure in a cedar shingle roof, the 
panels successfully resisted the maxl- 
mum wind velocity which the Univer- 
sity of Wichita’s wind tunnel could gen- 
erate—namely, 136 miles per hour. So 
we still don’t know the collapse point, 
but we do know that it is greater than 
136 miles per hour.” 


The University of Wichita’s wind tun- 
nel, normally used for aeronautical re- 
search, is a return-flow atmospheric type 
tunnel with a test section seven feet 
high and ten feet wide. In this test sec- 
tion, a cedar shingle roofing panel, 
slightly larger than five feet by eight 
feet in size, was installed at a 30-degree 
angle to simulate normal pitched roof 
construction. The shingles were No. 1 
Certigrade 16-inch XXXXX, laid at 
standard five-inch weather exposure, 
with two 3d nails driven intw each 
shingle about six inches above the butt 
and about one inch from the e:ges of 
the shingles. The shingles were «pplied 
to 1”x4” sheathing boards, spaced apart 
on five-inch centers, and nailed over 2”x 
4” rafters spaced on 16-inch centers. At 
the top edge of the panel, shingles were 
laid crossways at five-inch exposure, to 
represent normal ridge or comb applica- 
tion. 


When it was observed by University 
engineers who conducted the tests that 
no deformation of any shingles occur 
at lower tunnel speeds, the velocity was 
progressively ‘stepped up to the maxi 
mum that. could be obtained. Through- 
out the test there was not the slightest 
visible deformation of any shingle 
the panel. 
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and half surface 


Butt Hinges by NATIONAL LOCK 


_ ANOTHER EXAMPLE OF ali wee 


ue, 7.VELe), 7.¥ Ge Sele Gi mee). | 1038 meal, | FAVORITE SUPPLIER 











oT mack? Vibe ey: ci TGs 








A65-015 3-1/2” x 3-1/2” Ball Tip Butt Hinge 





a” 
A wide selection of regular weight 
Butt Hinges and regular weight, 


Half Surface Butt Hinges ... both Ball Tip 


and Button Tip (with Loose Pins) 


NATIONAL LOCK COMPANY 


U i ROCKFORD, ILLINOIS @ MERCHANT SALES DIVISION 


ul 
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Distinctive Hardware...All from } Source .ee 


Bui.pInc Propucts MERCHANDISER 








THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 
SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
| ALL SPECIES 


CANADIAN Forest Propucts LIMITED 


EBURNE SAWMILLS DIVISION 
VANCOUVER, B.C. 





























“2 Eliminates Danger from Circular Sawing 
Cuts Better... Saves Power 


Here is the greatest improvement in circular sawing—since the 
invention of the circular saw. The sensational new PTI Cut 
Control Saw Blade that brings long needed safety and remark- 
able new efficiency to this important power tool. Never before 
has a saw blade been subjected to such gruelling, thorough tests, 
to such careful checking and re-checking by leading laboratories, 
government agencies, universities, industrial concerns and home 
workshops. And never before has a saw blade made such 
astounding records in safety and cutting efficiency. 


Nationally A Advertised to Millions of Prospects! 


Dramatic, hard-selling full page advertisements are appearing 
regularly in leading national magazines—reaching a ready-made 

market of millions—with the spectacular story of the PTT Safety 
Saw Blade. It is the most aggressive, most consistent advertising 
campaign ever released on a saw blade! 


Write Today for Full Details... 


get the complete story of this sensational new Safety Saw Blade. 
Learn how you, too, can tie-in and cash-in on the fastest selling 
saw blade in America today! 


INCORPORATED 
401 BROADWAY, NEW YORK 13, N. Y. 


Bui_pinc Propucrs MERCHANDISER 


Only the PTI Safety Saw Blade offers these 
exclusive advantages: 


1. Complete safety from kick-backs; 2. Reduced possibility of direct 
injuries; 3. Cuts chips, not sawdust; 4.30% to 40% power saving; 
5. Longer life without sharpening; 6. Smoother cutting; 7. Quieter 
running; 8. Less danger of blade cracking; 9. Made of chrome 
Vanadium Steel; 10. Available with solid tooth or carbide tipped. 


Tested and Approved by Leading Laboratories 


The PTI Cut Control Saw Blade is the first and original blade of this 
type. It was developed by one of the world’s foremost saw manufac- 
turers. It is the first saw blade of this kind tested by the Forest 
Products Laboratories, Madison, Wis., Timber Engineering Company, 
Washington, D. C., the University of Zurich, Switzerland, and other 
testing laboratories with favorable reports issued in every instance. 





: 
INCORPORATED 
401 Broadway 
New York 13, N. Y. 


Gentlemen: I’m very much interested in selling the PTI Safety 
Saw Blade. Please send me full particulars. 


Name 





Address 





City 
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---and don't tell ME 


CUERYTHING HINGES ON HACER 
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ager & Sons Hinge Mfg. Co. + St. Loui 


Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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GHORGIA — PACIFIC 





Toltimmelael-le 


One more indication that Georgia-Pacific is 
ready to supply all your most specialized 
plywood, lumber and door needs. These 
panels, literally a “new dimension” in GPX Plasticfaced Plywood 
plywood, are available in popular 12, 14, and CP Canin’ Headed Peed 
16 foot lengths, and have been made G-P Plysheet Southern Plywood 


as large as 10 x 72 feet. Giant-sized Scarfed Panels 
Fir and Hardwood Doors 
Cypress and Redwood Lumber 



















G-P PRODUCTS 


Douglas Fir Plywood 


Scarfed panels are saving time and 


labor in many industrial and marine Western Fir and Pine Lumber 
applications. Study your customers’ needs for Southern Pine Lumber 
possible cost-saving applications. Western and Southern eee 
Southern and Appalachian Hardwoods 
No matter what your plywood, lumber Residential and Factory Flooring 
and door requirements, it’s always good Treated Lumber and Timbers 


business to call Georgia-Pacific first! 





GEORGIA — PACIFIC 
PLYWO00D & LUMBER CO. 


Address Inquiries to: 602 North Capital Way, Olympia, Wash. 

Offices and warehouses in Augusta * Birmingham « Boston * Chicago * Columbia 

Louisville » Memphis + Nashville * Newark + Olympia + Philadelphia » Portland 
Raleigh « Richmond « Savannah 


Buitpinc Propucrs MERCHANDISER 






Speeds 
Your Jobs 


MANUFACTURES wy 
MIGGing, Ne, 
Hew ony tan ae 


Your Money 
in Faster 












WORLD-FAMOUS BOAT BUILDERS 


There’s a lot behind the rich beauty of Higgins Bonded Hardwood 
Block Flooring that doesn’t meet the eye — features that give 
you a decided advantage on any quality hardwood flooring job. 


1. You buy Higgins Hardwood Blocks by NET 
measurement—each one precision cut to 9” x9" 
face. No dimensional loss allowance to make for 
tongues and grooves. 


2. You install Higgins Blocks quickly and easily 
over steel, concrete, or any type subflooring. Can 
be laid in adhesive—or blind nailed. 


3. No “lefts” or “rights” to slow you down: pick 
any Higgins block at random, and it fits. No 
waste by splitting when blind nailed: tongues are 
integral part of block, cross-grain-reinforced. 


4. Blocks come with final luxury finish—no on 
the-job finishing. Housewives like the easy. low- 
MAIL THIS COUPON FOR cost maintenance of a Higgins floor. These are 
SAMPLE BLOCK AND LITERATURE just a few of the many profit features. 
































HIGGINS FLOORING 


Will Not Warp, Buckle, 
Cup, or Crack © Rot-Proof 
© Termite-Proof ¢ Water- 
Repellent ¢ Climate-Proof 
® Stain-Proof ¢ Resists 
Abrasion ¢ Easy to Lay ® 
Money-Saving. 


























Higgins, Incorporated 
Dept. 323 
New Orleans. Louisiana 


Gentlemen: Please send sample of Higgins Bonded Hard- 
wood Flooring block, together with detailed literature. 


INCORPORATED y 
a ec ee. ee ee ee Le Eee eee ce 


4 eee oe | BONDED HARDWOOD 
sae auusianiawee BLOCK FLOORING 


70 March 10, 1951, AMERICAN LUMBERMAN & 








NEW ORLEANS 






















Burpy 






























RUSCON...a name you 


T 









































. yy AY aise XX KR 
Wik SA ANY) Miia 
ROK ALL LE LL 
A SOOOOLK bh 









PULLS) 
WLLL Ld, 







(9066668 












x 
Wey 
ated 






















SISIISIELIISIMESIIEIISITIILII SSD 





MMMMIIISEMELIIISISISIIIIS VST 


ULLAL ALLL LLL LEE 
WSISULISITIUTITITSTUSSSSI SILI 


| cx yy 
DOQOOOOK AVAAAANY 
Ha SOS Mie 
OOO LITT Ty XXXX oe 
WOK LITT. LOY 
Yi LAY o 


VAY 
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Metal Lath 
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a for every plastering job 
| 
9” c Bull ae 
e . + 
for pes Truscon offers the plastering industry 
one source of supply for an extremely 
mud wide range of metal lath and 
yan artition Cap 
accessory products. These are 
sick manufactured to strict Truscon 
= standards, on precision machinery, and are 
Base Screed available through the nation 
Flush Type ; 
on- ee N wide system of Truscon warehouses . 
low: = ee sae Zo " ; : “ ! 
ei EE and building supply dealers. 
. anasedinaee Accepted by all Building Codes in America. 
’ . cet 
— See Truscon’s complete catalog in: ;+ es 


“Sweet’s” for full information, 
or write direct to us for 
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VY TRUSCON®STEEL COMPANY rouncsrown 1,610 


Subsidiary of Republic Steel Corporation 
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500. Qood bagi" 


See why Better Homes & Gardens—with 3% million circulation—is not only one of the 3 BIGGEST 
man-woman magazines, but is ESPECIALLY BIG in buyers of lumber and building supplies! 


7 out of 10 families building new homes read BH&G. 
Can you imagine a more basic market? 


BH is BIG in home remodelers! 


More than half of BH&G’s 3%-million families re- 
modeled or repaired their bigger-than-average homes 
within the last year! Can you imagine a more lively 


von 
market? 


BMG is Ble: in helping you sell! ster WS xa me ‘ ? 
BH&G’s 5-Star Plans and Materials List #2001 outsold \ 


its predecessors by 5 to 1! Think how many of your a 
own sales may come from this BIG BH&G service! “eigenen 


SSS ISIS. 

So it’s easy to see what a big boost to your selling : : 
ign i f Frames 
efforts a campaign in BH&G can be. It pre-sells your Serving @ SCREENED MARKET of 3%-Million Better Fars 


natu : MEREDITH PUBLISHING COMPANY 
most ral prospects today—and primes them for keke eee 
tomorrow! 
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You'll have Accurate, loss-proof records 


of all cash, charge and contract sales 





STANDARD REGISTER 
_ SYSTEM 


= BOOK 


You can have complete control of all the varied opera- 
tions in the lumber business. Each sale, whether cash, 
charge or contract, can be registered in writing and con- 
secutively numbered .. . from office through mill or yard 
to customer, with positive accounting and simplified bill- 
ing. And all of this with paperwork savings up to one-half 
of present costs! 

“Standard Continuous Forms, written on Standard 
Registers, leave no possibility of error or loss, and savings 
up to 50% in posting and invoicing are possible,” says 











































THE STANDARD REGISTER COMPANY 
3203 Campbell Street, Dayton 1, Ohio 


Associated Companies: Sunset-McKee Co., Oakland 6, California. R. L. Crain 
Limited, Ottawa, Ont. W. H. Smith & Son, Ltd., London, England. 
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_ vent errors, delays, losses . . 


C. C. Vane, of the Eisinger Mill and Lumber Co., 
Bethesda, Md. 

Standard Register Systems provide detailed descriptive 
records of each transaction. Copies made at one easy, quick 
writing serve to schedule work rapidly, assure correct 
deliveries, control inventory, simplify bookkeeping. 


GET PRACTICAL SYSTEM IDEAS .. . FREE! 
Write for BUSINESS AIDS, giving detailed system suc- 
cess stories of leading lumber dealers. Learn how to pre- 
. cut costs, increase profits. 
Mail the coupon. There’s no obligation. 


Standard Registers and Forms provide .. . 
¢ Fast, easy, accurate record writing. 

© Useful copies for all purposes. 

¢ Security from loss or alteration: consecutive 
numbering, locked-in copies. 


MAIL THIS TODAY! 


The Standard Register Company 
3203 Campbell Street, Dayton 1, Ohio 


Please send, without obligation, BUSINESS AIDS and 
samples of forms specially designed for lumber dealers. 





Company. 





Street Address 





City. Zone 











NU-STYLE display increases cabinet sales 


Attractive exterior 
draws shoppers 
to Drake Lumber 
Co. Store. 


Mr. William Drake 


Owner 
Drake Lumber & Hardware Co. # 
Lockport, Ill. 


» Nationally advertised Bilt-Well Products aré in 
demand. Those beautiful designs in the Bilt-Well Line 
have proved to be a “real drawing card.’ Moreover, 
the Bilt-Well Line has everything; everything from 
Basement Windows to Attic Louvers. 





And, what makes it even more of an unbeatable 
line? Because all Bilt-Well Products are standardized 
and produced by skilled woodworkers. Only the finest 
wood is used—Ponderosa Pine. 

Here’s a line of packaged woodwork that is easy to 


Variety display helps customers select Bilt- Well Woodwork 
handle and easy to sell! 


‘om article about Drake Lumber and Hardware 
in recent issue of American Lumberman & 
ucts Merchandiser. 


nother reason the Drake’s 
feature millwork is the way it 
can be adapted to local adver- 
tising—especially when the 
millwork is the product of a 
company that advertises nation- ; i . 
ally to the consumer. Drake Sectional units to i Complete unit 
finds that a well-known, quality fit any size or } i weatherstripped 


BitT. WELL shape of room. : weed windows. 
woob WORK SINK UNITS i 


selling job. 





CRI, ADAMS & COLLIER CO. 
Dubuque, Iowa oe 


Manufacturers of the Famous Bilt-Well Line » Mantels & Telephone yor EASY TO ASSEMBLE 
Cabinets + Multiple-Use & Linen Cabinets + Stair Parts * Nu-Style , 

Cabinets « Superior Unit Wood Windows « Exterior & Interior Doors 
* Entrances « Shutters * Clos-tite Casements « Carr-dor Garage crew 
:Doors-+ BasentéAt’Unit Windows + Louvers & Gable Sash « ¢ Breakfast : Ny eine ces cs 
‘\Nooks + Combination Doors + Screens & Storm Sash + Corner | Ee ; driver are the only tools needed ‘o 
(China) Cabinets * Gli-dor Cabinets « Ironing Board Cabinets ° 


LOWER UNITS 











Nu-Style Cabinets are so easy to assemblies 


Homeowners, Hobbyists and Handymen find 





assemble Nu-Style Cabinets. 
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We need a socio-economic-political philosophy 
and a name for it! 
We are in a war for the minds, the hearts and 






the semantics that express them. 


The masses of the East—a billion of them— 
have a WORD—COMMUNISM! Its meaning to 
us is now clear—it is synonymous with ageres- 
sion, murder, theft, fraud, lies, duplicity, com- 
plete amorality, totally anti-God, incarnate evil 
and man as the slave to and instrument of the 
state. , 

By comparison, the semantics of the West are 
deficient. This may account in part for our de- 
fensive as opposed to the Communist’s aggressive 
strategy. Victory and Peace are not won by 
defensive tactics. 


The nations of the West need a WORD—a 
darifying, uniting, dynamic WORD that will 
rally our peoples to its standard. 

The new WORD must be a fresh, clean, re- 
storative, vigorous, motivating and energizing 
WORD which will inspire Western men and 
women to think more deeply than they have ever 
thought, work as they have never worked, share 
as they have never shared, and fight as they 
have never fought. It must symbolize what we 
are fighting for. 


We are fighting against a communistic world. 
What kind of a world are we fighting for? 

The cancer of Communism will run its course 
in human life until we find and identify the 
specific which will stop its growth, shrink its 
structure, and ultimately do away with it. The 
Communists know what they want. They want 
a Communist world and they are out to get it. 


Do we want anything more than to be let 
alone to stew in our narrow self-interests? If 
not, we will continue on the defensive and prob- 
ably lose what Freedom we have in the long run. 
If we want something more than to be let alone, 
we should quickly identify it, then go out and 
aggressively fight for it. Our Cause must imbue 
the mind and spirit of Western man with the 
kind of “Religious” fervor that Communism has 
aroused in the East. 

The tragedy of today’s semantics is that the 
Communists have stolen and appropriated the 
great WORDS of the West—Freedom, Liberty, 
Democracy, Republic. They mouth these words 
with great relish, but they have debased them 
in practice and given them twisted meanings. 

Realistically, however, Communism has 
brought to the Asian Masses a limited, distorted 
and temporary, but very significant, application 
of these concepts—out and beyond their previous 
experience. (To one who has never had it, even 
alittle Freedom is inspiring.) 

_ We need a new theme because we will be play- 
ing the enemy’s game if we confuse men’s minds 
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WANTED! -- a Theme -- a Word -- a Symbol 


the souls of men. It is a war of ideas—and of . 


EDITORIAL 


by debating which “Democracy” or “Republic” 
is better. The “Freedom” of the East is easy to 
define. It is the license to break all moral laws. 
Western Freedom is a complex thing—it needs 
a clarifying, simple, explanatory interpretation. 

We have two words, either of which might 
serve as the WORD from our national viewpoint 
—“Americanism” and “Christianity’—but gen- 
eral use of the first would offend other nationals, 
and of the second, other religionists. 


And so we call for a motivating WORD — a 
WORD that will set aflame the Western World 
with a crusade to wipe out the political philos- 
ophy, Communism, that brooks no opposition and 
seeks to enslave all mankind. The impact of the 
right ideas properly sold can be greater than that 
of the H-Bomb. 


Western Man, in the crucible of United Na- 
tions debate, is beginning to hammer out the 
meaning of the WORD. We of the West are find- 
ing that while endowing men with certain Rights, 
the Creator also obligated men to certain Re- 
sponsibilities without which he cannot maintain 
his Rights. 


The lesson of three world wars is that man 
cannot have the right to Life, Liberty and the 
Pursuit of Happiness without accepting respon- 
sibility to self, to neighbor and to God. Here in 
this three-fold responsibility is perhaps the 
meaning of the WORD: Responsibility to self in 
terms of me, my family, my property, my busi- 
ness. Responsibility to neighbor in terms of my 
associates, the people of my community, the 
citizens of my country and my fellow men on 
Earth. Responsibility to the Divine Source from 
which we receive the moral precepts and ethical 
principles that govern our Responsibility to 
neighbors. 

Shall we refuse to abandon our disputations, 
recriminations, crass self-interest and disunities 
until we are beaten to our knees? 


It is just possible that in a widespread and 

conscientious individual search for the WORD 
—The Theme—The Symbol—The Sign—we of 
the West might experience the change of mind 
and heart and spirit that will achieve Western 
unity—the prerequisite to Victory. While fight- 
ing the present rear guard defense action against 
Communism we should individually search our 
minds and consciences for a personal acceptance 
of the responsibilities embodied in the WORD. 
. Any man or woman of the West may hit upon 
the WORD and will recognize it when he finds it. 
You, ov you, or you, may be the Finder of the 
WORD! When it is found, let’s paint it on the 
skies of the West—as a guide to our own legions 
and as a beacon lighting the better. way:for the 
enslaved peoples of Communism, °.-: |: 

Suggestions are invited from American Lum- 
berman readers. 


Colorado dealer 
does thorough job of mer- 
chandising glass and glass 
products. Department has 
grown steadily. 


Wii ae 


y devoted to the glass department. 


‘sped 


BUILDING FEATURES “U”-shaped island for storage and work areas. 


New Building Is Dedicated to Sale of Glass 


One of the largest separate 
buildings for glass storage, dis- 
play, cutting and installation 
service in the west has been 
completed by Newton Lumber 
& Manufacturing Company, 
Colorado Springs, Colo. 

With dimensions of 75 x 120 
feet, the big building is located 
on a prominent corner near the 
downtown Colorado Springs 
shopping district, and features 
glass exclusively. As shown, 
the building resembles an air- 
craft hangar, with metal. bow 
— supporting the rounded 
roof. 


Building “Uses” Glass 


The entire front “wall” more 
than 100 feet long, is composed 
of variegated samples of glass 
and frames, representing the 
products of some six manufac- 
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turers, whose glass is available 
inside the showroom. Likewise, 
the office at the left end of the 
building, is enclosed in a vari- 
ety of panels of architectural 
glass, including frosted, prism, 
art-finished types. One glass 
block wall, for the general 
office, shows eight varieties of 
glass block carried in stock by 
Newton Lumber Company in a 
single panel. Similarly, at 
knee-level, in the main parti- 
tion which separates the office 
from the shop, are six samples 
of decorative glass, for use in 
showers, bathrooms, French 
doors, etc. 

Purpose of the building, pri- 
marily, is a better display of 
glass for industrial and domes- 
tic residential construction, 
however, a special department 
for automobile glass has like- 


wise been included, according 
to G. W. Fry, executive vice- 
president of the firm. 


Drive-Through Service 


Located at either end of the 
building are 20-foot electr'- 
cally-operated overhead doors, 
which form the ends ol 4 
U-shaped drive, enclosing 4 
platform 75 feet long by 30 
feet wide, just inside the win- 
dow. Here are mounted all 
glass cutting, polishing and fin- 
ishing machines, spaced five 
feet apart, so that all work will 
be “carried out on display”, a8 
Mr. Fry put it. 

Motorists coming into the 
Newton building for building 
materials of any sort, may pull 
in one end of the driveway, OF- 
der glass, have it installed, and 
drive out the other in a mink 
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glass is used in offices. 


BUILDING IS EQUIPPED with modern glass working 


tools. 


mum of time. Also, the con- 
stant production going on be- 
hind the windows is expected to 
call much attention to the spe- 
tialty glass services offered. 


Unique Storage Methods 


Huge racks which line the 
tear wall of the building, fea- 
lure many unique varieties 
Which make it possible to ac- 
‘cmmodate twice as much 
plateglass in a small space in 
slotted racks—sheet glass slid- 
ing between fiber separators, on 
maple runners, in a vertical 
bosition. Three of these block 
fixtures will accommodate 
‘tough stock to meet almost 
any emergency, according to 
Mr. Fry, while another will be 
devoted to shatterproof safety 
glass for automobile use in the 
center. 

With a heavy demand for 
teidential and commercial 
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CLOSE-UP OF GLASS block window is display that at- 


tracts much attention. Notice different types of blocks 


have been used. 


e 


partment. 


glass, due to swift expansion of 
the Colorado Springs district, 
Mr. Fry believes the showroom 
will make it possible to meet 
orders without delay. Eight 
glaziers are on duty in the new 
showroom. 

For loading convenience, 


EIGHT GLAZIERS 


are kept busy by Newton glass de- 


there is a dock, at the extreme 
end of the building, with an 
overhead pulleyrail, which will 
make it possible to swing sheet 
glass in crates directly from the 
truck bed and move it easily 
into place inside the glass serv- 
ice department. 





Glass will help maintain volume 

Besides being an excellent stand- 
ard item for every building materials 
dealer, glass and glass products can 
assume an important part in main- 
taining dealer sales volume at times 
when material shortages for home 
construction may seriously cut into 
the sales picture. 


Specialty sales of glass—such as 
auto glass and table top coverings— 
are profitable in themselves. House- 
hold uses of glass—of which there 
are many—usually require or inspire 
a certain amount of remodeling work 
which can be accomplished without 
using materials in short supply. 





USES FOR GLASS 
Mirrors 

Table top glass 
Desk top glass 
Glass block 
Structural glass 
Auto glass 
Decorative glass 
Window glass 


Green house glass 

Full length glass doors 
Glass block for book ends 
Frosted glass 

Glass for French doors 
Shower enclosures 

Bath tub enclosures 
Window wind deflectors 
Picture glass 





People are moved 
by definite impulses—are 
influenced by specific 
stimuli. These have a di- 
rect bearing on the 


THE OPEN SALES AREA offers an invitation to customers. Unless this impres- 
sion is created by layout and type of fixtures, merchandise will not be inspected 


at close range. 


Fundamentals of Store Traffic 


There is no need to plan a 
store on a hit-or-miss basis. 
Effective layout is not a deep 
mystery, nor is it a complicated 
science. Store merchandising is 
based simply on a knowledge 
of people—and why they in- 
variably react similarly to cer- 
tain influences and stimuli. 

The most important fact for 
all salesmen—and that of 
course includes retail dealers— 
to recognize is this:—The aver- 
age person has a weak resist- 
ance to selling. If American 
business had depended solely 
on sales to people who devel- 
oped their own desire for a 
product or service, it would not 
have reached the amazing point 
it enjoys today. 

Business in this country has 
flourished, standards of living 
have risen to unprecedented 
heights, because American sell- 
ing makes the people want the 
product or service. And be- 
cause most people cannot resist 
an honest and logical sales 
presentation—the job is rela- 
tively easy. 

In a store, if its total volume 
amounted only to the merchan- 
dise that people came in deter- 
mined to buy, few would pros- 
per. The goods that are sold 
after the customer is inside, 
which he had no idea of buying 
when he entered, make up the 
greater volume of business en- 
joyed by all merchants spe- 
cializing in consumer sales. 

Layout, therefore, begins 
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here. Every person entering a 
store has an idea of something 
he wants. As he gets inside, 
his first objective is to locate 
someone from whom he can ob- 
tain and pay for this item. 


Plan Around the Sales Counter 


Since most retail lumber and 
building products dealers have 
a sales counter, and a counter 
immediately conveys the im- 
pression that it is the place to 
go for service, a customer in- 
stinctively moves directly 
toward it. 

If a wide aisle leads from the 
door to the counter, a very sim- 
ple traffic pattern is estab- 
lished. The fixtures in no way 
attempt to scatter traffic. This 
throws the entire load of diver- 
sification on other merchandis- 
ing tricks—color, motion, nov- 
elty, etc. It also places a 
greater sales load upon the 
salesman, for suggestive selling 
is thrown entirely on him. 

Even when a store is highly 
departmentalized, with sales 
desks and sales people in every 
department, a customer will au- 
tomatically size up the situa- 
tion, and move to the depart- 
ment he is interested in. 


Fixtures Divert Traffic 


By arranging fixtures and 
exhibits in such a way that a 
customer must move around 
and through most of the sales 
area, the layout itself contrib- 
utes substantially to more 


shopping—more looking—more 
suggestive sales. 


The Shopping Motive 


On the subject of shopping, 
this is a very interesting phase 
of customer reaction. A _ per- 
son’s eyes move quickly. They 
can survey an area with amaz- 
ing speed, and convey a rapid 
series of impressions on the 
consciousness of the _ viewer. 
The more clear cut and distinct 
the objects are, the firmer are 
the impressions. 

This is significant in store 
merchandising because of this 
fact. Every person entering a 
store is already in a buying 
mood. He expects to spend 
some money. Even though it 
may be for a definite, predeter- 
mined item, the mood is estab- 
lished. Thus, any object he 
sees, he unconsciously consid- 
ers from the point of view of 
buying it. 


Limitations of Visual Impact 


But there are certain |imita- 
tions. Studies have proved that 
the area of visual impression | 
greatest from knee height t0 
slightly above eye level. That 
is why merchandise displayed 
too high or too low is handicap- 
ped, for it doesn’t stand 4s 
good a chance of being seen 4 
that which falls more easly 
under a shopper’s gaze. 

This has an important beat- 
ing on fixture design, 2 phas? 
of merchandising that will 
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NOVELTY DISPLAYS have high 


natural curiosity. 


interest value. 
unique floor stands shown above play upon a person’s 
Note how the .interest 


The 


is centered 


around the merchandise itself—not the fixture. 





OPEN FLOOR arrangements of products such as appli- 
ances should have ample room around them. Here the 
back-to-back placing accomplishes this in minimum space. 


completely covered in a later 
section of this series of articles. 

Fixture arrangement, how- 
ever, is not the only method of 
diversifying traffic. Even care- 
ful layout oftentimes leaves 
areas out of the line of traffic. 
Note the two lower sample lay- 
outs on the next page. Both 
use fixture arrangements to 
good advantage. But both leave 
“dead” areas where normal 
traffic will not go. Other means 
must be used to draw traffic 
Into those areas. 


Use of Color and Light 


Color and light are excellent 
tools for this purpose. High 
colors and strong, controlled 
lighting have powerful draw- 
Ing power. 

For example, suppose one of 
he out-of-the-way areas con- 

Ins a display of doors; a 
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THIS ATTRACTIVE bay display of small appliances not 
only exhibits the individual items to good advantage, but 
invites customers to examine them at close range. 


THE TIE-IN OF WINDOW DISPLAYS and interior ex- 
hibits is helpful in directing traffic to specific sections of 
a store. By repeating the pattern of a window exhibit in 


the point of sale display, customers are attracted to it. 


dozen or so each of inside and 
outside samples. Each of the 
doors is hung on a pivot hinge 
so it may be inspected. 

If these doors are left un- 
painted, and no special lighting 
is used, the display will have 
limited pulling appeal. But 
take the same exhibit and paint 
or finish the individual doors 
in a variety of pleasing colors. 
Put a couple of flood lights on 
the display, and the colors are 
further accented. 

From any corner of the store, 
this exhibit makes a dramatic 
appearance. People will be at- 
tracted to it, because of its 
beauty. Dealers who have tried 
this merchandising trick have 
increased their door sales tre- 
mendously. The same applies 
to many other items of mer- 
chandise. 

Another tool of merchandis- 
ing to increase traffic is motion. 


“Betas. 

PERSONAL DEMONSTRATIONS 
have powerful drawing power. So 
have moving exhibits and displays. 
Both are good to establish traffic into 
less frequented parts of a store. 


Moving displays invariably at- 
tract people. A slowly revolv- 
ing platform with merchandise 
mounted on it is sure to draw 
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A REGIMENTED STORE, with a main aisle directly be- 
tween the entrance and sales counter, automatically estab- 
lishes a natural traffic pattern along that route. Thus, 
layout is not used to diversify traffic, and is not encour- 
aging to store shopping or impulse buying. 
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THE LAYOUT SHOWN HERE establishes a scattered 
pattern between the door and the counter, but leaves the 
two extreme corners outside the pattern. Traffic into these 
areas must be developed by other means. 









































i] 
‘ 
' 
+ 
' 
! 
' 
' 
i] 
i] 
A 
i] 
1 
J 
4 
' 
’ 


ee ee ee aad 


























aeaewteannay * 


ny 

































































elke pan | 











| 
THIS IS THE SAME STORE as the one at the left. By 
rearranging fixtures and displays, a widely scattered pat- 
tern is established. This brings all merchandise in the 
store before the gaze of the customer. 
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THE SAME STORE, EXCEPT with the entrance located 
at the corner and an ell-shaped counter diagonally from it, 
sets up an entirely different traffic pattern—more diversi- 
fied through most of the sales area. 


attention. And light added to 
the motion gives the exhibit 
even more punch. 

Many specially built dis- 
plays use motion to add inter- 
est value. For example, con- 
sider the excellent manufac- 
turers’ displays at regional con- 
ventions. Some of these offer 
effective display ideas for the 
retail dealer, and may be used 
in selling consumers or con- 
tractors. 

Novelty Exhibits 


Novelty displays also stimu- 
late traffic. These may follow 
a number of different forms. 
They may consist of an unusual 
fixture, or a demonstration of 
product performance. Models 
are an important segment of 
novelty display. 

Many dealers have built 
small cross-sections of houses in 
their stores, which exhibit many 
products as they appear in 
service. These are excellent, if 
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professionally built, and if they 
use color and light to give them 
maximum attractiveness. 

Slide films, movies, greatly 
enlarged pictures, posters, ban- 
ners, etc. are all part of the kit 
of sales tools available to the 
retail merchant; and all can be 
used to direct traffic anywhere 
it is Cesired. 

Even with all of these meth- 
ods and practices, there are 
other phases of merchandising 
that play an important role in 
traffic development. 

Change Layout Often 


First, by all means avoid 
monotony. Stores are never 
static. They should be designed 
so that a complete rearrange- 
ment can be made overnight. 
Change the layout frequently. 
Place items most frequently 
asked for in out-of-the-way cor- 
ners of the store. When dis- 
playing seasonal merchandise, 
display it in areas of greatest 


traffic. Do the same with “spe- 
cials,” or items on which spe- 
cial sales emphasis is given. 
The more frequently a cus- 
tomer enters a store, the more 
familiar he becomes with it. If 
the store remains unchanged, if 
displays are not changed, its 
sales power is reduced. A new 
sales approach must be pre- 
sented from time to time. 


Store merchandising is 4 
constantly changing scene. It 1s 
a fascinating business. Try the 
ideas that have been presented 
here, and the innumerable com- 
binations of them at your com- 
mand. 


You will quickly see how 
easy it is to direct traffic any- 
where you want it in your store. 
You. will see how sales of par- 
ticular merchandise can be 
stepped-up simply by the 
method you use to display it— 
and the position you give it 1D 
your store. 


1 
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|| Tjust solved eight buying problems 
...With one call lo Roddiseratt 


OORS — Smooth beauties in a 
variety of woods. 


GE TEXTOLITE*—Ideal decorative 
surfacing. Pleasing patterns and 
solid colors. Also available in 
beveled and plywood panels. 


GENUWOOD—Wood veneers com- 
bined with toughest of plastics. 


HARDBOARD — Economical answer 
to hundreds of fabricating prob- 
lems. Perfect surface for paint. 


penne 2" 7 | 


L 
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TYLAC plastic enamel wall cover- 
ocated j é e ing. Four distinctive patterns, 18 
om it lustrous tones. 


iversi- & ’ RODDISCRAFT OVERHEAD GARAGE 
j DOORS — Distinctive for beauty, 
convenience and strength. 


TITE-JOINT FASTENER — Solves 

many manufacturing and repair 

““spe- : problems. Provides tight joint un- 
‘ der controlled pressure. 





spe- 
; I DOOR-FLO — RECESSED DOORS 
Nn. the modern way. It floats — no 
cus- pulleys or tracks to bind—finger- 
tip control — silent — smooth. 
more j 
it. If r GLUE — Casein and Urea Resin 
j if ’ Glue Powdered Cold Water Mix. 
ed, 1 * 
1 Reg. U. S. Pat. Off. 
d, its ; eg ‘a 
. new 
pre- 
iS a 
_ It is 
‘y the 
“| Your Roddisrraft Warehouse i ket f 
“COM our AnMpirralt Warehouse is a Supermarket for Dealers 
com- 
(Check the Warehouse Nearest You) Your nearest Roddiscraft warehouse can sim- 
how plify your buying with the wide variety of 
- any- " materials on hand ready for immediate deliv- 
‘store NATIONWIDE Roddiscraft WAREHOUSE SERVICE ery. You'll have the advantage of dealing 
Store. Cambridge 39, Mass...229 Vassar St. _ Louisville 10, Ky...1201-5 S. 15th St. with one company — one call will take care 
f par- Charlotte 6, N.C.....123 E. 27th St. Marshfield, -Wis....115 S. Palmetto St. of all your needs. 


be Chicago 32, Ill 3865 W, 41st: St. Milwaukee 8, Wis...4601 W. State St. 
Cincinnati 2, Ohio ...457 E. Sixth St. New York 55, N. Y...920 E. 149th St. 


the Dallas 10, Texas 2800 Medill St, Port Newark 5, N. J....103 Marsh St. 4 
Ss Detroit 14, Mich. . 11855 E. Jefferson St. Philadelphia34,Pa., Richmond&TiogaSts. 

y it— Houston 10, Texas ...2403 Sabine St. St. Louis 16, Mo., 3344 Morganford Road 

. it in Kansas City3,Kan., 35 Southwest Blvd. San Antonio 6, Texas. .727 N. Cherry St. 


LosAngeles 58, Calif. 2620E.VernonAve. San Francisco 24, Cal., 345 Willi Ave. 
Now Hyde Park, L. |., N. Y.....Pleza Ave. &$. 188 5. RODDIS PLYWOOD CORPORATION, Marshfield, Wis. 
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OUTDOOR DISPLAY of pre-cast concrete steps proves to customers the prod- 


uct’s weather-resistant qualities. 


Pre-cast Concrete Steps Prove 
ideal ‘‘Second Sale”’ Item 


Home-remodeling customers are excellent 
prospects for this specialty item; truck driver respon- 


sible for additional sales. 


Utilizing waste space to the 
right of the showroom, to set 
up an outdoor display of pre- 
cast concrete steps, has proved 
a profitable investment for Hol- 
land Lumber Company, of Pan- 
ama City, Fla. 

The pre-cast steps, available 
in various widths and _ sizes, 
from two steps to six steps, 
have sold in huge quantities 
during late 1949 and 1950, ac- 
cording to G. M. Frey, general 
manager of the modern lumber 
firm. 


“With a little merchandising 
impetus, it has proved possible 
to sell concrete steps to a large 
pencentage of our home-remod- 
eling customers. These are, of 
course, readily selected pros- 
pects, merely by the fact that 
they visit the showroom to pur- 
chase other forms of building 
materials.” 


Every customer visiting Hol- 
land’s neat, efficient building 
materials yard, a mile north of 
Panama City, is “steered” out 
into the yard to examine the 
step display, if his purchases 
indicate home remodeling or 
fix-up. “The best prospects are 
those who are adding an extra 
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room to the home, or whose pur- 
chases indicate that they are 
fixing up the exterior appear- 
ance of the house,” says Mr. 
Frey. “Invariably, if the home 
is in a condition which requires 
renovation with any of those 
materials, the chances are that 
the steps will be in poor shape, 
and that it will be a simple mat- 
ter to interest the home-owner 
in the pre-cast variety.” 


Sales by Truck Driver 


Many sales are brought in by 
a driver-salesmen of the firm, 
in delivering remodeling ma- 
terials to homes in the Panama 
City, Millville, and St. Andrew 
areas, which the Holland Lum- 
ber Company serves. If the 
driver spots a worn, disin- 
tegrated set of steps, at the 
home to which he makes deliv- 
ery, he may either attempt to 
sell the pre-cast steps himself, 
or pass along the information 
as a “tip” to the Holland head- 
quarters. Either a_ telephone 
call, or a personal call, will 
usually suffice to bring the 
prospect around to look over 
the steps, and an extremely 
high percentage of sales per 


prospect have been developed, 

The pre-cast concrete steps 
are vailable from 2-step models 
at $13.85 up toa 6-foot-wide, 6- 
tier variety at $43.13. Arriving 
at Holland Lumber Company 
“knocked down” they are 
readily assembled on the site, 
and handled in sections. They 
can easily be transported from 
the lumber yard to the home 
in a light truck or even a pas- 
senger automobile. Well rein- 
forced, they have the advantage 
of long-term durability over 
wood which is subject to much 
mildew, fungus and decay in 
Panama City’s high-humidity 
climate. 

“We point out to the average 
customer that he is defeating 
much of his purpose in paint- 
ing the home, applying new 
siding, etc., if the steps are in 
bad shape compared with the 
rest of the house,” Mr. Frey de- 
clared. “This type of argument, 
combined with the convenient 
outside display, proving that 
the steps do not weather or 
show any signs of deteriora- 
tion, although they have been 
out in the open for two years, 
usually suffices to allow us to 
add the steps to the customer’s 
time-payment purchases.” 


Hinged Panels 

Swinging door displays are 
_standard practice these days, but 
this display of People’s Planing 
Mill, Punxsutawney, Pa., has two 


new twists. First, the swinging 
idea has been applied to wall boards. 
Many types and colors of wallboard 
can be displayed and made easily 
available when swung on pa'els as 
shown. Second, the doors are hung 
on wood strips tacked to the edge 
and swing on dowels inserted 
the strips. This method makes it 
unnecessary to use actual hinges; 
doors move easily and they ale 
simple to demount for changes. 
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Jor Rated” for Building 
Supply Dealers 





More than 50 BRAND-NEW 
improvements . . . including 


NEW! SMOOTHER RIDE with new, “Ori- 
flow” shock absorbers—standard equip- 
ment on 1/4-, 34-, and 1-ton models. 


NEW! EASIER LOADING with lower 
ground-to-floor height—on all models 
through 2 tons. 


NEW! EASIER BAD-WEATHER STARTING 
with new moistureproof ignition and 
high-torque starting motor. 


NEW! MORE ECONOMICAL PERFORM- 
ANCE with higher (7.0 to 1) compres- 
sion ratio—on all models through 1 ton. 


NEW! SMOOTHER ENGINE IDLING with 


“hotter” spark plugs; on all models 
through 1 ton. 


Dodge 
60 er today for 


£7 £37 £3 &o & 


o the most for you / 


BRAND-NEW POWER—You get more 
power than ever—engineered for ‘your 
job! Eight great engines—with net 
horsepower stepped up as much as 20%! 
You get more of the right power for your 
needs—with top economy! Yet, with all 
their extra value, new Dodge ‘‘Job- 
Rated”’ trucks are priced with the lowest. 


BRAND-NEW EASE-OF-HANDLING — 
You can turn new Dodge ‘‘Job-Rated”’ 
trucks sharper . . . maneuver them more 
easily. New shorter turning diameters! 
New worm-and-roller steering gears! All 
this—plus_ cross-steering, wide front 
tread and short wheelbase. 


BRAND-NEW BRAKING SAFETY — 
New Dodge ‘“‘Job-Rated” trucks are the 
trucks with new molded, tapered Cycle- 
bond brake linings! New extra-quiet 
action! New extra-smooth, extra-sure 
stopping! New longer lining life! (On 
new 1)4-ton and up trucks, except air 
brake models.) 


PLUS THIS EXCLUSIVE! gyro! Fluid Drive available on %4-, $«-, and 1-ton, and Route-Van trucks. 


THE TRUCK THAT FITS YOUR JOB...A DODGE ie" TRUCK 
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HUSBAND-WIFE TEAM, Mr. and Mrs. Cecil Cheeseman, 
know the products they sell. They use as many of them 
as possible in their own home. 


SERVICING of refrigerators, ranges, water heaters and 
home freezers is handled by Mr. Cheeseman. 


Husband-Wife Sales Team Pushes 


Originally, the idea behind W. D. Hall Com- 
pany’s houseware and appliance department 
was to provide a place for women to browse 
while their husbands were shopping for lumber, 
building materials and other strictly “men’s” 
merchandise. 

That is why the management at this 5l-year- 
old firm at 230 East Main St., in El] Cajon, Calif., 
a busy shopping center for El Cajon Valley, 
expanded the department after War II, and 
placed Mr. and Mrs. Cecil Cheeseman in charge. 

The idea worked so well that the housewares 
and appliance department showed a postwar 
growth second only to lumber in the firm’s seven 
figure annual volume, according to Rex Hall, 
the firm’s vice-president and general manager, 
and son of the still-active founder of the firm, 
83-year-old W. D. Hall. 

There are several reasons given by Mr. Hall 
for this department’s prosperous development. 

A key reason is the husband-wife management 
team. Under Mr. Hall’s guidance, Mr. and Mrs. 
Cheeseman handle the entire department. They 
buy for it, arrange displays, and Mr. Cheeseman, 
now in his 16th year with the firm, takes care 
of most installations, deliveries and service calls 
as well. 

Mr. and Mrs. Cheeseman make an ideal house- 
wares and appliance team. He attends service 
schools in Los Angeles, 140 miles away. Mrs. 
Cheeseman attends home demonstration schools 
conducted by manufacturers and distributors. 
Both attend sales meetings to keep abreast of 
modern developments in appliances. 

Mr. Cheeseman’s ability to service his own 
appliances is an important sales factor, a key 
to the sale of roughly 10 major appliances a 
month. He’s been a resident of El] Cajon, whose 
immediate city population is about 5000, since 
1916. Through all the years he’s taken an active 
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interest in community life. He served as City 
Councilman for four years, and a member of 
the Volunteer Fire Department for eight years. 

Mr. Cheeseman was Scoutmaster of one of the 
largest single Scout troops in the country. To- 
day many of his former Scouts are grown and 
are getting married and furnishing homes. While 
Mr. Cheeseman was active in Boy Scout work, 
Mrs. Cheeseman played a similar leading role 
among Girl Scouts. 

“We have the francise of a famous national 
line,’ Mr. Cheeseman said, “and Mrs. Cheese- 
man and I know most of the folks in our com- 
munity. Hence, we feel that knowing our prod- 
uct, how it works and how it produces maximum 
results, is our best way of making sales,” he said. 

Before War II, this firm sold appliances, but 
sales were made from a display that competed 
with the general hardware items in the general 
hardware section. 

Following War II, the firm gave housewares 
and appliances more space in a department that 
adjoins the hardware sales room. Both depart- 
ments are connected by a large door. Appliances 
and housewares have their own window displays 
that face the town’s main thoroughfare. 

Added space, plus the serious attention given 
the department by this husband-wife team 1s 
what brought, and continues to bring such good 
results. 

The Cheesemans use the appliances they sell. 
When they talk about a refrigerator, range, 
water heater or home freezer, they know from 
actual experience what the appliance will 40. 
Recently, for example, Mr. Cheeseman insialled 
a furnace in a home he built for renta! pul 
poses. He had an opportunity to see how the 
furnace does the job. It’s not just a coincidence 
that his sales of this furnace to other customers 
this year may overshadow total furnace sales 
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WOMEN shop in the housewares section while their hus- 
bands buy building materials. Many gift items are seen 
in this area. 


Housewares, Appliances 









by the firm in several years! 

“I know that actual use of an appliance pays 
off in sales,” Mr. Cheeseman said. “At a service 
meeting, a year or more ago, a dealer from an- 
other community asked me, ‘Cecil, what do you 
do to sell home freezers? I just can’t seem to 
sell them.’ 

“T asked the dealer if he had a home freezer 
inhis own home. He said he didn’t. 

“So I told him to install one, play around with 
it, freeze some pies and bread in it. He agreed 
to try this. And sure enough, the next time I 
saw this dealer, he told me he was selling home 
freezers. He had learned about them first hand, 
and as a result had become more interested in 
them. He began seliing them!” 

Increased selling “through actual use,” by the 
way, also stands Mrs. Cheeseman in good stead. 
She experiments with different wraps in prepar- 
Ing and preserving foods in her own home freezer. 
Information gained at first hand helps her sell 
these home freezer supplies. 

Mrs. Cheeseman also experimented with de- 
lergents and water softeners in her automatic 
washing machine. She recommends the products 
which she knows from experience will produce 
the best results. 

Since Mr. Cheeseman goes along on most in- 
stallations, he makes sure customers know how 
to use the appliance. He makes certain the ap- 
pliance is set up properly and is adjusted to 
five maximum performance. Mrs. Cheeseman 
sees to it that women know how to use the 
clocks on the ranges, for example. 

Mr. Cheeseman is the installation expert on 
tefrizerators, ranges, water heaters and home 
teezers. The firm has another man who installs 
and services automatic washing machines. 

W . D. Hall Co., one of the largest employers 
of labor in El Cajon, employs about 50 persons. 
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REX HALL, vice-president and general manager, W. D. 
Hall Co., El Cajon, Calif., hangs up a sign which encour- 
ages companion sales. 
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BILLBOARD-TYPE SIGN advertising appliances-house- 
wares catches the eye of thousands of motorists. 


Mr. W. D. Hall, when he started his business 
51 years ago, aimed to give his customers as 
complete service as possible. Items that the 
firm didn’t have, they’d make. 

Even today, the firm designs and builds spe- 
cial: feeding troughs for customers that come 
for them from 60 to 80 miles distant! To give 
customers practically one-stop service, W. D. 
Hall Co. today includes the following depart- 
ments: lumber yard; sash and doors; planing 
mill; building materials; hardware; housewares 
and appliances; blacksmith and welding shops; 
sheet metal shop, and rough and finish electric 
wiring and plumbing departments. 

The elder Mr. Hall is still active in the busi- 
ness. Major management, however, is in the 
hands of his three sons: Rex Hall, general man- 
ager; Grant Hall, in charge of the lumber divi- 
sion, and J. E. Hall, who manages the machine 
shop and pump departments. 
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The Direct Mail Campaign 


How to prepare your mailing pieces and 
schedule them for maximum sales effectiveness. 


PART IV 


The proven series for new 
home prospects, which was out- 
lined in the preceding article, 
is a hub around which you can 
build a direct mail plan to sell 
a prospect for any building im- 
provement. You can use most 
of the same University of Illi- 
nois bulletins and similar let- 
ters and memos to convert 65% 
of your remodeling prospects 
into profits. 


You can also, as we will ex- 
plain later in this article, ex- 
pand your proven series to 
prospective home builders and 
remodelers to sell the partic- 
ular brands of insulation, hard- 
ware, paint, etc., you handle. 


Your prospective remvodeler 
has much the same problems as 
the man who is considering 
building a home. He, too, wants 
to make sure that his home will 
give him new ccmfort, conveni- 
ence, and increased beauty. You 
encourage him to buy when you 
send him the University of Illi- 
nois bulletins which relate to 
his contemplated improvement. 


Suppose, for example, your 
prospect is interested in chang- 
ing his kitchen. Send him the 
remodeling letter reproduced 
with this article. This letter 
thanks the prospect for coming 
into your yard and reminds him 
again how your services will 
make his project easy. Enclose 
the University of Illinois “Cabi- 
net Space for the Kitchen” 
with the letter. Follow up with 
the other two University of IIli- 
nois bulletins on kitchens, send- 
ing them at weekly intervals. 

Your prospect for a new base- 
ment or attic room should re- 
ceive the letter mentioned above 
and “Insulation” from the Uni- 
versity series. A week later, 
send him the “Interior Deco- 
ration” pamphlet. 

A prospect for an addition 
should receive this same letter 
plus any or all of these Uni- 
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versity booklets: insulation, 
moisture condensation, three 
kitchen pamphlets, chimneys, 
fireplaces and hardware. 

Note how we have changed 
only slightly the copy in the 
letters to accompany the Uni- 
versity bulletins. It now refers 
to a remodeling rather than a 
building prospect. 

You can use the same hand- 
written copy on the memos (see 
samples with this article) 
which are stapled to the Uni- 
versity of [Illinois bulletins. 
However, change the typed por- 
tion to: “Nowels helps you with 
your remodeling problems”... 
“Remodeling is easy, enjoyable, 
effortless, the Nowels way”... 
“It’s easy to remodel with 
Nowels’ help” ...and... 
“Nowels shows you how to re- 
model your home and enjoy 
doing it.” 

The University of Illinois 
bulletins are the basic core for 
the direct mail plan to sell both 
prospective builders and re- 
modelers, because they cover al- 
most every important phase of 
construction. This flexibility 
makes them ideal for following 
a prospect for practically every 
building project. 

Many of your manufacturers 
have excellent books which tie- 
in handily with these Univer- 
sity bulletins. You can expand 
your series to prospective build- 
ers and remodelers so as to sell 
the particular brands of prod- 
ucts which you carry. 

For example, in your series, 
you can use the University 
pamphlet on insulation, fol- 
lowed by either the informative 
Balsom-Wool or Zonolite folder. 
Send them helpful hints on in- 
terior decoration (the U. of I. 
booklet), then use your paint 
manufacturer’s literature to 
sell the brand of paint you 
carry. Most paint companies 
have attractive books contain- 
ing original ideas on color 
schemes and harmonies. Sell 


PROMOTION PROGRAMS THAT PAY OFF 


By MARTHA NOWELS 


Nowels Lumber and Coal Company, 
Rochester, Mich. 


safe, smokeless fireplaces or ef- 
ficient, modern kitchens in gen- 
eral with the University book- 
lets; Heatilator and Curtis, in 
particular, with their colorful, 
interesting literature. 

By sending your prospects 
your manufacturers’ colorful 
literature, you show him pic- 
tures of the product in use. You 
help him visualize how his liv- 
ing room will look when fin- 
ished with ceiling tile and 
planking (hard board, knotty 
pine, etc.), thus enabling him 
to make an intelligent selection 
of the actual products he 
wishes to use. You help him 
choose the effect or atmosphere 
he wants in his home. 

Because they also translate 
the product in terms of con- 
sumer benefits, manufacturers’ 
booklets can be powerful sell- 
ing tools. They tell your pros- 
pect ... how much warmth and 
cheer a fireplace will add to 
his living room . . . that his 
kitchen can be colorful as well 
as efficient . . . how cheerful 
and gay the recreation room 
will be with a new color scheme. 
Using tested selling appeals, 
these books help the prospect 
visualize his home in terms of 
new comfort, convenience and 
charm. 

Seeing is not only under- 
standing—it is also believing. 
People tend to believe what 
they see in print. Manufactur- 
ers’ graphically-illustrated, in- 
formative books will prove to 
the prospect that the product 
is time-tested, well established, 
and therefore good. 

If you wish, then, to follow 
your building or remodeling 
prospects longer than the Unl- 
versity of Illinois series allows, 
send them your manufacturers 
handsome books. By mailing 
first the impartial University 
of Illinois bulletins then the 
manufacturers’ literature, you 
prove how well the products 
you sell conform to the high 
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Memo from— 
R. W. NOWELS 






Build soundly, build economically, 
build with Nowels. 


















Memo from— 


R. W. NOWELS 
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Nowels helps you build to suit 
your own taste 








Memo from— 
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For sound const tion with maximum 
economy - build the Nowels way. 
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SEND THIS MEMO with Bruce’s col- 
orful folder on block flooring or with 
the bulletin, “Planning and Deco- 
rating the Most Important Side of a 
Room,” available from the National 
Qak Flooring Manufacturers’ Assn. 









SUGGESTED MAILING PIECES to 
accompany this memo: Sherwin-Wil- 
liams’ “Home Decorator”; U. S. Gyp- 
sum’s “Color Keys to Decoration” or 
Pittsburgh’s “Color Dynamics.” 


SELLING BOOKS ON INSULATION 
should accompany this memo. Sug- 
gestions: Balsam-Wool’s “Facts About 
Insulation” or Zonolite’s “Insulation 
and Fire Protection for Your Home.” 









Memo from— 


R. W. NOWELS 






Put Nowels' 
experience to 


ears of building 
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Ask Nowels for advice on planning 
and estimating. 











Memo from— 


R. W. NOWELS 
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Nowels helps you get more house 
for your money. 














YOUR PROSPECT might receive one 
of the handsome brochures available 
from Johns-Manville or Celotex with 
this memo. 







standards of this unbiased 
source. You also give him 
sound information and data, on 
the basis of which he can make 
an intelligent selection of prod- 
ucts for his home. 

If a prospect walks into your 
office with his building or re- 
modeling blueprints in hand, 
and asks for an estimate, he 
should receive the illustrated 
letter, “Tips on Color Har- 
mony.” If he is a building pros- 
pect, he should be contacted 
further by the University of 
lllinois series, leaving out “De- 
‘igning the Home” and its ac- 
COmpanying letter. If he is 
Interested in remodeling, he 
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THE BOOKLET, “The Proved Heat- 
ilator Fireplace,” should be sent with 
this memo. 





should receive the illustrated 
letter, followed by the Univer- 
sity of Illinois bulletins and 
manufacturers’ pamphlets 
which are pertinent to his con- 
templated improvement. 

You are sending the right lit- 
erature (on the subject in which 
the prospect has voiced an in- 
terest) to the right person 
(with personalized notes en- 
couraging him to read the bul- 
letins) at the right time (when 
he should be most interested in 
what you have to sell). That’s 
merchandising with a capi- 
tal M! 

Both your building and re- 
modeling prospects should be 








THIS MEMO is designed for “It’s Fun 
to Plan Your Own Kitchen” offered 
by The Curtis Company. 





contacted after you have sent 
the third piece of selling liter- 
ature. Call the prospect and 
say, “Mr. Jones, we’ve been 
sending you information on an 
attractive new attic room (on 
a new home, etc.). When may 
we estimate it for you?” Un- 
less your prospect says that he 
is definitely not interested 
either immediately or in the fu- 
ture, continue to send the liter- 
ature. Telephone again at the 
completion of the series. If 
you wish an excuse to call on 
one of your building prospects, 
use Celotex’s idea-packed 
“Your Home” as your door 
opener. If you have a prospec- 
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Mr. Norman J. Smith 
430 Northlawn 
Rochester, Michigan 
Dear Mr. Smith: 

Thank you for the opportunity of 
talking to you recently about new 
siding for your home. 

As you know, our more than 20 
years of building and remodeling ex- 
perience assures you lasting satisfac- 
tion with maximum economy. 

Here’s how we can help you: 

* Aid you in working out your 
plan—supply additional infor- 
mation 
Give free, 
mates 
Find a financing plan to fit your 
budget 
Arrange for a competent carpen- 
ter 

* Prompt deliveries of dependable 
materials 

Why not start today to put our 20 
years of building and remodeling ex- 
perience to work for you? Call us at 
OLive 2-9431, and we'll gladly have 
our remodeling advisor stop by to 
see you. ; 

Sincerely yours, 

NOWEL §S 

Lumber & Coal Co. 

P.S. Nowels Home Service includes 

materials and labor on easy 

monthly payments for any’ re- 

pairs or additions on your 
home. 





LETTER NO. 1—type and send this 
letter to every remodeling prospect. 
Succeeding letters in the series may 
be multilithed. 


tive remodeler on whom you 
wish to call, take along Johns- 
Manville’s handsome “Home 
Idea Book,” which contains 
helpful hints on every phase of 
remodeling. 

One vitamin capsule never 
gave man boundless energy, 
and one letter never produced 
maximum results from a list 
of prospects. Advertising man- 
agers long ago learned the 
value of consistent follow-up in 
their national campaigns. It 
isn’t one ad that succeeds; it 
is a series of ads scientifically 
prepared and scheduled in ad- 
vance for a specified period of 
time. 

A direct mail campaign re- 
quires the same _ thoughtful 
advance preparation, and a 
definite schedule of mailings is 
essential. A full-scale follow- 
up campaign is the only answer 
to full-scale results. 

Before you start this sales 
program, set up the simple ma- 
chinery necessary to operate it 
consistently and automatically. 

1—Make up a notebook or 

manila folder with the 
complete University of I]- 
linois series for prospec- 


down-to-earth esti- - 


WARM 
in cold weather... 

. . . cool in hot weather ... no 
drafts ...no cold rooms .. . heating 
costs reduced to a minimum. That’s 
what you expect from your home, 
isn’t it? 

Then, HOW MUCH, and WHAT 
KIND of insulation will your new 
home require? Where and how should 
it be installed? 

You'll find the correct answers con- 
tained in the enclosed pamphlet. The 
information was collected from the 
actual tests conducted by the Univer- 
sity of Illinois. 

You’ll also find the answers to 
many of your remodeling problems 
here at the Nowels Lumber & Coal 
Company. We’ye everything you 
need to help you remodel to fit your 
particular requirements, taste and 
budget. 

Why not ask our friendly staff for 
sound, helpful advice on planning, 
estimating, financing, and DEPEND- 
ABLE MATERIALS? 

Sincerely yours, 
NOWEL S 
Lumber & Coal Co. 





Save work! 
Have more LEISURE! 

Isn’t that what you expect from 
your new kitchen? 

We are enclosing a pamphlet to 
help you plan your kitchen so as 
to eliminate the drudgery of kitchen 
work ... save countless steps every 
day .. . cut down the time you now 
have to spend in your kitchen. 

Let’s sit down together, talk over 

your needs. Let us help you plan 

the kitchen of your dreams, and 
keep it within the range of your 
pocketbook. 

We’ve lots of ideas, years of ex. 
perience, top-quality materials— 
everything to assure you of perma- 
nent comfort and charm in your 
home. 

Let’s do it this week. 

Sincerely yours, 
NOWELS 
Lumber & Coal Co, 





LETTER NO. 3—this letter accom. 
panies the University of Illinois bul. 
letin, “Planning the Kitchen.” 





LETTER NO. 2—send this letter with 
the University of Illinois bulletin on 
“Insulation” to remodeling prospects. 


tive new home builders. 
Include the letters and 
memos in the order given 
in the preceding article. 


2—Make up a folder of man- 
ufacturers’ literature and 
appropriate hand-written 
memos to be sent to pros- 
pective builders. 


3—Make up a separate fold- 
er for each of the re- 
modeling improvements 
(kitchens, attic room, ad- 
dition, etc.) showing the 
University of Illinois lit- 
erature (with letters and 
memos) and manufactur- 
ers’ literature (with 
memos) to be sent to each. 


You should multilith all the 
memos and all but the first let- 
ter in each series. This should 
pe typed. Send literature to 
your home building prospects 
every two weeks; to your re- 
modelers, every week. Keep a 
list as suggested in the second 
article, of exactly which pros- 
pect receives what piece of 
literature. 

Direct mail pieces that fail 
(more fail than succeed) are 
usually minus one of the im- 
portant components ... the 
letter. Letters alone outpull 
circulars alone: Here is one of 
the most basic principles of di- 
rect mail advertising. Thou- 
sands of tests conducted prove 
that letters alone outpull all 





The CHIMNEY 
of your home... 

... will it be safe from FIRE... 
EFFICIENT... the RIGHT size... 
CORRECTLY BUILT? 

That information is contained in 
the attached bulletin. You will also 
learn how your fireplace should be 
built to make it give lots of heat; 
be smoke-free, and the proper place 
to locate it. 

You will want your home to have 
sound, sturdy, construction with the 
MAXIMUM ECONOMY. To aid you, 
here at Nowels, we can supply labor- 
saving suggestions, down-to-earth es- 
timating, and can arrange convenient 
financing. 

HOW MAY WE HELP YOU? 

Sincerely yours, 
NOWELS 
Lumber & Coal Co. 





LETTER NO. 4—the University of 
Illinois bulletin, “Chimneys and Fire- 
places,” is sent with this letter. 


other forms of direct mail any- 
where from 11 to 400 percent. 

To make your campaign fully 
effective, you must: 1) be con- 
sistent and have a plan for reg- 
ular mailings, and 2) have a 
letter or tip-in sheet to sell 
your organization and its serv- 
ices. 

This last statement is par- 
ticularly true where you emM- 
ploy manufacturers’ advertis- 
ing. This is because most 
manufacturers’ advertising sells 
the manufacturer’s company 
first, the dealer second. If you 
use such manufacturer’s advel- 
tising—whether it be ad mats, 
direct mail literature or other 
promotional aids—you must 
personalize it so as to serve 

(Continued on page 138) 
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4 _of GREATER MANEUVERABILITY NEW CAB SAVES DRIVER TIME BETTER VISIBILITY . . . SAFETY LOW LOADING HEIGHT 
ife- ; 
FROM YARD TO CUSTOMER, the White 3000 saves Lower cab and body level save driver time 
more...delivers more lumber and building sup- on the job... enables him to get more work 
plies ... because its functional design assures time done with less energy. Wider windshield and 
ny- and cost saving that you can measure every day! = forward position of driver give commanding 
ent. Gulf Mfg. & Lumber Co., of Beaumont, Texas, is view under all driving conditions...improve 
illy one of the many progressive firms in the lumber safety records. 
on- industry who know from actual experience that These time and cost-saving advantages add upto 
-eg- the White 3000 cuts delivery cost. more deliveries every day... lower delivery costs 
ea Time yeine. show up in every phase of delivery ... faster deliveries. 
sell ...in the yard, on the route and at point of deliv- Ask your White Representative for facts about 
3 . ery. The shorter wheelbase and shorter over-all the savings made possible by the White 3000 engi- 
or length save maneuvering time and time in traffic. neered to your exact delivery needs. 
yar- 
em- THE WHITE MOTOR COMPANY 
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For more than 50 years the greatest name in trucks 


xe 
Ler) 


Bui_pinc Propucts MERCHANDISER 





NEW CHICAGO CODE permits one exit for four families in two-story garden 


apartments. 


New Codes Allow New Materials 


Wave of building code revisions around the 
country opens the way for sound construction practices 
with new materials at lower costs. 


Building codes throughout the 
country are being rewritten and 
revised to permit the use of 
new construction methods and 
materials. About 300 cities of 
all sizes are now revising their 
codes. 

The codes adopted by approxi- 
mately 1,000 cities are adapta- 
tions of basic codes prepared by 
several agencies interested in 
this subject. These include the 
Building Officials Conference of 
America, Southern Building 
Code, Uniform Building Code of 
the Pacific Coast and the Na- 
tional Board of Fire Underwrit- 
ers. These basic codes are 
amended by each municipality in 
accordance with its own indi- 
vidual safety standards. 


Performance Code 


The New York State Build- 
ing Code Commission has re- 
cently established a cooperative 
arrangement with agencies in 
36 other states concerned with 
building regulations on a state- 
wide basis. Information on 
building codes will be made 
available to all these cooperat- 
ing agencies with the aim of ad- 
vancing uniformity and im- 
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provement in building laws and 
regulations. 

In every case the trend is 
away from a code specifying 
materials, to one specifying per- 
formance requirements. Some 
500 cities in the west have based 
their code on the Uniform 
Building Code of the Pacific 
Coast; between 200-300 cities in 
the south have codes based on 
the Southern Building Code and 
about 200 cities have codes 
based on the standards of the 
National Board of Fire Under- 
writers. 

Cities which have revised or 
rewritten their building codes 
within recent years include 
Cleveland, Pittsburgh, Philadel- 
phia, Denver, St. Louis, Mem- 
phis and Chicago. 

Resistance against new build- 
ing materials and methods of 
construction has been cracked if 
not broken in Chicago’s new 
building code which took five 
years to write and adopt. . 

Chicago’s new code is a tri- 
umph for the home owner, who 
worked through civic groups to 
defeat opposition of union offi- 
cials in the building trades and 
their political allies in city gov- 
ernment who maintained a 


Courtesy, The Celotex Corp. 
PLASTERERS had a monopoly on fin- 
ishing interior walls of homes before 
the new code was adopted. Finishing 
materials which meet fire-resistant 
tests are now permitted. 








Courtesy, Gypsum Assn. 
GYPSUM WALLBOARD is one of 80 
materials which builders may use 
under the new Chicago code. This pic- 
ture shows new two-ply board which 
provides increased fire protection, re- 
duces sound transmission and affords 
twice the strength of the single wall. 


strangle-hold on Chicago’s 
building code for many years. 

One of the hottest issues dur- 
ing the code adoption battle was 
plastered wall versus dry wall 
construction. The plasterers’ 
union contended that the new 


‘code would increase loss of life 


in burning buildings. The citi- 
zens’ committee, headed by some 
of Chicago’s leading citizens, 
maintained that fire prevention 
standards should be define: in 
terms of performance. 


New Fire Standards 
The new code sets a fire re 
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“Easy seling 7 


- I his is It ! ” 


@ When you handle a line of products that’s in big demand—and that line involves 
little or no stocking problem—you have a merchandising “natural.” It means 
easy, quantity selling, with sizable profits. That’s exactly what Pittsburgh 
custom-built products, like Plate Glass furniture tops, structural (mounted or 
built-in) mirrors, and full-length door mirrors, offer you. 


People want the rich beauty, convenience and utility provided by these glass 
products. You can cash in on this profitable market, and you won’t have to 
carry large stocks, nor keep elaborate cutting, edging and polishing equipment. 
All you do is send the mirror measurements or furniture top patterns to the 
nearest Pittsburgh Plate Glass Company branch, where the piece will be cut and 
finished to your specifications. (On the west coast, you send them to a branch 


of W. P. Fuller & Co.) 

Pittsburgh full-length door mirrors are such fast-moving items that you'll want 
a reasonable stock on hand. Here, too, the stocking problem has been simplified 
acecemes unin for you. For we’ve prepared an as- 
— p? sortment of five popular, standard 
| mM ea re sizes that will fit more than 90% of 

il i te Ny all interior millwork doors. 

Ff 


Wa 
‘ 




















For full details, why not write to- 
0 | 1 arr day to Pittsburgh Plate Glass Com- 
fi rel | © | = jl a pany, 2095-1 Grant Building, Pitts- 


burgh 19, Pennsylvania? 








This Pittsburgh Label, supported by the biggest 
advertising campaign in the glass business, is 
recognized by your customers as the mark of 
quality Plate Glass. Make sure it's on the prod- 
ucts you handle. 














FURNITURE TOPS 
PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS 


PITTSBURGH PLATE ae COMPANY 
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sistance standard of one hour 
instead of four hours for inte- 
rior wall panels. Utilizing prop- 
er insulation, these . materials 
may be steel, aluminum and ma- 
terials of relatively light weight. 
Savings in labor costs and 
weight will be felt especially in 
apartment construction. Here- 
tofore, every wall separating in- 
dividual apartments from the 
rest of the building had to be a 
masonry barrier; the new code 
permits walls of suitably fire- 
resistant material with lumber 
studding on both sides. 

The outmoded code required 
every apartment building to 
have two exits; two-story 
garden apartments may now be 
built with one exit for four 
families, a change that will cut 
costs and allow more flexible 
floor plans. Under the old code, 
regardless of the height of the 
structure, the same heavy eon- 
struction was required; the new 
code permits a lighter type of 
fire-resistant construction for 
buildings under five stories. 

One of the most violent bat- 
tles over code change developed 


modification. Under the prewar 
code, the plasterers had a mo- 
nopoly on finishing the interior 
walls of small houses. To speed 
wartime housing, the Federal 
government required the use of 
plaster or one substitute—half- 
inch gypsum board. 


More Competing M aterials 


John O. Merrill, Chicago 
architect who acted as the city’s 
technical adviser on code revi- 
sion, suggested that interior wall 
coustruction be thrown open to 
all competing materials. A com- 
promise agreement allows the 
use of plaster, gypsum board 
and other materials which meet 
fire-resistant tests. This code 
change is particularly important 
because it affects small single 
dwelling houses in the outlying 
sections of the city. 

Adoption of the new code will 
permit builders a choice of some 
80 materials or a combination of 
these materials compared with 
about a dozen materials under 
the old code. New materials, as 
developed, may be used if they 


terials had to be approved by the 
City Council before they were 
legal. 


Freedom for Architects 


Another beneficial result of 
the new code will be greater 
freedom of design for achitects, 
The old code required that every 
exterior wall have a fire resist- 
ance of four hours; actually, 
this meant that the wall had to 
be built of masonry eight inches 
thick. 

The new code, which is about 
one-third as long as the old one, 
is a performance rather than a 
specifying code. Recognized 
standards of authoritative agen- 
cies in the building industry are 
used as guideposts of sound en- 
gineering practices. 

For example, the standards 
adopted by the American Con- 
crete Institute are used as stand- 
ards for reinforced concrete. 
Specifications of the American 
Institute of Steel Construction 
are the guideposts in steel. All 
materials rated and approved by 
the National Board of Fire Un- 
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between the plasterers’ union meet the required technical derwriters are acceptable under 

and the proponents for code standards. Previously, new ma- the code. | Fl 
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DON’T USE A HORSE & BUGGY PUTTY|} || 

Get PERMA GLAZE a compound 

PERMA GLAZE is FAST: it runs fast and sets fast—Sash can be shipped imme- | 

diately without glazing worries. , 

PERMA GLAZE is UNIFORM: Wade under laboratory control. Every barrel is 

uniform—Top to Bottom. } 

PERMA GLAZE is PERMANENT: fFormsa tough outer coating but remains soft, . 

resilient and strongly adhesive underneath. t 
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PERMA GLAZE £9 bes 
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1 No. 77 OFFERS MANY FEATURES 


FRANT 
FOUND ONLY N COSTLY EQUIPMENT 

i Aut mobile-tyP® handle- 
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| snow. 


Now . 

veel gti on a modern Frantz over-head 
is an hi the most modest building budget 
apwpecsicntr si get the pleasure and cnet, 
‘gprs i ep unit; you get the pleas 
ahd "See from the time-saving, troubl ‘ 
he : ations. The Frantz No. 7 nag 
te: a udes mill-made door and fa- 
plete. eal e-Top” Hardware com- 
er today. or free descriptive fold- Wee 
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GUARANTEED BUILDERS HARDWARE 
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Alt Purpose 


Floor Fixture 


STOCKS, DISPLAYS, DISPENSES and 


ound uses make R-V-LITE your 
fit line! Keep this attractive, 
‘¢ filled with all 6 types ~ 

Oo 


e returns in 
R-V-LITE 


less than a square yard 


Scores of yeat 'T 
dependable pro 


roportio 
department. Requires 
of floor space. 

Available at nominal cost with SPECIAL R-V-LITE 
ASSORTMENT R-V 550-D. 


6-way profits 
with these 6 fast-sellers: 


+++ ed 
+4 4 4-4 


+4 4 + + 


a 
++ 444 


+4 eo 4 


e Reinforced. 
| Wire Reinforced. 


++4re 


Se oo 


700-W 4x4 Aluminum Wir 
g00-CW 14 Mesh Galv. Stee 
100-C Cotton Reinforced. 
200-P Plastic Reinforced. 
300-W Aluminum Wire Reinforced. 
400-T Wax impregnated Fabric. 

ORDER FROM YOUR JOBBER 
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BAILEY’S uses the exterior of 





FORK-LIFT EQUIPMENT is used to handle lumber in 
and out of this shed. Lumber is stacked in 100-unit piles 

















truck by the lift: 


~_! 


oe 


and is taken directly from the railroad siding to shed or 


Service Helps Sell Bailey’s Prospects 


Radio and newspaper advertising brings customers into Florida yard; 
the firm’s young, versatile staff does the rest. 


“Every one of our men is 
made to realize that the public 
pays his salary.” 

That’s G. Tom Bailey, Sr., 
talking. His South Miami 
(Fla.) yard is built on “service 
to the builder, whether individ- 
ual or contractor,” and a front- 
office staff grounded in con- 
struction and the uses of build- 
ing materials. This personnel 
is as young and vigorous as the 
thriving, widely-growing area 
served by the yard. 

Profit-sharing with every 
man who makes a dollar has 
long been one of G. Tom Bai- 
ley’s merchandising axioms. 

“That type of operation pays 
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off,” he says. “There are always 
several brains working to get 
business instead of one.” 

Four World War II veterans 
and a veteran lumber dealer 
form the backbone of the Bailey 
staff. John H. Dye, manager of 
the yard and a lumber dealer 
for over 40 years, has trained 
the staff of four young men 
taken from the service five 
years ago. The other men, all 
trained from the yard and truck 
up to the front office, are: 
Everett Cupit, Bob Liesenberg, 
Harry Lawson, Jr., son of the 
general manager of Bailey’s 
Lumber Yards, and G. Tom 
Bailey, Jr. 


Every one of these men can 
read a plan and take a bill of 
materials off a blueprint. They 
don’t wait for business to come 
in—they go out after it—trom 
Miami to Homestead. Each one 
of these men is an outside sales- 
man as well as an over-the- 
counter man. Their outside jobs 
range from new home and re 
pair jobs to sales to tomato 
and truck farmers. 

Bailey’s merchandising suc- 
cess is based on complete serv- 
ice and good public relations. 
G. Tom Bailey, Sr., calls it “Co- 
ordination of the completed 
building.” The yard furnishes 
everything necessary to advel- 
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WORKING DISPLAYS of door eatioies at Bailey’s Lum- 
ber yard attract 
one of seven on display, is held by G. Tom Bailey, Sr. 


favorable 


ISLAND-TYPE DISPLAYS are used to bring impulse mer- 
This display of hand tools was 
responsible for many sales at Christmas time. 


chandise to eye level. 


tise itself as the “Building Ma- 
terials Department Store.” 

If a man wants a _ house, 
Bailey’s will help him get a 
plan or an architect. The com- 
pany will help him get an FHA 
loan, even a plot of land. Home 
builders come to Bailey’s not 
only for information on repairs 
and maintenance, but for the 
names of building mechanics 
who can do the required repair 
and remodeling job. 

Bailey’s advertising often 
points out, “If you see a man 
using Bailey’s materials, you 
know he’s a good man.’ 

For over five years Bailey’s 
has had a 7 a.m. news spot on 
WQAM, Miami. No prices are 
even mentioned, no specials of- 
fered. Each 15- minute program 
is filled with timely sugges- 
tions on roofing services avail- 
able after the hurricane, or 
paint tips for spring cleaning, 
or basic information on mate- 
tials and their uses and the 
importance of employing good 
mechanics. 
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ami yard and the Miami yard 





This model, 
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YOUNG STAFF keeps the wheels turning at Bailey’s. Left 
to right: G. Tom Bailey, Jr.; Everett Cupit, John H. Dye, 
manager; Ruth Shugar, switchboard operator; Bob Liesen- 
berg and Harry Lawson, Jr. 
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Advertising for the South Mi- 


is handled jointly. More indus- 
trial business is handled by the 
Miami yard than home, farm 
and contractor business. The 
firm’s advertising budget ap- 
proximates 114% of gross sales. 
Bailey’s also advertises in the 
Miami Daily News and the Mi- 
ami Herald. These ads are 
largely institutional. The latest 
series carried a. picture of the 
firm’s employes, a sketch of 
their background and timely 
suggestions from him directly 
to prospective customers. 
Since Bailey’s took over five 
years ago, the 25-year-old yard 
has been completely remodeled. 
A modern display room and of- 
fice was built and new storage 
space was provided for mill- 
work, plywood, wallboard, 
moldings and finish lumber. 
The warehouse housing con- 
crete block and cement, typical 
materials for Florida exteriors, 
is alone as large as many lum- 
ber yards. Just completed is a 






NUMEROUS SMALL PAINT CANS testify to Bailey’s ef- 
fort to cater to the individual home owner. 


new shed designed for fork-lift 
use. This shed holds all the 
usual lengths of fast-moving 
common lumber packaged in 
bundles of 100 pieces. Although 
complecely open, the shed is 
protected by a wide overhang. 
Each section marks off, a dif- 
ferent length or grade of lum- 
ber. The fork lift handles the 
lumber directly from the box- 
cars to the shed and from shed 
to truck. 

“Mechanized handling pays 
off even for a small house job,” 
says Manager Dye. 

The South Miami Bailey yard 
covers four acres, fenced. Its 
mobile fleet totals eight trucks, 
four trailers and two sales- 
men’s cars, all bearing the leg- 
end, “Building Materials De- 
partment Store.” 

G. Tom Bailey, Sr., knows 
every one of his 70 employes 
by name. 

“I don’t have any plush of- 
fice,” he says, “but I’m out in 
the yard every day and they all 
know me.” 
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ATTRACTIVE EXTERIOR of the McLennan store with its large display windows 


is an open invitation to shop. 


SHADOW-BOX windows on either 
side of entrance are lighted at night, 
offer chance to feature special prod- 
ucts. 


MILLWORK, paint department and 
floor sander rental are among diversi- 
fied products and services offered here. 


J. H. McLENNAN, president of the 
firm, and son, Keith, general manager. 


RUBBER TILE in decorative patterns 
is combined with attractive display of 
mirrors and medicine cabinets. 


Helping the Home Owner With His Building Problems 


Canadian firm is boosting its volume by providing spe- 


cialized materials and services for the consumer customer. 


Helping the home owner has 
become an increasingly impor- 
tant aspect of The J. H. Mc- 
Lennan Lumber Company’s 
business in Port Arthur, Ont., 
since this organization remod- 
eled its display room and 
offices two years ago. 

Consequently, this firm as 
the result of the foresight of 
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J. H. McLennan and his son, 
Keith, the general manager, is 
well equipped to provide the 
home owner with the materials, 
tools, even the labor for some 
of the specialized repair and re- 
modeling jobs about the house. 

With credit and building ma- 
terials restrictions ahead of us, 
closer cooperation with the 


March 


home owner in providing the 
materials and advice for the re- 
modeling work he has in mind 
is sure to become more impor- 
tant for both Canadian and 
States-side dealers. 


Easy Financing 


Easy budget terms (see ad) 
is among the services offered by 
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the McLennan Company. The 
firm will gladly estimate a re- 
modeling job, recommend reli- 
able contractors, or in the case 
of floor or wall tile jobs, pro- 
vide the necessary labor itself. 


Contract Tile Jobs 


Ordinarily the firm does no 
contract work, but these tile 
jobs are an exception since con- 
tractors have shown a reluc- 
tance to handle such small 
jobs. Four men in the office, 
besides Keith, are qualified to 
estimate remodeling jobs. 
These jobs, along with general 
building materials and_serv- 
Ices, are advertised regularly in 
the Port Arthur Chronicle, usu- 
ally in sizable display space, 
using manufacturers’ mats and 
a cartoon character featured 
by a national advertising serv- 
ice specifically for building ma- 
terials dealers. In addition to 
newspaper advertising, the 
firm has been taking radio time 
for spot announcements for the 
past five years. It also takes 
space occasionally in a Finnish 
newspaper. 


Large Windows Installed 


Located on one of Port Ar- 
thur’s busy streets, not half a 
dozen blocks from the center of 
the city, The J. H. McLennan 
Lumber Company made the 
Most of its location when it re- 
modeled by installing large dis- 
Play windows which are kept 
lighted at night. The com- 
pany’s name and paint sign are 
heon-lighted and two shadow- 


box type windows on either side 
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WALLPAPER DISPLAYS (storage beneath) is part of in- 
terior decorating service offered by, McLennan’s. 





price marked. 


50 THAT INSIDE JOB NOW/ 


ON EASY BUDGET TERMS 


With Low Monthly Payments 








ATTIC or BASEMENT ROOMS 


Select easy-to-app'y materials from our com- 
plete stocks. Do the work yourself or we will 
recommend reliable contractors. 


@ LUMBER @ PLYWOODS 
@ WALLBOARD @ MILLWORK 
@ FLOOR TILE @ INSULATION 





As Little $6. 00 PER ‘MONTH will Finance 
As e the Average Improvement. 


ARMSTRONG'S 
ASPHALT TILE 
Gives a durable dampproof floor in base- 


ment or ground floor rooms. Large range 
of attractive colors. 8 PER 
Cc TILE 


as low as . 
COLOR WALL TILE 


New, sensational Metal Wall Tile for bath- 
room and kitchen. Comes PER 
tn 10 attractive colors SQ. FT. 





PAINTING SUPPLIES 


DULUX—The Super White Enamel. Starts 
white. Stays white. 

Per quart caoese $2.90 
SPEED EASY—Soft pastel shades for living 
cooms, bedrooms and halls. Wash- $1 35 
able, fast drying. Per quart ............ ° 
BRUSHES—Pure bristle brushes in all 50c 
all sizes from 1 in. up. Priced from 





NEW KITCHEN 


Choose from our complete display of mod- 
ern cabinet units and kitchen hardware. 
Priced to suit your budget. 

@ CABINET @ FLOOR TILE 


UNITS @ CABINET 
@ WALL TILE HARDWARE 





FREE ESTIMATE ON ALL YOUR 
BUILDING REQUIREMENTS 


SHIM Lennan se 


ae LUMBER COMPANY 
7 PORT ARTHUR © PHONE 5-5453 














TYPICAL AD featured budget terms 
and diversified products found in the 
store. 


of the entrance are also lighted. 
These windows are used for 
paint and insulation displays 
and similar products that can 
be displayed in a relatively 
small area. 


HARDWARE, both builders’ and cabinet, are shown on 
this sloping cabinet with storage beneath. Every item is 


Many Products Featured 


The varied products dis- 
played inside the store bear out 
the firm’s slogan: “Everything 
in Building Materials.” These 
items include builders’ and 
cabinet hardware; asphalt and 
rubber tile; ice refrigerators; 
kitchen cabinets; paint—the 
firm pioneered in paint in this 
area—and brushes; wallpaper; 
bathroom cabinets and acces- 


sories; insulation, millwork, 
roofing, shingles, coal and 
wood. 


McLennan’s interior decorat- 
ing department is headed by 
Robert Hughes, who has had 
speciilized training in paint 
and wallpaper schools and who 
has worked with painting con- 
tractors. Tom Zegil is the tile 
man and Don McKay is the out- 
side salesman on industrial ac- 
counts. 


50 Years of Service 


J. H. McLennan, who is ap- 
proaching a half century of 
service in the lumber business, 
started as a youth loading lum- 
ber on a schooner, working 11 
hours a day at 10c per hour. He 
is a past president of the Port 
Arthur-Ft. William Kiwanis 
Club and a past district gov- 
ernor of that service organiza- 
tion. 

Until the firm remodeled, 
about 50% of the firm’s busi- 
ness was with contractors, but 
the added items have changed 
the sales picture until about 
75% of the volume is with the 
home owner and small cus- 
tomer. 
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THIS OWNER-BUILT HOME valued at $15,000 was built 
almost entirely by a young woman medical technician. 


a 


tag 


Rca mat: 


The ranch-style plan includes three bedrooms with space 
for an additional room upstairs. 


Nice Profit Margin in Build-It-Yourself Business 


There’s “gravy business’, says this Cleveland dealer, in providing 
materials and construction advice to people who build their own homes. 


“We wanted more volume 
business at retail sales mar- 
gins,” declared Leonard Yarus, 
general manager of United 
Lumber & Millwork, a division 
of United Sash & Door Co., 
Cleveland, Ohio. 

“And we found the answer, 
so far as it’s possible to solve 
anything with today’s skyrock- 
eting prices, in “The Rancho 
United.’ It’s designed to meet 
the needs and desires of those 
families not in a position to 
buy the smaller GI homes, and 
willing to roll up their sleeves 
on a ‘Help Yourself’ program 
that pays big dividends to the 
owner-erector.” 

“More than 80% of our pros- 
pects selected the three-bed- 
room type of floor plan,” 
added Morris (‘Morrie’) Schrei- 
ber, genial salesman in charge 
of the Rancho promotion. 
“They all wanted a large liv- 
ing room combined with a din- 
ing area that gave direct access 
to the kitchen. 

“We learned the hard way, 
sitting down and talking with 
prospective customers, study- 
ing their needs and trying to 
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fit something they could afford 
into a pattern that would also 
satisfy their dreams of home 
ownership. 

“Our former market in the 
owner-erection field, the 20’x20’ 
cottage that folks used to build 
for summer living, has appar- 
ently dried up. Smaller homes 
are all going GI, and the low 
down payment makes it easy 
for the veteran to buy. But lots 
of families can’t or won’t go 
along on that basis. They want 
a larger home, or more of a 
chance to express their own 
personal ideas than is possible 
with the mass building custom- 
ary under the GI deal. 


Building Advice Available 


“We have learned,” Morrie 
continued, “that these people 
are pretty rugged—they have 
an awful lot of plain old- 
fashioned persistence, to keep 
on plugging away evenings and 
week ends for months. We give 
them continuous cooperation 
and assistance throughout, do- 
ing mostly an educational job 
of teaching construction meth- 
ods, lumber dimensions, and so 


on. It pays off, too, because 
these customers are always in 
need of more materials, as they 
improve their places. The good 
will we create helps to keep 
the cash register ringing as 
they bring in their friends and 
neighbors for more lumber.” 

The actual floor plan of the 
Rancho has been modified from 
the basic 3-bedroom home. A 
wide variety of other plans 1s 
available for the prospect to ex- 
amine before making a final de- 
cision. The first requirement 
to be met is ownership of a 
free and clear lot. Financing 
is handled through a loca! sav- 
ings and loan bank which 
specializes in this type oi con- 
struction loan. They have had 
excellent experiences with own- 
er-erection loans in the past 
and welcome this business. Un- 
fortunately that is not true of 
other banking institutions with 
the result that financing some 
times becomes a difficult prob- 
lem. 

The loan has been arranged 
on a no-down payment basis but 
the majority pay from 10% 10 
20% downwithcontract. | nited 
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MISS MARIAN POTTS is shown put- 
ting the finishing touches on the home 
she built. 


Lumber acts only as interme- 
diary in the transaction, re- 
ferring prospective customers 
to the loan office for approval 
or rejection. The loans will 
vary depending upon many fac- 
tors—location of lot, ability to 
pay, credit standing and oth- 
ers. Usually terms up to 15 
years are available. 

Much depends also upon 
whether the owner wants Unit- 
ed to supply material only or 
to erect the shell. The firm al- 
Ways insists upon having a 
foundation installed first. Unit- 
ed will then erect the shell, hav- 
Ing its own carpenter foreman 
(engaged on a contract basis) 
take charge of construction. In 
this case, the bank makes pay- 
ment to United Lumber upon 
completion and inspection of 
the shell. The owner carries on 
himself from that point. 

If only material is to be sup- 
plied, lumber is sent out to the 
Job as required, and United 
bills the bank immediately, re- 
telving its remittance at once. 
























Advertising Promotion 


“We have worked out a rath- 
& splashy type of advertising 
or this particular deal,” Mor- 
Ne continued. “It shows a 
sketch of the house (we've 
found sketches bring more 
‘alls than photos), floor plan 
and price, with a minimum of 
Wordage. Calls are then fol- 
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Here is the Ranch Style Home you've dreamed about. 3 bedrooms, all 

on one floor, large living room, 25’6”x 12’6”. Ample Closet Space. 
Thousands of people do. Rancho United offers you a home you 
will be proud to own. Price includes: All lumber, and finish 
inside and outside, with oak floors, beautiful birch interior 
doors, plaster board cr rock lath. Double construction through- 
out. Plans furnished. FINANCING ARRANGED. 


BUILD YOUR OWN HOME! SAVE THE DIFFERENCE! 


wt QANeH Curren! 






FULL SIZE. 
= *268 
2 AS 


LIVING & MING Re. 
BR, 25'6"'x! 2'6" 
all an a 


NEW LOW 
PRICE 


$3095 


DELIVERED 
To Your Lot 




















UNITED LUMBER & MILLWORK 


DIV. UNITED SASH & DOOR 





8111 KINSMAN 


MI 1-7121 


NEWSPAPER ADS like these draw telephone queries which are followed up 
with a direct-mail piece specifying materials. 





lowed up by a form letter list- 
ing in detail the materials to be 
furnished at the quoted price. 

“Everyone wants a_ good 
home but it sometimes takes a 
family years to accumulate 
enough cash to get started on 
this program. We’ve had them 
come in with the ads that we 
ran as much as two years ago.” 

The form letter gives the 
prospect a very clear picture of 
materials to be furnished. They 
include all framing lumber, 
based on 16” on center con- 
struction practice, all windows 
and outside doors, sheathing, 
210-lb. asphalt shingle roofing, 
red cedar siding, subfloor and 
room partition materials as il- 
lustrated in the floor plan. 
Blueprints are furnished free 
of charge and deliveries made 
within a radius of 35 miles 
without extra charge. 

One of the problems dealers 
will face in handling this type 
of sale is the proverbial waste 
of materials due to errors in 
construction by the amateur 
builder. The boys at United 
Lumber warned that material 
lists must be figured generous- 
ly at the start to allow for 
waste, otherwise dealers are 
likely to find themselves in- 
volved in endless arguments 
over tally counts. The main 
thing is to stay with the cus- 
tomer despite the usual head- 
aches and heartaches that ac- 





company every home building 
project. Let the owner know 
that he can call upon your firm 
for free advice and technical 
“know-how” whenever neces- 
sary. He will remember and 
reward you for it in time. 


Many Types of Customers 


United’s experience shows 
that all types of people are 
interested in this method of 
construction. Farm people, 
craftsmen, business people, 


_white collar and factory work- 


ers—there’s no telling in ad- 
vance what kind of person will 
reply to the ad. The home il- 
lustrated with this article was 
entirely completed (United 
built the shell) by a slip of a 
girl named Marian Potts, who 
weighs about 100 pounds and 
had absolutely no knowledge of 
building before she began work- 
ing with the Rancho plan, ac- 
cording to Morrie Schreiber. 

United Lumber still depends 
for its greatest volume of busi- 
ness on the regular home build- 
er, of course. That’s the bread 
and butter of any lumber deal- 
er, often the meat and potatoes, 
too, points out Mr. Yarus. 

“We consider our ‘Rancho 
United’ business the gravy—it 
sweetens those lean builder 


margins into a pretty satisfy- 
ing profit figure when the books 
are closed each year.” 


99 


POINTERS 





OBSTACLE RACE 


POOR HOUSEKEEPING occounts for - 
slipping, falling and tripping accidents 


Reproduced by courtesy of the Industrial 
Indemnity Company, San Francisco. ' 


This Window Sells Insulation 


Five contracts for rockwool in- 
sulation for new homes were figur- 
atively pulled out of two goldfish 
bowls within two weeks by the 
Ralph V. Edwards Co., Duarte, 
Calif. The two golfish bowls, one 
protected from the rays of a 250- 
watt heat lamp by a four-inch layer 
of rockwool and the other unpro- 
tected, were displayed in the firm’s 
window. 

The water in the left-hand bowl 
is so hot that steam can be seen 
rising while the bow! on the right, 
protected by the insulation, is filled 
with live goldfish and water plants 
for the temperature remains at a 
comfortable 70 degrees. 

Props for the display consist of 
two tables of the same height in 
which circular holes have been cut 
and in which the fishbowls rest. 
Two heat lamps were placed at the 
same distance beneath the bowls. 
Earl Edwards, partner of the firm, 
feels that the display is particularly 
effective because in the Duarte 
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area, the value of insulation for 
protection from summer heat is 
even more important to residents 
than for reducing fuel bills in 
winter. 

The extreme brilliance of the 
light from the heat lamp, so much 
brighter than other window dis- 
plays along the street, attracts a 
great deal of attention, and the 
goldfish swimming in one of the 
bowls holds the interest of passers- 
by long enough so that the sales 
message can be absorbed. 


The Salesman's Corner 


WHENEVER your’ customer 


expresses interest in a competitive 
product, make that your cue to talk 
your own points of difference UP 


. . . instead of talking the other 
fellow’s points of difference DOWN. 
Make it your cue to “plug” instead 
of “club.” To appreciate why that’s 
good policy, think back to the days 
when you were a boy and used to 
heave clubs at apple trees when no 
one was looking. 

If that picture from the past 
comes back to you clearly enough, 
you may remember this significant 
detail of it: The most clubs always 
tended to pile up beneath the best 
trees! 

Your customer, being a smart 
cookie, has learned to apply that 
same cause-and-effect principle to 
the forming of his purchasing 
judgments ... learned that selling 
time spent clubbing a competitive 
product is usually in direct propor- 
tion to the salesman’s respect for 
that product and his FEAR of it. 

So you risk weakening, rather 
than strengthening your case, when 
you handle a competitive situation 
like this: 

“I’m surprised that a smart 
buyer like you would even Con- 
sider such an outfit! I could stay 
here all day telling you what’s 
wrong with their stuff.” 

That’s not the way a skillful 
salesman operates. When he hears 
a customer express interest in a 
competitive product, he handles the 
issue... like this: 

“T can understand your interest 
in that unit. It’s a good one, but 
certain features of our own product 
make it better to buy. Let me tell 
you about them!” 

That’s one way to spend your 
time when you’re bucking competi- 
tion. Spend it plugging your own 


product instead of clubbing your 
competitor’s. 

This month ... all month... 
apply that strategy to the solving 
of your own competitve problems, 

And don’t be afraid to apply it 
in a spirit of generous concession. 

Concede that your customer isn’t 
stark raving mad in his enthusiasm 
for the other fellow’s product. Con- 
cede that the other product has 
several good features .. . has many 
of ‘them in fact... perhaps enough 
to rate 49 counts on a 100-point 
score sheet as against your 51. 

Such concessions, you will dis- 
cover, only increase your beliey- 
ability when you proceed to the 
plugging of your own side of the 
score sheet ... will help you sell 
with 51 per cent just as surely and 
vigorously as if your margin of 
competitive superiority were over- 
whelming. 

Make no exception to the applica- 
tion of that strategy this month. 
If you do, each reversal of that 
strategy will mean you are cutting 
off your own nose... in order to 
spite your competitor’s face! 


—Richard C. Borden 
The Dortnell Corp. 


Another Door Display 


Robert Sash and Door Company, 
Chicago manufacturer and whole- 
saler, uses this clever idea for dis- 
play doors. A receding series of 
door frames—or to be more exact, 
a series of jambs installed in one 
super-wide frame—gets successive 
ly smaller. 

The width of each opening }s r& 
duced by one standard door siz. 
Successively smaller door s.mples 
are then hinged one after the other, 
with a small rubber bumper sep 
rating one door from another. 
When all the doors are closed, the 
display looks simply like an & 
trance into another room. 


ff 
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Here is the new plan book, “Re- 
search Designed Homes—Living 
Units,” published by National Plan 


ples and improved building tech- 
niques based on an architectural 
investigation in house design re- 








Service, Inc., Chicago, and tailored cently completed by the Small 


















d for mass distribution to the public Homes Council, University of Illi- 
if through retail lumber dealer chan- nois, under a research grant given 
r- nels. This book differs from the to the University by the Lumber 

crdinary home plan book, in that Dealer’s Research Council. Many 
a- it introduces a new concept of of the homes are shown in attrac- 
h. planning with pre-designed living tive colors and are planned with 
at units. (See article, “Something and without basement. Attractive 
ng New in House Design,” February alternate exterior and_ interior 
to 10, 1951, issue of AL&BPM, page views are also shown. 

76.) In designing these homes, the 
len The select group of homes il- new concept of planning with pre- 
“D, lustrated in “Research Designed designed living units is employed. 

Homes” results from a practical In addition, the various unit plans 





application of construction princi- (Continued on page 138) 











Feature GABRIEL 
BASEMENT WINDOWS 


Home owners prefer these outstanding windows because they're so 
easy to operate. . . A mere finger-touch will open them. . . Exclusive 
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a side-arm locking detail which locks the window automatically adds 

dis- convenience. . . Top or bottom opening provides any desired amount 

a of ventilation. . . These and other modernized features, plus tradi- 

xact, tional high quality, make Gabriel Basement Windows the best buy 

| on inthe window field and the most profitable for you to sell... Available 

iad in popular 2-light sash of modular dimension. . . SOLD THROUGH - 

-< ye: fy DEALERS ONLY. a 

B 2 Write for catalog A showing complete line of home-building specialties. pei MST 
—- National Sales Representatives: HARRIS, Inc., 200 E. Long St., Columbus 15, Ohio PRODUCTS 


He" mem eret STEEL’ COMPANY 
n et /3700 Sherwood, Detro/t /2, Mich. 


BuiLpinc Propucts MERCHANDISER 


AMONG THE DEALERS 





OFFICERS OLD AND NEW at the 61st annual meeting of the Illinois Lumber 
& Material Dealers Association, Inc. included the men seen in this picture. 
Seated, left to right, Paul Howard Leach, vice president, Leach Bros., Joliet; 
W. Lindley Huff, newly-elected president, Huff & Son, Decatur; John W. McCon- 
nell, retiring president, Dacy Lumber Co., Woodstock. Standing, Henry L. 
Krumm, former president, Elgin; Jack McCarthy, association secretary, and 
John J. Lavengood, assistant secretary and editor, Illinois Building News, 


Springfield. 


Illinois Meeting 


The latest developments in 
building materials and mer- 
chandising practices attracted 
5,536 people to the 61st annual 
meeting of the Illinois Lumber 
& Material Dealers Association, 
Inc., at Hotel Sherman, Feb. 
13-15. 


Attendance figures by classi- 
fication showed 2,176 dealers; 
1,298 exhibitors ; 623 guests and 
439 ladies. W. Lindley Huff, 
Huff & Son, Decatur, succeeded 
John W. McConnell, Dacy Lum- 
ber Co., Woodstock, as associa- 
tion president. 

Regular sales meetings are 
important even for the dealer 
with only five men on his staff, 
Arthur Clifford, The A. W. 
Burritt Co., Bridgeport, Conn., 
declared, urging his fellow 
dealers to hold meetings reg- 
ularly and often. 

Speaking on the _ subject, 
“You Can’t Live on Past 
Glory,” Clifford advised deal- 
ers to paint their own business 
property, install labor-saving 
equipment and place signs on 
their trucks as means of ad- 
vancing their overall operation. 
He urged dealers to advertise 
“regularly and often—advertis- 
ing is cumulative.” 

“We've got the best buy in 
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the world (a home). If we 
don’t keep our customers sold, 
nobody else will,” asserted Clif- 
ford. “We must give good serv- 
ice. If we do, customers will 
return to our places of busi- 
ness time and again. To im- 
prove your service you must 
first improve yourself.” 

Dealers were told to estab- 
lish credit policies and follow 
them through in a talk by J. 
L. Wood, assistant treasurer, 
Johns-Manville. Collection let- 
ters should be firm but courte- 
ous. The opening sentence in 
collection letters spells the dif- 
ference between success and 
failure. 

Other speakers on the pro- 
gram included G. F. Hoppe, In- 
sulite Division, Minnesota and 
Ontario Paper Co., Minneapo- 
lis, and Robert B. Brooks, Jr., 
Roy Wenzlick & Co., St. Louis. 
NRLDA was represented by 
Clyde .A. Fulton, Charlotte, 
Mich., who is serving his first 
term as president. 

Social affairs on the program 
included a Hoo-Hoo concatena- 
tion and banquet and a lunch- 
eon concluding the convention 
session. Luncheon speakers 
were Edward G. Gavin, editor, 
American Builder and William 
J. Salmon, technical editor, 
Building Supply News. 


Michigan Leader 


Walter A. Peacock, Peacock 
Lumber Company, Port Huron, 
is the newly elected president 
of the Michigan Retail Lum- 
ber Dealers Association. The 
annual convention and election 
were held at Civic Auditorium, 
Grand Rapids, Michigan. 


“ 


NEWLY-ELECTED and outgoing pres- 
idents of the Mountain States Lumber 
Dealers Association and their wives, 
left to right: J. F. Scott, 1951 presi 
dent, East Denver Lumber Co., and 
Mrs. Scott; Mrs. Carl A. Wangberg 
and Mr. Wangberg, retiring president, 
Colorado Springs, Colo. 


Mountain States 


Over 1,000 Mountain States 
dealers and their wives at- 
tended the 58th annual convel- 
tion of the Mountain States 
Lumber Dealers Association at 
the Shirley-Savoy Hotel, Den- 
ver, Feb. 7-9. A record number 
of dealers turned out for the 
annual show. 

Speakers included Lym 
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BUILDERS, ARCHITECTS 
EVERYWHERE 


have switched to Merling 


HARDWARE 


FOR SLIDING DOORS... 
EVEN IN THEIR OWN HOMES! 


These, by-passing 
wardrobe doors 
in the home of 
Mr. Lawrence A. 
Schwall, A.1.A., Wil- 
mette, Ill. glide on 
STERLING SLIDING 
DOOR HARDWARE 


earns a 
premium price 
in our locality” 


says L. M. Hurley 
Hurley Lumber Company 
Denver, Colorado 


“Texoak Flooring is the fasting selling flooring 
we’ve ever handled in our four years of selling in 
the Denver area,” says Mr. Hurley. “Sales were so 
amazingly high that we decided to ask a few of 
our customers why they preferred Texoak over 
other brands of flooring. Our customers said: 

‘Texoak has eye appeal’ 

“It’s accurately machined’ 

‘Texoak quality is uniformly high’ 

‘Texoak LAYS straight, STAYS straight’ 
“Our yard gets prompt service from Texoak 


_ Flooring Company no matter what our flooring 
_ needs. Texoak folks know how to make beautiful, 
_ lasting flooring that earns a premium price in our 


locality!” 


‘44 oon FLOORING 
ee Texoak tongued and grooved 
flooring sells because of its 
beauty, because it’s precision 
. machined, because it lays 
straight, and stays straight. 


* di “TEKOAK STAIR TREADS 
Nt tee BING) MAKES SLIDING. DOOR HARD- | | 


WARE FOR — TYPE OF RESIDENTIAL DOOR 


NO. 630 HANGER 


For 14%” By-passing 
\ a le b .. in- 
¥ stall. Low headroom. 
Nien Easy adjustment and 
smooth operation. 


STANDARD DOOR’ FRAME“ ; 
| a ® NO.610 HANGER 
7 , en "| For small 34” doors. 


. N2 630 ‘ od 
TRACK MAY KL if HANGERS 
BE PAINTED ‘a a) 
TO MATCH " “ 
WOODWORK 

OR COVERED mare . NO. 620 HANGER 


WIT! . 
_ MOLD For larger 34” doors. 


Lasting, beautiful warp-proof 
Texoak stair treads and risers 
_ are of top quality Texas oak. 
-. Customers will like the rich 
texture of the wood. 














AK THRESHOLDS 


Scientifically kiln dried and 
machined to a beautiful fin- 
ish, Texoak thresholds are 
made under the same speci- 
fications as Texoak flooring. 


NEW FREE KIT 


g pres . ee al é \ TO LUMBER 
wre | 4 boa DEALERS ONLY 


presi- at 


| and NO. 
neberg 600 TRACK » 
ident, 


5 NO. 642 HANGER 


Bes pocket doors. Fits 
No. 600 Track. 












































Called the Texoak Flooring Sales 

Maker, this kit contains. enough new 

ideas in flooring merchandising to 

DOUBLE your flooring sales — if you 

put the ideas to work. It’s a complete 

dealer advertising program custom- 

made to help you boost flooring 

profits. It’s absolutely free — to lumber dealers only. No 
obligation. Send for your Sales Maker Kit today! 





NO. 876 GUIDE STRIP 
For by-passing doors. 
Eliminates door groov- 
ing completely . . . not 
visible from outside. 


States 
2s at- 
onven- 


INCLUDES 6 HANGERS FOR DOORS OF ALL TYPES 





TEED L/OORING COMPANY 


States | ee ; CROCKETT, TEXAS 


jon at Rush me your new TEXOAK FLOORING SALES MAKER 
Nen- i KIT of tested advertising ideas. | am a lumber dealer. 
2 


umber NAME 
or the 





We Today For Catalog on Complete Line! 
Stefling Hardware Manufacturing Company 


2345 Nelson Street, Chicago, 18, Illinois 


ADDRESS. 








Lynn CITY. ZONE STATE 





MAN O Burtpinc Propucts MERCHANDISER .« 





Hoo-Hoo initiates kittens at Chicago 


Large group of kittens above became full-fledged members of 
HOO-HOO at Concatenation at recent convention of Illinois Lum- 
ber and Material Dealers’ Association, held at the Hotel Sherman 


in Chicago. 


Boyd, member of the NRLDA — 


executive committee and Hoo- 
Hoo Snark of the Universe, 
Pampa, Tex.; Chester C. Kel- 
sey, Asbestos Cement Products 
Assn., who spoke on the sub- 
ject, “Mobilize for Selling’; 
Harvey W. Steiff, sales mana- 
ger, Western Mineral Products 
Co., “Compete or Else.” 
Social features included the 
annual Old Guard breakfast 
with R. E. Nutting as toastmas- 
ter, the annual banquet and a 
fashion show for the ladies. H. 
H. Hast was chairman of the 
convention committee assisted 
by W. K. Barr, L. D. Chase, 
R. B. Ingalls and C. S. Pratt. 


W. Penn. Meeting 


George B. King, Tidioute, 
was reelected president of the 
Lumber Dealers Association of 
Western Pennsylvania at the 
annual convention held Feb. 
7-8 in the Hotel William Penn, 
Pittsburgh. 

M. R. Fetterolf of Johns- 
town and V. L. Smyers of 
DuBois were elected vice presi- 
dents of the association. Offi- 
cers reelected beside the presi- 
dent included S. W. Means, 
treasurer; R. F. McCrea, sec- 
retary-manager, and R. P. 
Greiner, assistant secretary- 
treasurer. 

More than 700 dealers and 
their wives registered for the 
sessions. Speakers’ included 
Thomas F. Troy, president, 
Pittsburgh Chamber of Com- 
merce; C. A. Luce, manager, 
West Coast Lumbermens Asso- 
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ciation; Daniel J. Boone, man- 
ager of the merchandising divi- 
sion, Zonolite Company. 

Speakers at the annual ban- 
quet were Dr. H. Roe Bartle, 
president, Missouri Valley Col- 
lege, Marshall, Mo. and the 
Rev. Laurence H. Hall, rector, 
All Saints Episcopal Church, 
Portsmouth, Ohio. 


Wisconsin Convention 


Wisconsin dealers, especially 
those serving the farm market, 
face a good business year, R. E. 
Nuzum, retiring president of 
the Wisconsin Retail Lumber- 
mens Association, predicted in 
his message at the opening con- 
vention session at the Milwau- 
kee Auditorium, Feb. 20. 

“New farm construction, re- 
pairs, additions and remodeling 
can easily be increased 25% 
over last year’s sales,” declared 
Nuzum. “Under the Good Milk 
program, hundreds of new milk 
houses will be built this year. 
When this is done, many other 
farm improvements will also be 
made. The future is bright for 
Mr. Farmer. He will have tre- 
mendous buying power and 
Wisconsin’s rural retail lumber 
dealer can do a splendid job by 
supporting the role of agricul- 
ture in the defense effort and 
boosting farm production.” 

John N. Hamar of the 
Hamar-Quandt Co., Houghton, 
Mich., a director of NRLDA, 
was elected to succeed Nuzum 
as president. Joseph E. Rich- 
ardson, Sheboygan Falls, was 
reelected treasurer and H. P. 


JOHN N. HAMAR, Houghton, Mich., 
newly-elected president of the Wis- 
consin Retail Lumbermen’s Associa- 
tion, receiving congratulations upon 
his election from retiring president 
R. E. Nuzum, Viroqua. 


McDermott, Milwaukee, was 
reelected secretary. New direc- 
tors are William W. Fuller, 
Milwaukee and Ralph Owen, 
Jr., Menomonie. 


Nuzum warned dealers that 
despite an excellent supply of 
lumber, a car shortage will 
continue to promote a sellers’ 
market. This situation may be 
further aggravated by wildcat 
walkouts. A shrinking civilian 
labor force is another problem 
dealers will have to face. To 
offset these problems, dealers 
were advised to institute edu- 
cational advertising to offset 
negative headlines and damag- 
ing rumors. 


Other convention speakers at 
the 61st annual session includ- 
ed N. F. Lawler, director of ad- 
vertising and sales promotion, 
Nash Motors, Detroit; G. F. 
Hoppe, sales promotion man- 
ager, Insulite, Minneapolis; 
James V. Jones, manager, 
Lumber Dealer Products Dept. 
Armstrong Cork Co., Lancaster, 
Pa.; Dr. George W. Crane, psy- 
chologist, Chicago. L. C. Hart, 
Johns-Manville, New York, 
spoke at the annual Dumb 
Bells’ luncheon on the subject 
“What Impact Communism? 


Social events included «a din- 
ner-dance and Hoo-cat concat, 
banquet and floor show. ‘I wen- 
ty-five kittens were initiated at 
the concat. The concat was at- 
tended by Supreme Jabberwock 
Edwin F. Fischer 41901; Su 
preme Scrivenoter John B. 
Egan 45206 and E. W. Kettle 
ty 29209, past member of the 
Supreme Nine. 
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DIG A HOLE 


TO 


FALL A TREE ? 


Yessir, lumberjacks, with shovels. 


Every spring at Pack River our crews dig down through 4 
or 5 feet of snow so they can cut a tree without leaving a 
stump higher than a tall Indian. Our snows leave late out 
here in the high country where the finest western woods 
are cut and sold . . . but Pack River crews keep the logs 
coming to supply your demands. 


IDAHO WHITE PINE PONDEROSA PINE 
ENGELMANN SPRUCE INLAND RED CEDAR 


FRAMES 

CUT STOCK 
MOULDINGS 
CUT-TO-LENGTH 
TRIMS 


SOLD THROUGH WHOLESALERS ONLY 


REPRESENTING: 


PACK RIVER LUMBER Co. 
SANDPOINT. IDAHO 


NORTHWEST TIMBER CO. 
GIBBS, IDAHO 


THOMPSON FALLS LUMBER CO. 
THOMPSON FALLS, MONT. 


Teletype — Sp. 105 Telephone MAdison 0121 P.O. Box 64 
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Peyton Building 





Buipinc Propucrs MERCHANDISER 


Highest Quality Forest Products Since 1895 


J. NEILS LUMBER COMPANY 


IDAHO WHITE PINE- PONDEROSA PINE 
ENGELMANN SPRUCE - LARCH - DOUGLAS FIR 


MILLS: Libby, Montana and Klickitat, Wash. 


) SALES OFFICES: Minneapolis, Minn.; Chicago, 
ill.; New York City, N. Y. 
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MISS JANE JENNINGS, promotion 
manager, Barney Stewart Lumber, 
Inc., whose work helped win the ad- 
vertising award for the Oklahoma City 
firm. 


Oklahoma City Ad- 
vertising Club’s annual 
award goes to Barney 
Stewart Lumber, Inc. 





ATTRACTIVE BILLBOARD has 
caused much favorable comment. In- 
teresting feature is the workman at 
the left, who goes through the motions 
of sawing wood. 


PUBLICITY STUNT was this piece 


of dimension which seemingly went 
through the display window and only 
cracked the glass. 


Dealer Cited for Excellent 


Advertising 


Barney Stewart Lumber, Inc., 
has won the Oklahoma City Ad- 
vertising Club’s annual adver- 
tising award for 1950. In noti- 
fying Barney Stewart, Jr., that 
his firm had won the award, 
President William R. Baker 
wrote: 

“We of the Oklahoma City 
Advertising Club recognize not 
only the general excellence of 
your advertising, but also that 
you have upheld the principles 
and maintained the high stand- 
ards of advertising practice in 
which we so earnestly believe.” 

Barney Stewart, Jr., one of 
American Lumberman’s Master 
Merchants (AL&BPM), June 
19, 1948, says that a great part 
of the credit for this award 
goes to Miss Jane Jennings, 
the promotion manager, who 
succeeded Carl D. Hadlock, 
called back into service as a 
captain in the Engineer Corps. 

Barney Stewart’s advertising 
program includes newspaper 
advertising, billboards, direct 
mail, radio and special con- 
sumer contests. Radio jingles 
sung to the tune of “Hokey- 
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Pokey” and carrying a Barney 
Stewart advertising message go 
over the air four times daily 
at varying hours. Here’s a 
sample, which like the others, 
sounds a lot better than it 
reads: 


At Barney Stewart Lumber 
39th and May 

The Westinghouse clothes dryer 
Is on display 

It saves you time and worry 
Does your drying in a hurry 
That’s what it’s all about 


II. 


Come out to Barney Stewart’s 
Let us show you how it’s done 
It’s strictly automatic 

Just like plugging in the sun 
You can buy it on a budget 
You never will begrudge it 
That’s what it’s all about. 


A sidelight on the effective- 
ness of Barney Stewart’s adver- 
tising is revealed in a letter 
received from a 13-year-old Ala- 
bamian boy. It reads: 


“While attending the Interna- 
tional Convention of Disciples of 
Christ, I noticed your sign with 
the man sawing lumber. The 


third night of the convention the 
thought came to me that if there 
was a small amount of sawdust 
falling from the plank that it 
would attract more attention 
from the public.” 

“We'd like to use this idea if 
we could engineer the project 
successfully,” says Barney. “Our 
problem is to pipe the sawdust 


in. To all potential Rube Gold-- 


bergs here is the chance of a 
lifetime.” 


Need a Slogan? 


Here are some more slogans 
picked up by American Lumberman 
editors in their travels around the 
country. For a list of earlier slo- 
gans see AL&BPM, June 4, 1949. 


“A Block Away But a Mile 
Ahead.”’—Cowley’s, Olathe, Kans. 
“Service With a Smile.”— 
Wright-Bachman, Indianapolis, Ind. 

“Large Enough to Serve You— 
Small Enough to Know You.”’— 
Williams Builders and Farm Sup- 
ply, Wendell, Idaho. 

“The Home Owners Materials 
Store.”—The Renier Lumber Co., 
Lincoln Park, Mich. 

“Better Materials for Better 
Building.”—Wilcox Lumber Co., 
Dallas, Tex. 

“A Friendly Place to Trade.”’— 
Bridgeport Lumber & Supply Co., 
Bridgeport, Mich. 

“Good Building Materials at 
Reasonable Prices.”—Roy D. Mar- 
tin Lumber Co., Fort Worth, Tex. 

“Lumber from a Piece to a Pile.” 
—Clifton Supply & Lumber Co., 
Louisville, Ky. 

“Building Materials Specialists.” 
—Superior Lumber Co., Inc., Mon- 
roe, La. 

“Complete Building Supplies for 
Tomorrow’s Landmarks.” — Rom- 
ney’s, Salt Lake City, Utah. 

“The Builders Supply House.”— 
The Rio Grande Lumber Co., Salt 
Lake City, Utah. 

“Everything Good in Wood.’— 
Miller & Zeilstra Lumber Co. 
Grand Rapids, Mich. 

Here are some additional slogans 
or business guides: 

“We are not concerned with how 
much our competitors cut ‘heir 
prices. After all, they know the 
value of their merchandise better 
than we do.” ; 

“If You Don’t Know Luber, 
Know Your Lumberman.”—L. W. 
Currier Lumber Co., Manhattan, 
Kans. 

“We Don’t Meet Competition.— 
We Make Competition.” 
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Burn 


PLASTERERS AND 
BUILDERS 
INSIST UPON 


They TOO, FIND THE ADDED ADVANTAGES 
OF CORALUX GIVE ADDED PROFIT AND VOLUME 


CORALUX, Schundler’s latest addition to their line of light- 
weight aggregates was accepted immediately for very definite 
reasons. Lightweight (1/12th the weight of sand) CORALUX is 
superior because, by means of a Schundler development, it is 
annealed. This means that the processing is carried farther than 
for ordinary perlite aggregates to give CORALUX more uni- 
formity in size and grade, greater strength and impact absorption, 
better insulation qualities and increased acoustical value ... and 
CORALUX is fire-resistant, too. Plasterers like CORALUX 
because there are no new application methods to learn... it 
has the workable characteristics of sand and also, CORALUX is 
white, there is no dark under-color to show through, the finish 
coat is applied faster, easier and goes farther. 


Conveniently packaged, there is no measuring, shoveling, sifting, 
freezing, thawing, waste or storage problem. No wonder the 
demand for CORALUX is so great . . . no wonder dealers are so 
happy about the rapid turn-over and profitable sales volume of 
this outstanding, improved perlite plaster aggregate. If you are 
looking for record plaster aggregate sales and want helpful 
cooperation from trained specialists, then a Schundler dealer- 
ship is for you. 
“Annealing Perlite gives CORALUX its 

greater inherent strength. Each honey- 

combed, pearly grain is a maze of 

structural beams and ties which 

absorb stress from all directions. 

Conveniently packaged 3 cu. ft.toa®? 

bag. Bag weighs approx. 22 Ibs. 

Equal amount of sand weighs approx. 

300 Ibs. 


WRITE TODAY FOR DETAILS AND DEALER OPPORTUNITIES — Dept. 1 


FE. S 
i LONG ISLAND CITY,N. Y. 
Plaster & Concrete Aggregate, High Temp Insulation, Mica 


Pellets Insulating Cements, Acoustical Tile, Plastinail Box 
or Fiooring, Limestone, "Fesco" Board 


JOLIET, ILLINOIS 


Buitpinc Propucts MERCHANDISER 


PIRES INE: 
Ceauiy Carel” 


Most Realistic 
of Plastics! 


Here's new magic for sales — 
Prestile's ‘‘Beauty-Bevel’’ Tile! 
More beautiful... thicker... 
stronger...easier application... 


greater wall adhesion. Backed 


ry oN ANoME olaelao MM alolul mol mmalelilolarel| 
é 


acceptance.Get the facts...now! 


DISTRIBUTORSHIPS OPEN! 


PRE Sunive NVNNIVITN@itl tI (emeroy 
5850 OGDEN AVENUE 
CHICAGO 50, ILL. 


PRESTILE MFG. CO., 5850 OGDEN AVE., CHICAGO 50, ILL. 
Yes, we want to learn more about Prestile Plastic Tile. L 


Your Name 


(-] DEALER (_) DISTRIBUTOR (] APPLICATOR 
Clip this memo to your letterhead and mail today 
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YOUR PROFIT-MAKING FORUM 


"Inside'' news 


One of the smartest psychological appeals you can 
use is to render some service that elevates your cus- 
tomers in their own eyes! Some service that makes 
them feel as if they’ve been singled out for special 
attention. 

An excellent way to do this, especially as materials 
become less and less available, is to send out advance 
news bulletins with a strong “Inside Story” flavor, 
to your most important prospects. Bulletins of this 
type should never be long or expensive. Always keep 
them as simple and short as possible to convey the 
impression that this is “hot” news you have just 
received, and are releasing to valued customers for 
their special guidance. 

The way to invest advance news releases with an 
air of importance is first to send them out only when 
such news warrants special attention. Second, always 
stick to one topic in each release. Third, cover it in 
one, or at the most two short paragraphs. Fourth, 
to cut costs—make your’news sound confidential— 
and make your prospect feel important, send each of 
your “Inside Stories” out on memorandum-type paper 
headlined “From the Office of the President:” 

Because most people don’t expect to receive memo- 
randa from company presidents, they invariably re- 
spond with a feeling of warmth and friendship toward 
the firm whose president singles them out for this 
special attention. Moreover, it is something they re- 
member because it isn’t every day they receive a 
letter from a company president. 

Remember this big “plus,” too. There’s something 
about the word “President” that always commands 
special interest and high readership—so always get 
it right up at the top—in good-sized letters that im- 
mediately register. And conclude your “news flash” 
with the signature of your yard president, his title, 
and underneath the name and address of your com- 
pany. 


. . . what to convey 


The purpose of advance news bulletins is-to sell 
your best prospects on an idea rather than a specific 
product or job... the idea that you are the one to 
turn to for all building needs at all times. 

There are three ways to do this. By selecting 
“news” that clearly shows you have your prospect’s 
special interests and needs at heart. By creating the 
impression that you are making an extra effort to 
keep old and valued customers well posted. By con- 
veying the idea that you are particularly anxious to 
give them helpful service and wise counsel in these 
difficult times. 

The big thing to bear in mind is this. Inside in- 
formation is always valued even though the man 
receiving it may not be able to put it to immediate 
use. 

For example, a man may neither need nor want 
a new roof at the time you warn him that roofing may 
be going up in price three months hence. But the fact 
that you keep sending him advance information on 
such things creates the strong impression that you 
are a dealer who protects his customers—can serve 
him best—are the one to turn to first for all building 
needs. 


by Norm Advertising, Inc., New York, N. Y. 
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. . « how to convey it 


Remember, advance news bulletins and newspaper 
advertising are two distinctly different tools desiyned 
to do two very different jobs. While weekly newspaper 
advertising is essential to inform your entire public 
——and keep them informed on a current basis —ad- 
vance news bulletins convey the impression of special 
service to particularly valued customers. 

And just as your newspaper advertising is needed 
to do an immediate hard-selling job on specific services 
and products, advance news bulletins are an impor- 
tant supplementary tool in selling people on coming 
to you first for everything. Properly used, each 
strengthens the other. 

Since your advance news bulletins are to sell people 
on an idea rather than a specific product, a simple, 
dignified, straightforward statement of fact is your 
best strategy. In other words, nothing suggestive of 
high pressure; because you want to convey the impres- 
sion that you are protecting your customers, not 
trying to rush anyone into panic-buying. 

Plain, unvarnished facts presented honestly by the 
president of a company are above reproach—and 
deeply appreciated by all those whom they seek to 
help and protect. Advance news bulletins can do a 
wonderful job if they state the facts objectively and 


unemotionally; and are backed with equally factual 
reasons why. 


. . . ideas, sample copy 


Excellent -subjects for advance news releases are 
the need for planning ahead and coming changes in 
regulations, prices, and shipments of materials. The 
note to strike is one of reassurance and helpful guid- 
ance. For example: 


FROM THE OFFICE OF THE PRESIDENT — 


“As a special service to old and valued customers, we 
are sending out advance news releases to help them save 
wherever possible on the cost of home repairs. ot 

“I have just received word that on May Ist, the cost 
of XYZ Roofing is to be increased due to an increase in 
labor costs. However, there is still time to save $ 
per sq. ft., if you make plans to re-roof now. To be on 
the safe side, it might be well to call our Mr. Howland 
and ask him to give you an estimate at no cost. 


Signed: Jason Young 
Jason Young Supply Co. 
247 South St., Winston” 


Another example is this brief paragraph: “To 
protect you and your family in the coming months, 
we wish to advise you that the services of skilled’ 
roofing and siding applicators are becoming less and 
less available due to the draft. If your siding and 
roofing are in need of repair or replacement, I suggest 
that you make plans within the next two months, 
while adequate labor is still available.” 

Still another example is this one: “We have just 
received word from the manufacturer that a <pecial 
shipment of XYZ Insulation is on its way. Since 
these shipments have been slower and slower tv come 
through due to urgent defense production, | am 
happy to announce that many of our customers cal 
now complete plans to insulate with this top-uality 
material at no increase in cost. If you would like 4 
free estimate, phone our Mr. Peters today.” 
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SPECIALIZING IN 


PONDEROSA PINE 
DOUGLAS FIR 
REDWOOD 


e LUMBER 
MILLWORK 
MOLDINGS 
SIDING 
BRele)ativle: 


a J.Silhernagel 


GENERAL OFFICE 


: Ss. Michigan Ave.,- Chicago 3, Ill. 
x Telephone RAndolph 6-0540 





Buitpinc Propucts MERCHANDISER 


Lodgepole Pine as produced by the member 
mills of the Western Pine Association is a top 
quality wood. It is very close to the Western 
Pines in weight, strength and texture. It is ver- 
satile in its uses—machines to smooth, satiny 
surfaces, and is easily worked. 

Lodgepole Pine is a fine siding material. 
Its insulation qualities make it ideal to use for 
sheathing, subflooring, and roof decking. For 
architectural woodwork and paneling, which 
demand high dimensional stability, and good 
paint and stain holding qualities, Lodgepole 
Pine may be specified and used with confidence. 


For more information about Lodge- 


pole Pine send for free illustrated 
Facts Folder. Address 

WESTERN PINE ASSOCIATION 
Yeon Building - Portland 4, Oregon 


THESE ARE THE | Idaho White Pine, 
WESTERN PINES | Ponderosa Pine, Sugar Pine 


THESE ARE THE Larch, Douglas Fir, White 
ASSOCIATED | Fir, Engelmann Spruce, 
woops | Incense Cedar, Red Cedar, 
Lodgepole Pine. 


WOODS FROM | THE WESTERN PINE REGION 


ASAINGTON 


WELL MANUFACTURED 
2 THOROUGHLY SEASONED 
: i | mw MEXICO : CAREFULLY GRADED ” 
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It's the Follow Through 
That Counts 


Interesting indeed were the figures 
in one of Martha Nowels’ articles in 
AL&BPM revealing how manufac- 
turers handle inquiries received from 
their national advertising. It has 
been our observation that many ads 
are much better than the follow-up 
although it is the latter that really 
makes the expenditure pay off. Miss 
Nowels points to a weak link in the 
distribution chain . . . a costly defect. 
Much time, thought and money are 
spent in the preparation of the ad- 
vertisement but little on what hap- 
pens after the reader has become 
interested in the product. 


. .. Advertising creates inter- 
est but often fails to produce 
effective action on the part of 
the advertiser. 


Cooling Off Period . 


The prospective customer who takes 
the trouble to write the advertiser 
for information has plenty of time 
to cool off according to the survey 
mentioned in the above paragraph. 
Only 11 percent of the manufacturers 
gave the name of their nearest dealer 
to the prospect and in 81 percent of 
those cases the dealer did not get the 
inquiry until it was more than 30 
days old. 


... The better the advertise- 
ment, the greater the disap- 
pointment when it is not backed 
up with prompt service. 


"Not Supposed to 
Make Sales" 


The oft-repeated assertion that na- 
tional advertising is “not supposed to 
make sales” raises the question of 
what its function may be. When it 
first creates interest because of the 
quality of the presentation and then 
disappoints the prospect because of 
the lack of effective follow through, 
the end result is what will be remem- 
bered. All of which causes us to 
ponder the fact that bad impressions 
certainly cost a lot of money. 


... “Here It Is” read the ads. 
“Try and Get It,” says the 
follow through. 


Good Work! 


Recently we wrote for a free book- 
let which was offered in a double page 
spread in the Saturday Evening Post. 
Within three or four days we received 
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MERCHANDISING CLINIC 





it together with a-brief, friendly let- 
ter thanking us for our interest and 
expressing appreciation because we 
had taken the trouble to ask for in- 
formation. Said the letter in closing: 

“We are glad to advise there are 
several fine stores handling our prod- 
uct in your city. If you will look in 
the classified section of your tele- 
phone book under the name of our 
product you will find the names, 
addresses and phone numbers of our 
distributors. We are sure any of 
them will serve you promptly but 
if such is not the case, won’t you 
please let us know.” 

It didn’t take us long to become 
the owner of the product. 


..- Ads are never profitable 
unless they do a complete job. 


Why National Advertising 


Fails 


In Miss Nowels’ survey she found: 
(a) that only 11 percent of the na- 
tional advertisers gave the name of 
their nearest dealer; (b) 34 percent 
used letters in sending booklets re- 
quested and only 29% of them used 
any kind of a salutation; (c) 50 per- 
cent merely sent the material re- 
quested and let it go at that. 


"What's Wrong About 
That?" 


We called these figures to the at- 
tention of a friend whose company 
spends a sizable amount for national 
advertising. He handed them back 
with a so-what gesture. 

“What’s wrong about that?” he 
asked. 

“Plenty” was our reply. However 
we didn’t take time out to follow 
through with further opinions. It 
would have been useless. If the na- 
tional advertising is merely intended 
to “create a background of interest” 
or to “develop public acceptance” 
if/when the prospect finally comes 
across the product, or if it is used 
(as is often the case) to satisfy the 
ego of the manufacturer ... then it 
doesn’t make much difference what 
kind of a reply the inquirer receives. 


. . . Every link in the distri- 
bution chain must be strong. 


Many Steps Up the Ladder 


‘Think of a sale as a transaction 
that takes place atop a long ladder. 
Rungs: national advertising, effective 
follow-through on inquiries, efficient 
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distributors, local advertising—news- 
paper, direct mail, signs, display, 
salesmanship. These, and many more 
rungs, will be found in the ladder 
that takes the prospect from indif- 
ference to an interested purchaser, 
Quite a climb! 


"Build It Yourself" 


While we are on the subject of ad- 
vertising let’s pause momentarily and 
consider the “pull” of a full page ad 
in the same issue of AL&BPM which 
featured a book, “Your Dream Home 
—How to Build It for Less Than 
$3,500.” Plenty of appeal in that 
title! The ad says that nearly a mil- 
lion copies have been sold. Certainly 
“do it yourself” added to the power 
of the pull. And why not? How else 
can many of tomorrow’s families ac- 
quire a home of their own? 
















A 











..- Home parts are getting 
larger and easier to put to- 
gether. 







5000 Copies! 


Another thing that interested us 
greatly in the “do-it-yourself” ad was 
the fact that so many copies are being 
sold by lumber dealers. The price is 
$3.95. Says a well-known lumber 
dealer in New England: “No matter 
what type home he wants to build, 
every amateur home builder needs 
your book. Please quote price on 5000 
copies for my area.” Not many book 
stores ever had an inquiry like that! 















. . Selling the know-how isn’t 
a bad idea especially when it 
leads to selling the materials 
too. 









Worthwhile Achievement 


There must be a lot of satisfaction 
in building your own home. We've 
watched one take form slowly a few 
blocks from where we live. It took 4 
long time to dig the basement and 
haul the excess dirt away in a rented 
trailer but the house finally was e 
closed before cold weather set lm. 
Work proceeds at a leisurely pace dur- 
ing the winter months. Come spring 
and it will be ready for occupancy 

. as fine a small home as there 
is in the entire area and built by 4 
industrious individual in his 
time. That sort of undertaking really 
adds up to a worthwhile achievement: 
Wish we had the ability, ani what 
ever else it takes, to do the same 
thing! 
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1 Montgomery Street 
SAN FRANCISCO 4, CALIF. 
DOuglas 2-2060 * Teletype SF 531 
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OREGON - AMERICAN LUMBER CORPORATION Vernonia, Oregon 
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WESTERN WHOLESALERS 
STRIVING TO 
KEEP YOU SUPPLIED 


With their many mill contacts up and 


down the coast, these Western 
Wholesalers are doing their utmost 
to fill your needs from their various 
centile mill connections. If one 
doesn't have the right stock, another 
probably does. When you need West 
Coast lumber contact these leading 
Western Wholesalers. 





564 Market St., San Francisco 4, Cal. 
MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 
WESTERN LUMBER MERCHANTS 
Eastern Office 4 Warehouse: 

THE C. A. MAUK LBR. CO., TOLEDO, O. 


Joseph A. Adair Lumber Co. 
520 S. W. Sixth Avenue 
Portiand 4, Oregon 


Carl E. Lumber Co., Inc. 
1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. 


PINE SPECIALISTS 
Main 6954 Riverside 4335 


CURTIS LUMBER COMPANY 
613 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: PD572 

















Duncan Lumber Co., Inc. 


818 Securities Bldg., Seattle |, Wash. 
Specializing in Fir Gutter, all sizes and patterns. 


Morrill & Sturgeon CuonstuRe) 
Lilies te 


YEON BLDG., PORTLAND, ORE. 


Pacific National Sales Co. 
West Coast Lumber 


P. O. Box 1587, Tacoma 1, Wash. 
ALEXANDER LUMBER CO. 


814 Securities Bidg., Seattle 1, Wash. 
RAIL SHIPPERS @ WESTERN FOREST PRODUCTS 
Specializing in Western Red Cedar Siding 
Telephone MUTUAL 2606 TWX SE 532 


WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 
SPOKANE - - - WASHINGTON 


Our 3lst Year 



















WHAT’S NEW 








“Peps”—or Plan, Equip, Promote 
and Sell—is the theme of a 20-page 
booklet just published by the Wes- 
tinghouse Electric Corporation’s Bet- 
ter Homes Bureau as a guide for 
builders and contractors. “Electrical 
Planning for the Modern Home,” 
through photographs, diagrams and 
sketches, provides the builder with 
numerous ideas that will help to 
make his new house a more attractive 
package to the prospective buyer. The 
booklet is an effort to acquaint build- 
ers with the latest advances in home 
design, as well as how to point out 
their many advantages to prospective 
clients. Among suggested sales fea- 
tures that the alert builder can in- 
corporate into his house are electric 
heating for the bathroom and other 
parts of the house; planned lighting 
that combines utility with distinctive 
beauty; wiring adequate for today’s 
and tomorrow’s needs; and built-in 
health features. For copies of the 
new booklet write Westinghouse 
Electric Corporation, Better Homes 
Bureau—AL, P. O. Box 868, Pitts- 
burgh 30, Pa. 


Farm Drainage Handbook, a 48- 
page booklet, covers virtually every 
phase of drainage practices—govern- 
ment aid, proper drainage, under- 
drainage, planning of mains, outlets 
and laterals, trenching, designs, typ- 
ical installations and numerous tables 
of measurements. Designed to an- 
swer your drainage questions, this 
comprehensive booklet is available 
at no charge and without obligation 
upon request. Write The Bowerston 
og Company, Dept. AL, Bowerston, 
io. 


A profusely illustrated manual de- 
voted to %” Architectural Grade 
Weldwood Plywood, has just been 
published for architects by United 
States Plywood Corporation. It pro- 
vides a wealth .of valuable reference 
information in a single, easy-to-read 
source—virtually a complete “short 


and uses of architectural grades of 
plywood. The brochure with text, 
photographs and line drawings de- 
scribes the most popular types of 
architectural plywood and _ veneer 


course” in the types, characteristics : 


Products .... Sales Aids... . Literature 


cuts, types of veneer matchiny, how 
to make corners, joints, curved panels 
and counterfront layouts and includes 
architectural specifications. Two de- 
tailed charts reveal the availability of 
various woods and the charactcristics, 
origin and length range of thirty-six 
Veneers. The brochure is available 
to architects on request to United 
States Plywood Corporation, Dept. 
AL, 55 West 44th St., New York City. 


DeWalt’s new Tools and Attach- 
ments catalog includes all the DeWalt 
Tools and Attachments presently 
available for its entire line of 39 
models. About 10% of the material 
in the new catalog are DeWalt Tools 
and Attachments that have been 
added since the release of the last 
DeWalt Tools and Attachments cata- 
log. A jig saw, lathe, belt sander, 
Custom Table Top and Safety Saw 
Blade are among the items featured 
in the new catalog. For copy of the 
new catalog, write DeWalt Inc., Dept. 
AL, Lancaster, Pa. 





















































New Dodge Tractor 


More economical performance 
through greater engine power, Im- 
proved brakes, easier steering, and 
stronger rear axles are provided on 
the new B-3 Series of Dodge “Job- 
Rated” trucks. The gross vehicle 
weight rating of the. new JM (2!»- 
ton) C.O.E. tractor ‘pictured 1s 
17,250 pounds, while the gross 
combination weight rating has been 
increased to 30,000 pounds. Write 
Dodge Division, Chrysler Corpora 
tion, Dept. AL, Detroit 31, Mich. 
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The Princess Pat'’ Cabinet 


The “Princess Pat’’ Cabinet, de- 
signed especially for defense hous- 
ing, is the newest member of the 
King Arthur Line. A _ V-Jointed 
knotty pine folding-table cabinet, 
it adds a room to any house. Holds 
complete light housekeeping equip- 
ment for a family of six—table 
will seat six persons. Chrome 
edged—linoleum topped table. It 
is described as being so delicately 
balanced that even a baby can lift 
it. Wrought iron hinges are used 
on lower cabinet doors. Large 
square wooden pulls are recessed in 
shaped circles. Construction is 
riveted for enduring strength. The 
Princess Pat Cabinet occupies floor 
space of 12” x 30” or will recess 
between studs on 16” centers. Cabi- 
net is 85” high—30” wide, 12” 
deep. Table size 28% x 48. Un- 
finished model is shipped with hard- 
ware applied—also linoleum top. 
There is no set-up work. It is all 
ready for finish. Has positive lock- 
Ing action on leg; just snap into 
position. Write Gannon Manufac- 
turing Co., Dept. AL, 1848—18th 
Avenue, Rockford, IIl. 
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Celotex Adds Two New Colors 


Two completely new colors have 
been added to the Celotex line of 
Interior Finish materials—a deep 
toned Blue-Green and Sierra Rose. 
Selection of these colors was made 
only after a nation-wide consumer 
survey was made by Howard Ket- 
cham, Inc., famous New York color 
fngineering firm. Of the many 
colors tested, the two chosen were 
y far the most popular in all parts 
of the country. Celotex Blue-Green 
and Sierra Rose colors are available 
Mm plank and tile, both of which 
have the Celotex “E” joint for con- 
tealed nailing. In view of the an- 
Ucipated increase in remodeling 
activity this year, a series of four 
color advertisements will feature 
Celotex Interior Finish materials 
M hational consumer magazines. A 
Coupon in each ad will offer a new 
full-color booklet packed with home 
feémodeling and decorating ideas 
utilizing the various types of Celo- 
tex Interior Finishes. The coupon 
Will also offer a booklet of ideas 
on business interiors. As has been 
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«.-day-in, day-out dependability 
for the dealer and his customers 


You can always depend on a GREENLEE 22. 
For each of these fine Solid-Center Auger 
Bits is given special care by craftsmen 
through every step of manufacture. 
Each is Induction Heat-treated so it 
will take and hold uniformly sharp 
cutting edges. And each is 
Plastic-Sealed with a heavy 
protective coating to ey 





assure its reaching you 
and the user ‘‘factory perfect”’. 





SOLID-CENTER AUGER BITS 







TOOLS FOR CRAFTSMEN 


a 


STOCKED BY LEADING WHOLESALERS 


FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 
Auger Bits e Expansive Bits e Socket Butt Chisels e Socket Firmer Chisels e Car Bits e Razor Blade 
Draw Knives e. Automatic Push Drills e Spiral Screw Drivers e Bit Extensions e Bell Hangers’ Drills e 


Turning Tools e For complete information on these anc ~ther fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., 2263 Twelfth St., Rockford, Illinois, U.S.A. 
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MORE SALES 





You sell the line that’s priced to make 
customers buy when you sell Famous 
Ladders. Sound construction with 
thoroughly dry, seasoned woods... . 
strong steel braces and hinges... 
smooth, clean finish. These features 
at the Famous low price make sales 

. and satisfied cutomers. There is 
a Famous ladder for every need in the 
home, in industry, commercially and 
on the farm. 


BEST-SELLING FAMOUS LADDERS 


a? 





The SECURITY, a 
top-quality ladder 
at a selling price. 
All hardware fin- 
ished in Chinese 
Red. Other models 
in all price ranges. 


FRUIT STEP lad- 
der gives a steady 
stand even on 
rough ground. 
Pointed leg is 


hinged to go 
through branches 
or over limbs. 





COMBINATION 
TRESTLE and EX- 
TENSION ladder. 
A four purpose 
ladder can be used 
as a step ladder, 
trestle, extension 
or two single 
ladders. 












HOUSEHOLD 
STEP STOOL. At- 
tractive and low in 
price, this handy 
step stool is a sure 
seller. 


Be sure to write for this free 
catalog. It includes the com- 
plete line of Famous Ladders 
plus the Famous line of Iron- 
ing Tables. 


GOSHEN CHURN & LADDER, INC. 
Dept. A Goshen, Indiana 













the practice in past Celotex adver- 
tising campaigns, each person who 
sends for one of those books will 
also be given the name and address 
of his nearest Celotex dealer; like- 
wise, the dealer will be advised of 
the name and address of each pros- 
pect in his area who has answered 
the ads. Write The Celotex Cor- 
poration, Dept. AL, 120 8. La Salle 
St., Chicago 3, II. 





Doozit Redesigned 

The Bruce Doozit, a long-handled 
cleaning, waxing, polishing device 
for hardwood and linoleum floors, 
has been redesigned and is now 
backed by a five-year guarantee. 
Chief improvements are a more 
streamlined appearance and 
sturdier construction through the 
use of more metal and the elimina- 
tion of a koroseal band around the 
base. The new model also holds 
the changeable pads more securely. 
Each unit is sold with three pads 
which are reusable and reversible. 
The old model is now in use in 
more than a million homes. Write 
E. L. Bruce Co., Devt. AL, Mem- 
phis 1, Tenn. 


Cove Base Trim Available 


Fremont Rubber Company an- 
nounces that immediate shipments 
of black Vinyl Plastic Cove Base 
will be made. Available in 4” 
heights, it comes in 120’ continuous 
rolls packed 240 feet to a carton. 
Fremont: Vinyl Plastic Cove Base 
has a high degree of flexibility that 
gives easy handling and workabil- 
ity for either flat or curved wall 
surfaces. Because of high gloss fin- 
ish it requires no painting, or pol- 
ishing. Adhered properly, this base 
gives a tight seal against dirt, 
moisture and vermin. It also pro- 
vides the room with a protective 
trim against scuffing by feet and 
furniture, cleans easily with a damp 
cloth and detergent. Fremont Ad- 
hesive is recommended by the man- 
ufacturer in attaching Fremont 
Cove to wall surfaces. Write Fre- 
mont Rubber Company, Dept. AL, 





Leaders in Quality Woodenware over 48 years 






Fremont, Ohio. 
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Speedway Speedsander 

Here is a power tool that has 
accessories and supplies available to 
smooth, sand, grind-off, lap, buff, 


burnish and polish almost any 
known material: Abrasive sheet 
covers, from the finest to coarse, 
fast-cutting grits. Felt covers, for 
using free abrasives, pumice, rouge, 
diamond dust or wet compounds. 
There’s a special backer plate faced 
with soft sponge neoprene %4” 
thick, for sanding curved or ir 
regular surfaces, as well as a stee! 
surface plate that enables one te 
sand the softest coarsest-grained 
wood to _ absolute smoothness 
There’s a lambs wool polishing 
cover, an Instruction Manual, and 
even a hardboard template tha 
make it easy to cut new covers ac 
curately—3 from a single 9” x 11’ 
abrasive sheet. For  descriptiv¢ 
literature write Speedway Mfg 
Co., Dept. AL, 1834 S. 52nd Ave. 
Cicero 50, Ill. 
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Two-Color Display Card 


This two-color easele 
card, 17” x 22”, is av: 
dealers to promote the ne 
Strand all-steel garage do 
be used on counter or tale, 
any other good location. ‘t 18° 
of a considerable numbe 
motion helps offered by Str i 
Garage Door Division 0! Det ma’ 
Steel Products Company t. prom 
the new door. This 9’ x 7 (OMRAKEN 
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INCREASE 
YOUR PROFITS 
With HAWKINS 








Fill railing orders from STOC K 


AND SAVE YOUR CUSTOMERS 


No expensive drawings, no delay with 
up to 200%. these “ ** adjustable 


honest-to- goodness 
railings. Simply combine the proper amounts of level and 
bevel rail with posts and ornaments from information on cus- 
tomer’s rough sketch. 
Fit any tread and 
rise. Easily assem- 


bled. 


GUARANTEED TO 
FIT ANY NORMAL 
PORCH OR STEP 
ARRANGEMENT. 





Low cost and quick 
service will bring 
you volume sales with 
good profit margin. 


Adds Beauty 
to Any 
Home 


RAILINGS FOR SCHOOLS, 
CHURCHES, ETC. 


Many schools, churches and 
buildings do not have ample 
wall railings. At right is shown 
- @ Hawkins church installation 
disp! of wall railings only. Send 
able WM for fact 
g/-wid 
It ca 
e or! 
is 0 
of pr 
Stral 





Write for details 
> dealer's Assortment, $197.39 — F.O.B. Birmingham, 
puts you in the prefabricated railing business! 














Me HAWKINS IRON CO., INC. 
Mi 319 North 4th St. Birmingham 4, Ala. 
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A NEW SINK CABINET 
WITH — 


HUDEE IEECH 


SINK FRAME SYSTEM 


pat. 2,440,741 


Yes, HUDEE is the answer to your customer's request for a 
sink cabinet with a bowl that is 100% watertight and 100% 
sanitary. A sink frame without grease-catching, water- 
seeping, vermin-breeding crevices, HUDEE does the kind 
of job your customers will appreciate. 

Hudee is just what you've always wanted, too! A sink 
frame easy to install—NO Rabbeting, NO Scribing, NO 
Special Tools—installed after all top-covering material 
has been applied. And the bowl can be removed at any 
time without damage tc the top covering. You can confi- 
dently guarantee every installation when you use Hudee. 


Hudee Frames are available for all sizes of flat rim sinks 
with round or square corners for use with any top-covering 
material—linoleum, rubber, or plastic. 


Cross-section shows how the sink top 
covering, sink frame, and sink bowl 
are efficiently combined to make a 
self-sealing unit. Interlocking lug and 
frame serve as sink hanger. Tighten- 
ing screw forces bowl securely under 
the inside flange of frame and pulls 
outside flange tightly over the sink 
top covering. 





DISTRIBUTORS IN ALL TRADING AREAS 


For complete details see Sweets Architectural File, No. 24a-20 
or write today to 


Waits 2 Sebek vib Gor 


MANUFACTURERS AND DISTRIBUTORS 
225 WEST HUBBARD ST, ° CHICAGO 10, ILLINOIS 
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QUALI 
LUMBER 


FOR 


63 YEARS 


CALIFORNIA 
SUGAR PINE 


PONDEROSA PINE 
DOUGLAS FIR 
RED CEDAR 


WESTERN 
WHITE SPRUCE 


Mouldings and Cut-to-Length 
Window and Door Trim 


Write, wire or phone us today 
on your needs. 


CF ra Fe Woodirak 


WINTON 


LUMBER SALES CO. 


FOSHAY TOWER 


MINNEAPOLIS 2, MINN. 





like all Strand Doors, is made of 


' galvannealed steel—galvanized with 


a heavy zinc coating for lasting 
rust protection, and oven-baked to 
provide a clinging base for paint. 
No priming coat is needed. The 
door has been designed with at- 
tractive horizontal lines and con- 
sists of a one-piece door leaf with 
packaged hardware. The display 
eard is available by writing Strand 
Garage Door Division, Detroit Steel 
Products Co., Dept. AL-3, 2244 E. 
Grand Blvd., Detroit 11, Mich. 


P&C New 1951 Catalog 


More than 300 hand service tools 
for farm, industrial, garage and 
home shops are illustrated and de- 
scribed in the new P&C 24-page 
catalog. Tools are classified by types 
and listed by name in convenient 
index. Weights and sizes are given 
for each tool for convenience in 
ordering. For copies write P&C 
Hand Forged Tool Company, Dept. 
AL, Portland, Ore. 


Two Rubberset Brochures 


Rubberset Company is offering 
two colorful 12-page sales bro- 
chures. The household brochure, 
entitled “7 Jackpot Deals for You!” 
marks Rubberset ‘Company’s 77th 
year in business, and features 
seven fast-selling deals and assort- 
ments of consumer brushes. These 
assortments are supplied in color- 
ful display boxes and racks, de- 
signed to attract the home painter. 
Illustrated and described in this 
brochure is the popular No. 98 





Household Kit, an attractive self- 


selling display unit containing 
three brushes to fill every house. 
hold painting need, and the B-?; as- 
sortment with which a permanent 
metal display rack is provided free, 
The painter tool brochure intro- 
duces Rubberset’s new “7(),000 
Hour Line,” so called because 76,00 
hours of research were spent to 
produce the values in these puint- 
ers’ brushes. This promotional piece 
covers various steps in the testing 
and manufacturing processes for 
these 70,000 Hour brushes, and 
provides the wholesaler and painter 
with definite information on what 
to look for in choosing paint 
brushes. Write Rubberset Com- 
pany, Dept. AL, 146 Haynes Ave., 
Newark, N. J. 


MODEL ‘A’ DRive UNIT MODEL'S paive Nir 


Clay Gutter Cleaners 


Clay presents three new, differ- 
ent-size barn cleaners to meet the 
requirements of dairymen having 
either small or large herds. Model 
A is the economy-engineered clean- 
er. It is especially designed for 
the small herd owner. Costs less— 
will handle up to 25 cows. The 
chain on this model has passed 
10,000 Ibs. strength test. Drive 
unit is lighter—has safety release. 
The second Clay model is the Model 
B. It has a larger, more powerful 
drive unit—the chain will with- 
stand 15,000 Ibs. test, and it will 
handle up to 50 cows. Mode! © 1s 
called the “super-power” cleaner. 
It is made for the extra large dairy 
of 50 to 100 cows. The chain 3s 
heat-treated — will withstand over 
20,000 Ibs. pull. The drive unit has 
heavy duty steel gears, sealed ball 
bearings and a safety release. . 
Clay cleaner can be installed i 
many different location positions 
the barn. This means easy i:stal- 
lation in both old and new ‘uild- 
ings. Each cleaner has one crivé 
unit, one chain and one mo.0r— 
uses no pit. Write Clay Equi; ment 
Corporation, Dept. AL, Cedar ‘alls, 
Iowa. 
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WHOLESALERS! 
JOBBERS! 
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Arborite 


Arborite, a new decorative wall- 
board, is a plastie laminate manu- 
factured by The Arborite Company 
Limited. The new product comes in 
beautiful patterns and colors, in 
4” panels 4’ x 8’ and 214’ x 8. 
Melamine resins have been used to 
produce the same type of lustrous 
surface which has become so fa- 
miliar as plastic surfacing on 
dinette and restaurant tables... 
guaranteed by the manufacturer to 
be unaffected by cigarette burns, 
moisture, grease, oil, alcohol, mild 
acids and alkalies. Arhorite is rec- 
ommended for both horizontal and 
vertical application. J. A. Davies 
& Company has been appointed ex- 
clusive sales representatives for the 
United States. According to Mr. 
Davies, the Arborite Company Ltd. 
is one of the largest manufacturers 
of Plastic Laminates on the con- 
tinent, and the first of such pro- 


8’ wide and 7’ high and 
9’ wide and 7’ high are 
standard sizes. 

















Number of other standard sizes 


Wi PR ee "4 “Pat 
ducers to offer a high pressure an 
melamine surfaced panel, designed 
for easy on-the-job application Because Tayco Has 
with household tools. Mr. Davies “ [ ° ow 
proposes to merchandise Arborite The Floating Spring 
through the wholesale Plywood, : 
ia pe rola tae f a ee ' @ Yes Sir! The marvelous Tayco Floating Spring cuts installation 
he engaged in establishing distribw. time in half or less — because it makes field adjustment unnec- 
- tan on a national basis. Write J. A. ary 
avies & Company, Dept. AL, 314 Installation is ext | i ; 
Straight ive, 6. 'W., Grund Reside, * _ a is extremely easy and simple. Nothing to get out 
Mich. 
“a @ Smooth, quiet, feather-touch operation. 
ed hae ° i i i 
we Additional Sizes of Thermopane * ae semi-automatic garage doors are attractive to the eye. 
as \ aie are eyre precision engineered of tough alloy, heavy gauge 
‘el ye geen of vere addition- aluminum. They're fire-resistant, won't rot, rust or warp. Do 
al standard sizes o ermopane not require painting, but paint . im 
ful sslating disce comin Gee tone ot require painting, but paint beautifully when desired. 
a ulding installations have been 
+. announced by Libbey-Owens-Ford WHOLESALERS! JOBBERS! 
: Glass Company. The three sizes There is nothing like Tayco. Investigate today! 
ro will fit farm utility building sash 
bs manufactured by the Clay Equip- 
A. ment Corporation of Cedar Falls, ‘ini sii a L. S$. TAYLOR MANUFACTURING CO. 
has lowa. The new standard sizes dor x 86"—ready for in- 851 Marietta St.. N. W. HEmlock 4825 Atlanta, Georgio 
ball jm Will be made with double strength Wat mtee eli ’ 
A sheet glass with a quarter-inch air — ' L. S. Taylor Manufacturing Co. ! 
n space sealed between the two panes ' 851 Marietta St., N. W., Atlanta, Ga. | 
s in of each unit. Thermopane for farm : Gentlemen: . ; ‘ " 
yer buildings is being made in sheet ' Please send full information and prices to: 1 
ild- (§ 288s. For residential or commer- Sesiae oy eid 
rive Cal construction where clear, un- : __., MLE EEEEEERELOEL ELE EEE eee olesaier 
re distorted vision is highly desirable, nn, Ee ER ERE Het 0 Jobber | 
nent jy Therm ypane made from polished i 
alls, Plate glass is said to be preferable. aie BER TS Ts Le Re Par EEN 0 Dealer ' 
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of Thermopane in double strength 
sheet glass suitable for installa- 
tion in. livestock and poultry shel- 
ters and other farm buildings are 
also available. The sizes just estab- 
lished make Thermopane available 
for metal sash in the farm build- 
ings. The Clay sash comes in both 
ventilating and fixed units which 
may be used separately or in com- 
bination. In many installations 
two fixed windows are being in- 
stalled with a ventilating unit in 
the center. Size of the Thermopane 
unit for the fixed sash is 3114” by 
35144”. The ventilating sash takes 
two sizes, one 3014” by 22” for the 
opening sector, and the other 3114” 
by 11%” for the stationary part 
at the bottom of the window. Write 
Libbey-Owens-Ford Glass Com- 
pany, Dept. AL, 1221 Nicholas 
Bldg., Toledo 3, Ohio. 





New Circular Saw Blade 
The PTI Cut Control Saw Blade 
brings safety and new efficiency to 


this tool. A circular new safe- 
guard is provided in addition to the 
regular blade guards, splicers and 
anti-kickback holders—a safeguard 
that protects operators even if the 
conventional devices are _ inad- 
vertently or carelessly removed. 


Each PTI Saw Blade has only 8 
teeth instead of the customary 100 
and fewer teeth mean fewer cuts 


to achieve same _ results—hence 
less power consumption. These 
teeth are different from the con- 
ventional saw tooth—they project 
only 20/1000” above the non-cutting 
edge. Thus the cut of each tooth 
is “controlled” by the non-cutting 
edge, in contrast to the ordinary 
saw blade where each tooth cuts 
right down to its base. This rela- 
tively simple alteration in design 
is said to work miracles in the 
performance of the saw blade. 
Write PTI Incorporated, Dept. AL, 
401 Broadway, New York 13, N. Y. 
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Artcraft Doors 


Artcraft Doors, product of 
Michigan Door Co., are all individ- 
ually packaged in cardboard con- 
tainers, attractively styled for sales 
appeal. This keeps the doors clean 
and free from moisture. Here are 
specifications on exterior Artcraft 
Doors. Frame: Made from Sugar 
Pine kiln dried lumber. Stiles 12” 
wide. Rails 3” wide. Lock Blocks 
3” x 30” both sides. Core: Solid 
top with hollow core bottom con- 
struction. Face: Grade A water 
resisting 4%” plywood panels — 
bonded to core and frame with 















high test water-proof glue. Fip-, 
ish: Smoothly -sanded on both 
sides for natural or paint finish, 
Glazing: Double strength — Pitts. 
burgh Glass with water-proof 
putty. Weight: Apx. 50 lbs. per 
door. For illustrated catalog write 
Michigan Door Company, Dept. 
AL, 330 Franklin St. SW, Grand 
Rapids, Mich. 











1/2° or 
4 25/32" 
U Non-wood 
Sheathing 


















Asbestos 
Cement 
Siding 


DRIVE IT LIKE AN ORDINARY NAIL 
AND IT AUTOMATICALLY 
CLINCHES ITSELF 











For Non-Wood Sheathing 

Loc-Nail for 42” or 25-32” non- 
wood sheathing is said to elimi- 
nate expensive furring, the end 
result being. added economy and a 
better-locked fastened job. The Loc- 
Nail is made of stainless steel 
which contains 18% chromium and 
8% nickel for rust-proofing and 
durability. It has fine shank and 
point for easy penetration and op- 
erates when it strikes a stud back 
of sheathing. Radial clamping oc- 
curring at the back while the 
Loc-Nail is driven affords suff- 
cient tolerance. The head and long 
shank are not integral; they ad- 
just themselves irrespective of 
what angle it is driven. They never 
lock or choke, which means 4l- 
ways assured clinching and rattle- 
proofing. If and when required 
for top nailing, the Loc-Nail will 
clinch with only one thickness of 
asbestos siding by toe nailing at 









it pays to sell Nationally Advertised 


WATERPROGF 
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EVERY MONTH of the year, builders and farmers need 
SISALKRAFT Products more and more for PROTECTION 
EVERY MONTH, millions of SISALKRAFT ads 
(71-million scheduled for 1951) tell these users to “See 
Your Lumber-Building Supply Dealer”. EVERY MONTH, 
you can sell these low-cost, top-quality, steady-profit sales 
repeaters for more and more uses. For valuable merchan- 
dising aids to help you sell, EVERY MONTH, write now! 


THE SISALKRAFT CO. 


MANUFACTURERS OF SISALKRAFT © SISALATION © COPPER ARMORED SISALKRAFT 
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PROTECTIVE PAPERS 






FOR nore and mor 
CONSTRUCTION AND 
FARM USES 


DEPT. AL-3, 205 W. WACKER DRIVE, CHICAGO 6, 1LLINOIS 
New York 17, N.Y. 


© San Francisco 5, Calif. < 
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| GOLDBLATT MASON TOOLS . 
ik Make them Happy 
oan e , * QUICKER TURNOVER i * th 
ver § Give YOU MORE PROFITS a = 
i REPEAT CUSTOMERS A M Ww f L D 
pt. 
rand ie 
FINEST QUALITY : 
— Give Your apne GREATER VALUE ey. STEEL KNOCKED-DOWN 
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) se Ca , y Homemakers everywhere are enjoying AMWELD, 
y ad- . TP ow“ the original, Knocked-Down Sliding Closet Door 
e of , hey Units. Modern in every respect, they give a lifetime 
never i Fil of trouble-free service. No maintenance or upkeep. 
is al- Lo Doors operate with a quiet feather glide and their 
vattle- cOSER 3 LEVEL smooth satinlike factory prime painted surface will 
— take any desired color or finish. 
ss of g : Send TODAY for EVERYTHING COMPLETE IN ONE PACKAGE, 
ng at ATTRACTIVE ! FREE INCLUDING HARDWARE AND _INSTALLA- 
aS DEALER DISCOUNTS t TION PRINT. The only tool needed for installa- 
oil ; H ILLUSTRATED tion is a screwdriver. Ideal for new construction 
_ sora oa CATALOG and particularly adaptable for remodeling. 
for bl Ff Write f r 1950 f 
aia: bBo Goldblatt's illustrated. cate- , ie poner 
: log describing the | 
a dealer discounts. : and ms esmuthy line of @ Easy to Install 
I masonry tools and supplies. 
1 ® Smooth —Silent—Trouble-Free 
. u Operation 
ane ® Won't Warp, Crack or Shrink 
ND : . , ® Fireproof —All Steel Construction 
, Goldblatt Tool Company 
: 1924 Walnut Street 
j KANSAS CITY 8, MISSOURI BUILDING PRODUCTS DIVISION 
LINOIS . 
4 (Ss/// & MANUFACTURING CO. 
FIRST CHOICE OF THE TRADE FOR 65 YEARS W/Z“ 320 DIETZ ROAD * WARREN, OHIO 
an & Bf Butoing Propucrs MERCHANDISER 119 




















BRAUND 


meets the demand for 


SUPERIOR 
QUALITY 


BIRCH 


Carload eam 


BIRCH 
PLYWOOD 


Stock Panels 


Grades A-A, A-1, A-2, A-3, 
1-1, 1-2, 1-3, 2-2, 2-3, 3-3. 
All thicknesses: 1/3” to 3". 
Complete stock sizes. 


BIRCH 
DOOR PANELS 


Grades available: 
A-3, 1-3, 2-3, 3-3, in 
3” and 3/16". All 
panels are 3-ply. 


All Birch plywood meets 
Bureau of Standards spec- 
ifications. 


BIRCH VENEER 


Rotary and Sliced Cut. 
Standard Thicknesses. 
Faces, Backs, Cross Band- 
ing & No. 1 Sheet Stock. 


L.C.L. 
SHIPMENTS 


now available from our 


new 
DETROIT 
WAREHOUSE 


including 


DOOR PANELS 
birch and gum |, & 3/16 


STOCK PANELS 


birch and gum all sizes 


SHEATHING 


fir and gum all sizes 


Specify your Requirements 


W. R. BRAUND 
COMPANY 
Suite 214, Dept. CD 
Wabeek Building 
BIRMINGHAM, MICH. 
Telephone—Midwest 4-3450-51-52-53 
Birm 500 


i 
ingham TWX 
Detroit Warehouse—Tel. TY 4-4095 








about 45 degrees; the head auto- 
matically adjusts itself flush on 
the siding. Write E. G. Building 
Fasteners Corp., Dept. AL, 101 
Park Ave., New York 17, N. Y. 
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Penmetal Metal Lath and Plas- 
tering Accessories, new Catalog 
No. 492-L, has just come off the 
press. It is considered to be the 
most complete in the industry. 
Pages 1 to 16 inclusive contain full 
descriptions and illustrations of 
products and their uses. The sec- 
ond section of the catalog—Pages 
17 to 25 inclusive is composed of 
“General Data and Specifications 
for Metal Lathing and Plastering.” 
This second section fills a long-felt 
need for a Metal Lath Catalog 
which includes detailed instruc- 
tions and specifications for the 
erection of Metal Lath and Acces- 
sories. The specifications are suf- 
ficiently detailed and complete to 
enable the architect to draw up, 
from them, his final specifications 
on. all standard type of construc- 
tion where Metal Lath and Ac- 
cessories are involved. For copy 
write Penn Metal Company, Inc., 
Dept. AL, 205 E. 42nd St., New 
York 17, N. Y. 


Adjustable Dado Tool 


The new “Quick-Set” dado tool 
will cut dados from %” to 13/16” 
wide up to a depth of 34”. Width 
of the dado cut is infinitely ad- 
justable and may be set without 
removing the “Quick-Set” dado 
from the saw arbor. This feature 
alone, in addition to its rugged 
construction and fast cutting abil- 
ity has gained the “Quick-Set” 
wide acceptance among woodwork- 
ers throughout the nation. For de- 
scriptive folder write Consolidated 
Machinery & Supply Co., Lid., 
Dept. AL, 2029 Santa Fe Ave., 
Los Angeles 21, Calif. 
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Nu-Wood Acoustical Tile 


Nu-Wood Acoustical Tile, Wood 
Conversion Company’s latest addi- 
tion to its building products line, 
was announced recently. The new 
tile has tongue and groove edges; 
allowing use of the Nu-Wood re- 
versible clip which provides posi- 
tive application and assures tile 
alignment for a good looking job. 
The tile fiber itself contains thou- 
sands of sound deadening cells in 
addition to the accurate, surface- 
drilled holes. Surface treatment is 
Nu-Wood’s famous Sta-Lite which 
is pre-decorated at the factory. 
Fadometer tests show that Sta-Lite 
surface actually grows lighter with 
time! A new pencil-thin beveled 
edge makes Nu-Wood Acoustical 
Tile a pace-setter in style. Any one 
of four types of application may 
be used to apply Nu-Wood Acous- 
tical Tile; Nu-Wood clips, adhesive, 





WANTED 
YARD MANAGERS 


TO REMODEL 
20,000,000 HOMES 








MOST OWNERS HAVE SUB- 
STANTIAL EQUITY, CASH IN 
BANK AND ARE EASY 10 
FINANCE 





HELP — HELP 


Send photo and rough floor 
sketch for 


SUGGESTIONS FOR 
REMODELING 


LUMBERMAN’S PLAN SERVICE 
120 Machin St. Peoria 5, Ill. 
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and nails or screws. Tiles are 
12” x 12”, %” thick. Write Wood 
Conversion Company, Dept. 120, 
AL, First National Bank Building, 
St, Paul, Minn. 





Door and Jamb Butt Templets 


Stanley Electric Tools offers two 
new Door and Jamb Butt Templets 
for use with the Stanley HB8 
Hinge butt Router. These templets 
are constructed for speedy opera- 
tion and simplicity of use. They are 
designed to save time and labor 
for both small and large contrac- 
tors. The T5 Templet is reported 
to be a complete adjustable tem- 
plet for the cutting of two or three 
hinge mortises on a door and 
jamb. The T6 Templet is a com- 
plete adjustable templet for cutting 
two hinge mortises on a door and 
jamb. Both the T5 and T6 will 
handle door thicknesses from 15%” 
to2” in thickness. One of the main 
features of these new templets is 
the simplified design that permits 
moving the templet from door to 
jamb with no reversing of ends or 
turning over. There is one simple 
adjustment for the first door—then 
itis merely a matter of setting the 
templet in place and routing for 
the hinges. Write Stanley Electric 
eg Dept. AL, New Britain, 
onn. 























"Carded" Hardware 


The Ajax Hardware Manuac- 
luring Corporation will intro- 
duce a number of its items in 
carded” form. The first prod- 
uct to be released, mounted on 
an attractive, colorful card, was the 
Handi-H ook. This new item has 
“0 Many important uses in homes, 
offices and factories, it was found 
that illustration of how and where 
t could be used would offer the 
Jobber and dealer a sales stimulant 
or such hardware items. Handi- 
rey sales more than doubled on 
18 particular item. Plans are now 
cing made to increase the family 
ot “carded” hardware items sold 
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Wnder the Ajax label. The design 
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‘a no. dangling chains 














BERNS 


KITCHEN FAN 


@ Fully Automatic 


© More Convenient 
— install above cabinets, etc. 


@ Outstanding Design 
—Improved service features 


ust a flick of the wall switch 

starts and stops fan— opens 
and closes doors. Improved 
Berns Air King model can be 
installed practically anywhere. 
No chain or rod to worry about! 
Rubber lined outside steel door 
is air and rain tight, rust proof 
—fan housing, will never warp. 
With removable plugs for safer, 
more thorough cleaning. Pol- 
ished chrome or gleaming 
white enamel interior grill. All 
models adjustable to 16" wall 
thickness. Fully guaranteed. U. 
L. approved. Popularly priced. 


At Leading Electrical 
Wholesalers Everywhere 
or write for catalog to 


FOR EXPORT Write to, Automotive Distributives of the Americas 





30 W. Washington St 














BERNS MFG. CORP. 3050 No. mac Wael’ Cac adil 18, lil. 


Chicago 2, lilinois, U.S.A 
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( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


WILL NOT SHRINK 








STICKS AND STAYS pijy 
i 


Most dealers report: 4 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
~— _— after 
ear.” at’s more, 
urham’s Rock- : Bi, wer 
Hard Water Putty ‘= lowa 
ives you by far the ° / 
st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink 
fall out or chip off. Durham’s Rock-Har 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. * Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


5) DONALD 
DURHAM 





SPACKLING COMPOUND 


FOR REPAIRING 
HAIR-LINE CRACKS, HOLES 
IN PLASTERED SURFACES 


For pre-painting preparation—the 
smooth way to “‘crack-proof” plaster 
walls, seal open joints and cracks in 
woodwork, fill nail and screw holes, 
smooth rough wallboard, cover checks 
and knots in wood. Can be sand- 
papered to velvet finish. Will not shrink 
or fall out. Available in 1, 5 Ib. cans; 
100 Ib. drums; 300 Ib. drums. 


Order from your wholesaler. 


CONSUMERS GLUE ‘CO. 


1515 N HADLEY ST ST. LOUIS 6.MO 





of the cards will be standardized 
for quick, simple identification of 
the brand name. Write The Ajax 
Manufacturing Corporation, Dept. 
AL, 4351 Valley Blvd., Los Angeles 
32, Calif. 


Insulite Shingle-Backer 


New Insulite Shingle-Backer is 
designed to take the place of low- 
grade under-course wood shingles. 
It may be used directly over Bild- 
rite Insulating Sheathing without 
furring strips using grooved nails. 
Shingle-Backer insures uniform 
shadow lines and there are sizeable 
savings in material and labor costs. 
Shingle-Backer is said to offer ap- 
proximately twice the insulation 
value of a conventional double- 
course shingling application. The 
new product, manufactured from 
5/16” asphalt treated Graylite in- 
sulation board, will be avail- 
able in two, easy-to-handle stand- 
ard sizes, 13842” x 48” for use under 
16” shingles and 1544” x 48” for 
use under 18” shingles. Since con- 
siderable area is covered with each 
4’ panel of Shingle-Backer, there is 
a saving in application time. Build- 
ing paper is not required and fewer 
nails are necessary for strong at- 
tachment. Not only. are the 48” 
pieces of Shingle-Backer conven- 
ient to handle, but also the pack- 
ages contain a full square of mate- 
rial that.can easily be carried up 
ladders on the job. Write Insulite, 
Dept. AL, 500 Baker Arcade Bldg., 
Minneapolis'2, Min. 


New Water Repellent Coating 


Flexseal. is a newly developed 
water-proofing compound for use 
on masonry; cement, brick, stone, 
tile, and various insulating mate- 
rials. Any water hitting a surface 
treated with Flexseal will bounce 
off like a rubber ball; on flat sur- 
faces, the water instantly forms 
into a mercury-like ball, thus pre- 
venting pitted surfaces and mortar 
joints from collecting and absorb- 
ing the water. Depending upon the 
nature of the surface, and amount 


used, Flexseal will penetrate from 
lg” to 14”, providing a water-proof 
surface fully protected against age- 
ing. Colorless, it does not alter ap- 
pearance of the masonry. Treated 
surfaces also retard efflorescence— 
the formation of fine white crystals 
which make any building unattrac- 
tive and undesirable. Flexsea! is a 
very thin liquid which can be either 
brushed, sprayed or poured on, re- 
gardless of surface or air tempera- 
ture. One gallon of Flexseal will 
cover approximately 200 to 300 
square feet, depending on the na- 
ture of the surface. Write Flex- 
rock Company, Dept. AL, 36th and 
Filbert Streets, Philadelphia 4, Pa. 
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Merchandising Booklet 


This special booklet has been 
prepared to assist dealers in mak- 
ing the most effective use of the 
new Sherwin-Williams Style Guide 
and Style Guide Companion. (For 
more information about these books 
see page 54, January 27, 1951, 1s- 
sue of AL&BPM.) Two full pages 
showing the dealer how he can 
put these Style Guide displays to 
work, include four suggested win- 
dows designed to stop traffic. 
“Keeping brushes, Roller-Koaters, 
putty knives, solvents, etc., in your 
window will make many profitable 
related sales for you,” is one of 
the booklet’s numerous copy /ines. 
Style Guide inside-store display 
pieces are also given considerable 
space to create for the dealer “the 
kind of excitement that makes ev- 
ery customer want to see what 
you have.” Window suggestions m 
this special booklet take ful! ad- 
vantage of the fact that the Style 
Guide also sells exterior as well 
as interior paint decoration. For 
complete details write The Sher- 
win-Williams Co., Dept. AL, Cleve 
land 1, Ohio. 
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Got a “TUFFY” that’s 
looking for something? 


Do you have to lick a grinding, dragging, 
and pounding production “toughie” in 
industry that threatens to ruin the floor? 


GIVE him the floor! 


But make it of Horner Northern Michi- 
gan Rock Maple that will match the 
toughie! 


Horner Floors won’t sliver or check— 
and they'll come through with less 
bruises, less maintenance, and less ex- 
pense over years of use! 


Defense production demands this fighting 
floor! If there’s building in your area, 
get in touch with us at once. If it’s a DO 
order, it gets priority, of course. Let us 
help you get the business! 


HORNER FLOORING COMPANY 
215 Maple Ave. Dollar Bay, Mich. 


HORNER esctsee 


Hardwood Flooring 























Pine and Hardwood Lumber 


a ; and Hardwood Flooring 







































SOURCE OF SUPPLY— 


Since 1898 Urania. has been delivering 
more than usual satisfaction to custom- 
ers. As a pioneer in scientific reforesta- 
tion, always Urania has been looking 
ahead to permanence of operation— 
and lasting customer satisfaction. 
Urania is an organization you can de- 
pend on to ship you well-manufactured, 
properly seasoned and accurately 
graded lumber. 


Put your lumber needs up to Urania 
— the time-tested source of supply. 


Urania Lumber Co. | 


Urania, Louisiana 


Members 
$.P.A. — $.P.1.B. — $.H.P.I. 
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DIXON 


WEATHER-LOK 
Window Unit 




































































Is Setting NEW 


Sales Records! 


Better Construction. Weather tight from every 
angle. Precision-machined, sturdy Pon- 
derosa -Pine, toxic treated when desired. 
Sash pre-fitted. Completely weather- 
stripped. 


Economy with Quality. Over 40 years of 
manufacturing experience goes_ into 
Dixon Weather-Lok window units. Al- 
though cost is moderate, workmanship 
and materials equal or surpass that of 
many units higher in price—only pos- 
sible because the manufacturer controls 
every step of production from timber to 
Weather-Lok—one policy, one responsi- 
bility, one profit. 











Ask Your Jobber or Write 


Western Pine Mfg. Co., Ltd. 


P. O. Box 2207, Spokane, Washington 


JOHN H. MEARS, INC. ELLIS GLAZING CO. 
Baltimore 30, Maryland Henryetta, Oklahoma 
EXCHANGE LUMBER & MFG. CO. 

Spokane, Washington 





sees bee 








Front Door Yale Lock 

This new, front door, “key-in- 
the-knob” type of Yale tubular lock 
is one of four models of the newly- 
designed, field-tested Yale line of 
Home Duty locks, now in produc- 
tion at the Stamford Division of 
Yale & Towne. Soon to be distrib- 
uted throughout the United States, 
Yale’s new Home Duty tubulars 
embody many new features, includ- 
ing an exclusive, patented locking 
principle which gives the lock great 
pick resistence. The four locks in 
the line are for universal applica- 
tion in homes and are sufficient to 
serve all ordinary residential lock 
needs. In order to produce the new 
locks in large volume during the 
present period of metal shortages, 
Yale & Towne has announced sus- 
pension of several other lines of 


residential tubular locks, and will 
concentrate production on the new 
Home Duty locks. Write the Yale & 
Towne Manufacturing Company, 
Dept. AL, Stamford, Conn. 


Richkraft Broadens Line 


The Richkraft Co. announces 
the addition of a new reflective in- 
sulation. It will be known as Rich- 
flex, and is reported to be a quality 
insulation with extremely high re- 
flectivity. Type A Richflex consists 
of two sheets of Richflex-coated 
Kraft, bonded together with as- 
phalt and reinforced at the edges 
and center to provide nailing strips. 
Richflex is also available in two 
other grades: Type B, consisting of 
one sheet of Richflex-coated Kraft, 
bonded with asphalt to one sheet of 
plain Kraft; and, Type C, a single 
sheet of Kraft coated on both sides 
with Richflex. This gives a wide 
range of selection to every archi- 
tect or contractor for effective re- 
flective insulation at low cost. Rich- 
flex Types A & B meet all FHA 
vapor barrier requirements as 
stated in Fed. Spec. UU-P147, 
Class A. They can be used in walls, 
ceilings or under floors in both new 
or old houses or buildings. Applica- 
tion is easy and requires no special 
tools. Write the Richkraft Co., 
Dept. AL, 228 N. La Salle St., 
Chicago 1, Ill. 


New Aluminum Window 


This new cast aluminum window 
offers many interesting advantages: 
The corners of the glass areas are 
rounded thus eliminating for the 
housewife that hard-to-clean corner 
bugaboo. Inside and outside of the 
glass can be washed from inside 
the house. The window requires no 
maintenance and by being sealed 
with Koroseal, it is said to give 
a reliable weathertightness. The 
contractor is reported to like the 
window because of its ease of in- 
stallation, and through its assembly 
of standard units, he finds it easy 
to make any type of window 
layout, even including the popu- 
lay picture-window arrangement. 
Through the five standard unit as- 
sembly method, the dealer stocks 
only five units. Write the Maco 
Corporation, Dept. AL, Hunting- 








Clements Gumber Co. 


MANUFACTURERS & WHOLESALERS + DOUGLAS FIR LUMBER 
EUGENE, OREGON + P.0. BOX 908 + PHONE 5-3317 + TELETYPE EG 049 





MARVEL SCREEN RACKS 


FOR STORES WHERE SCREEN SALES DEMAND A LARGE VARIETY OF SIZES 


It represents the most up-to-date, efficient method of displaying and selling Screen Wir 
It Saves Time of both dealer and customer; avoids mistakes in cutting, and prominent'y 
displays your Complete Stock of Screen-wire cloth. 


It is especially indicated where screen sales demand a large variety of sizes, and where 
Two Kinds of 12 sizes of wire cloth are sold by the dealer. 











The model shown is equipped with a cutter, winder and automatic measuring device ©: 
BOTH SIDES. The rack is mounted on casters so that it can be moved easily to the from! 
of the store during the active selling season. Wire can be measured and cut from ary 
roll in the rack without removing roll from rack. 


8 MODELS TO CHOOSE FROM. 


WRITE FOR CATALOG TODAY. SHOWING 
ALL MODELS FROM ONE ROLL TO 24 ROLLS. 


MARVEL RACK MFG. CO., Inc., 24 N. First St., Minneapolis 1, Minn. 





—— 
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Viifty PLYWOOD Panels 


with extra buy-appeal 

































KNOTTY WHITE PINE 

e Here's a decorative plywood that is a consistent money- 
T maker .. . Knotty White Pine from Idaho. The Good-|- 
le Side faces are top grade with big sound knots that are 
le evenly spaced -in matching veneers. Two sides sanded 
10 and the back is reject. 
d Sell Knotty White Pine Plywood for wall paneling in 
e recreation rooms, dens, cabins, boys’ rooms and for re- 
1e modeling offices, sport shops, cottages, attic, basement 
1 or house gable ends. Suggest old style doors be pan- 
n- eled over to make neat attractive flush doors. Econom- 
ly ical, large size panels go-up-fast, cutting labor costs, 
sy V4""—3-Ply, 4° x 6', 7', 8'. Large stock in warehouse. 
Ww IMMEDIATE DELIVERY. 
u- 
t. AETNA PLYWOOD & VENEER CO. 
3- 1732 N. Elston Ave. Chicago 22, Ill. 
ks ARmitage 6-7100 Teletype: CG305 

BRANCH WAREHOUSES: Grand Rapids, Indianapolis, Rockford. 
co SALES OFFICES: Detroit; Minneapolis; Springfield, Ill.; Milwaukee and Green 
g- Bay, Wis.; Richmond, Va.; Marion and West Lafayette, Ind. 

SEE PHONE BOOK 





Arkansas 
Soft 


ZA 
PINE 


All Ozan Pine is edge trimmed 

















your customers get beautiful, } 
straight-line lumber. 





All Ozan Pine is kiln dried direct 
from the saw. 


All Ozan Pine stays completely 
| under cover from the kiln to the 

box car. Ozan Pine is accurately 
graded, dependable quality, dry 



















pine lumber. 






Specify Ozan Arkansas’ Soft Pine 
for finest quality. 



















OZAN LUMBER CO.’ 


Prescott, Arkansas 





Sawi ng 
Wood Since 
189} 
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Northern White Pine 
Norway Pine 


RAINY LAKE LUMBER CO. Ltd. 


Sales Office 


2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. 





after kiln drying so that you and , (. 


Selling the Products of J. A. Mathicu, Ltd., Rainy Lake, Ont 
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Floor for the years to come... with Northern Hard Maple! 
For 1951 modernization work—industrial plants—defense 
and low-cost housing—residences—schools—military con- 
struction. MFMA grades for every purpose: First Grade for 

| “high style”—Second, utility and appearance—Third, utmost 
value with economy ...or Combination Grades, Second- 

| and-Better, Third-and-Better. MFMA Grading Rules, tech- 
nical data, FREE. Write: MAPLE FLOORING MANUFACTURERS 

ASSOCIATION, Suite 584, Pure Oil Building, Chicago 1, Illinois. 


bi nH Hal 













the 
9a 
ES-NAIL 


4 new performance improvement features 


NEW DESIGN INCREASES 
PERFORMANCE AND SAVINGS 





























27 b2:Z| 1 The 1951 ES-nail is distin- 
bo L4, ase guished by a design change 
4. 341 which positively eliminates dan- 
Yaa) EF. “4 ger of loose shingle corners at 
Cea) ae nailing points where sheathing 
27) ¢:%A is backed by studs or wood mem- 

: aiid bers. As shown by the adjoining 








sketch, when the driving leg 





B24 ee penetrates a stud, the new design 
ae t4e74 . . . 

e224 \\72274] permits a bellows-like expansion 
“yn o.\\K2-24 into the sheathing material... 


2:2:4\¢22:221 allowing the nail head to flatten 
completely without distortion. 

q 2 New longer, wider locking- 
foot increases holding power of 
the 1951 ES-nail more than 30% 
when used with gypsum sheathing and up to 
50% with insulation sheathing. Redesigned 
locking mechanism provides a tight clinch re- 
gardless of variations in sheathing, paper, and 
shingle thicknesses. 


3 New, sharper ES-nail point assures quick, 
clean penetration of sheathing — prevents rup- 
ture of sheathing back. 


4 New ES-nail head can be driven home with 
approximately 25% less force — automatically 
provides a complete clinch of the locking foot 
even with wide variations in shingle quality 
and nail-hole size. 

Try the new 1951 ES-nail on your next side- 
wall shingling job! 

For complete information write to Elastic 
Stop Nut Corporation of America, 2330 Vaux- 
hall Road, Union, New Jersey. 


A PRODUCT OF 


Elastic Stop Nut 
Corporation of America 


Available through Johns-Manville Sales Corp., 
National Gypsum Co., Weather- 
best Corp., Creo-Dipt Co., Inc., 
Keasbey and Mattison Co., and 
American Stained Shingle Co. 


Approved by the Red Cedar 
Shingle Bureau, Seattle, Wash- 
ington, representing manufac- 
turers of Certigr Shingles. 
®Trade Mark Reg. U. S. Pat. Off. 
























CERTIGRADE 
SHINGLES 











NAMES IN THE NEWS 





A. L. ENTWISTLE, Mengel vice- 
president and R. Fay Kulmer, Door 
Department sales manager, receiving 
the millionth Mengel door produced 
during 1950, from Thomas Bopp, Ply- 
wood Division Production Manager 
(extreme left). 


Mengel's Millionth Door 


“A million is a lot of anything.” On 
January 1, 1950, when the Plywood 
Division of The Mengel Company set 
out to build 1,000,000 of its famous 
Mengel Flush Doors in one year, man- 
agement was well aware that it was 
thinking in terms of over 176,000,000 
feet of veneers, 12,750,000 board feet 
of lumber, and even of 3,500,000 
pounds of water-resistant glues. 
Despite the magnitude of the job, 
however, the million-door goal was 
set. 

Less than 12 months later, the 
“millionth in 1950” was produced, and 
the year ended with a substantial 
margin to spare. 


Curtis Companies’ 85th 
Anniversary 


1951 marks the 85th anniversary 
of the founding of Curtis Companies 
Incorporated, Clinton, Iowa, manu- 
facturers of Curtis Woodwork and 
Silentite. Windows. 

Curtis Woodwork products will be 
extensively advertised this year, as 
in the past, and full color pages on 
Silentite Windows and Curtis kitchen 
cabinets will appear in spring mag- 
azines. Half pages in color will also 
be used during the year to promote 
these “leader” products of the Cur- 
tis line. 

The consumer full-color advertis- 
ing will start in April. A strong trade 
paper campaign will back up the ad- 
vertising in general consumer mag- 
azines. Curtis advertising in 1951 
will appear in twelve national con- 
sumer magazines and in twenty-four 
architect, contractor and dealer pub- 
lications. 

“We feel,” stated I. H. Ramsey, 
Curtis general sales manager, “that 
the year appears very uncertain at 
the present time due to restrictions 
and future availability of materials. 
Yet, the potential markets for home 
building’ and home modernizing re- 
main large and we look for a good 
year for Curtis dealers if curtail- 
ments .do not press too hard. As 
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new construction declines in umber 
of starts, the importance of :noderp- 
ization of old homes should increase. 
“Dealers will need national adver. 
tising and other sales cooperation,” 
Mr. Ramsey continued, “to help them 
attract their full share of building 
propects and to sell in this very un- 
certain. period. Every effort will be 
made to secure the necessary raw 
materials to continue our volume 
production through the year.” 













“The Worlds finest Bathroom Fixtures! 





Universal-Rundle 
fixtures of Distinetion for Holf a C tury 


mee te 

















FOUR-COLOR full page ad ol 
Universal-Rundle bathroom fixtures 
which will appear in the March 24 
issue of Saturday Evening Post and 
the April issue of Better Homes and 
Gardens. 


There's News in Bathroom 
Fixture Advertising! 


Stanley S. Backner, vice-president 
in charge of sales for Universal-Run- 
dle Corp. and Irvin A. Eubanks, di- 
rector of advertising, have announced 
a new Universal-Rundle national con- 
sumer advertising campaign, to tell 
the world the U/R story and thereby 
capture a bigger share of the na 
tion’s plumbing fixture business. The 
opening 4-color page will appear I 
the March 24, Saturday Evening Post. 
The series will run in ,the Post and 
Better Homes & Gardens, on a con- 
tinuous schedule. 

The new.: Universal Rundle col 
sumer campaign will employ tech- 
niques that no other manufa: ‘ur 
plumbing fixtures does. Sets 
especially designed for this series 
by Ving-Smith, New York ‘| 
and decorator. Actual bathr:« 
will be built for each adver''s 
from which actual coler ph: 
will be used. No “Park Av 
Hollywood-type layouts, these bath- 
rooms are simple, informal, :moder", 
and inexpensive to reproduc. in the 
average home. They will be in fact 
what their name implies, “B: ‘hrooms 
for Americans,” 

With the greatly expanded col 
sumer advertising program, ¢ 
these 4-color pages will be 
merchandised by broadsides to th 
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Irvin A. Eubanks 





S. 5S. Backner 


trade. They will also feature the 
new 50th Anniversary Catalog, just 
as consumer advertisements will plug 
U/R’s new idea and plan book, “Prac- 
tical New Bathroom Ideas.” The ad- 
vertising to the trade, as well as the 
mailings, will tell of the many “firsts” 
that Universal-Rundle has been con- 
nected with both in the field of con- 
sumer comforts and’in the produc- 
tion side of the business. Specific 
information may be obtained by writ- 
{ng Universal-Rundle Corporation, 
New Castle, Pa. ° 


New Merchandising Service for 
Building Materials Merchants 


The Celotex Corporation has an- 
nounced a new merchandising serv- 
ice that will bring to building ma- 
terials merchants, every 90 days, a 
selection of practical, timely business 
building ideas, plans and programs. 

Every idea or plan in this service, 
according to Celotex Advertising Di- 
rector Gates Ferguson, is completely 
organized and described in full de- 
tail with suggestions for getting 
quick and effective action. And every 
item in the service is accompanied 
by the working tools needed to put 
it to work. 


Many retailers have realized the 
vital need for more aggressive mer- 
chandising but have had neither the 
time nor the expert assistance to 
develop such a program. To this 
problem, the Celotex plan is a long 
looked for answer. It puts a staff 
of experienced and successful build- 
ing materials merchandisers to work 
for the retailer and saves him up to 
75% of the time ordinarily required 
to get action on a business-building 
idea or program. 

The new Celotex merchandising 
Service will enable the retailer to: 
1.Develop a more enthusiastic, more 

efficient, more alert business or- 

ganization—to cut costs and make 
extra profits through teamwork. 

2.Develop every employe into a sell- 
ing force for his business. 

3.Make more sales at better profits 
from his store and display room 
by providing prospect-pulling at- 
tractions. 

4.Get additional promotional action 
on all the timely and available 
merchandise he carries. 

5. Sei the town talking about his 

Smart, up-to-the-minute business 

establishment, and evidence of busi- 

ness leadership. 


It is emphasized that, although 
made available by Celotex, this serv- 
lee is not a Celotex promotion. It 
has heen planned and prepared solely 
to help the Celotex dealer promote 
his business and make extra profits 
on ail the merchandise he handles. 
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INDIANA-S. 
for Stamba 
raiso, Ind. 


PENNSYLVANIA—20% more 


They make money with 
ERJCAN SANDER RENTALS 
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ander rentals boost paint sales 10% is 


‘ NEBRASKA—Sander rentals bring in $4,896 per 
ugh Farm Equipment Co., Valpa- 


veac for Sidney Glass & Paint Co. store, 
Sidney, Nebr 





F a 





aint OHIO—Sander rentals add $10,000 to $12,000 to store’s 


sales due to sander rentals for annual volume for Jim Resar's Rentals, Elyria, Ohio. 


George N. 


Co., Gettysburg, Penna. 
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Zerfing Hardware & 






















up TO 20% MORE PAINT SALES: 
up T0 */Z,000 MORE STORE VOLUME! 


Sander rentals keep rolling up PROFITS for 
. hundreds of paint and hardware stores today 
who feature American Machines! This plan 
_ makes money 3-Ways for you—through rental 

fees, extra sales of seals, paints, brushes, 

abrasives, etc., and customer goodwill! Be sure 

to build your business soundly with American 
~ Quality Machines—tops in ease of operation and 
dependability. This means utmost profit-hours 
with extremely low maintenance expense. To 
make old floors like new—invite your customers 
to rent the popular Little American or American 
Rental 8” floor sander ... American Spinner Edger 
...and American DeLuxe Maintenance Machine. 
NEAR-BY SERVICE—an American Distributor 
with authorized factory-trained mechanics 
and service in all principal cities. 


we SEND !! 
ge The American Floor Surfacing Machine Co. 
521 So. St. Clair St., Toledo 3, Ohio ™ 


, 1 
0 Send 12-page illustrated booklet showing how | 
to make money inthe floor sander rental business. 
Send latest catalog on the following, without 


obligation: [) FloorSanders [ Floor Edgers | 
FLOOR MACHINES + PORTABLE “ O Floor Maintenance Machine 





j Name | 





Street : | 











Seidlitz Paint & Varnish 


Holds 41st Arinual Meeting 

The 41st Annual Sales Meeting of 
the Seidlitz Paint & Varnish Co. was 
held in Kansas. City, Mo., January 
29-31 with 26 factory representatives 
and three Associate Manufacturers in 
attendance. 

The meeting was opened by C. N. 
Seidlitz, president, who announced 
that the largest sales volume in the 
history of the company was attained 
during 1950. Mr. Seidlitz stated the 
fine showing was entirely due to the 
overwhelming acceptance of the com- 
pany’s patented MultiTint Line dur- 
ing the past two years. 

G. R. Seidlitz, general manager, 
announced the completion of plans 
for extensive additions to the com- 


pany’s production and warehouse 
facilities in the interest of rendering 
improved service to Seidlitz, Multi- 
Tint dealers and distributors through- 
out a 21 state trade territory. 

J. C. Huntoon, vice-president and 
sales manager, and C. M. Wescott, 
trade sales manager, presented new 
products and merchandising plans for 
the coming year, along with an ex- 
tensive national advertising program 
to be conducted in key city news- 
papers and magazines. 

147 employes attended the annual 
company dinner that concluded the 
sales meeting, where C. N. Seidlitz 
awarded an engraved watch to Mrs. 
Peggy Mauzey, the newest member 
of the company’s Twenty Year Club. 

On Thursday, February Ist, the 
Seidlitz company played host to the 





THE HOME OF A-Y 
KILN DRIED Ponderosa Pine 


plus Fir & Larch Dimension 


All Retail Yard Items 
Industrial Specialties 


Fir and Larch dimension. 





LOOK for the Familiar 


Alexander-Yawkey trade- 
mark when you buy -- 


A-Y & 


The familiar Alexander-Yawkey trade mark is your assurance of fine 
quality stock. It's never been finer than we're shipping today. It comes 
from a beautiful tract of Ponderosa Pine timber with some intermingling 
of Douglas Fir and Larch. We can ship you straight cars of Ponderosa 
Pine yard and shed items or mixed cars of Ponderosa Pine items with 


Consult your local supplier for sash and doors made from our product. 





Alexander-Yawkey Lumber Co. 


PRINEVILLE, OREGON 


Member Western Pine Association 


Member Ponderosa Pine Woodwork 


representatives of their wholesale 
distributors operating in 16 states 
87 distributor representatives were 
on hand for a two-day sales mecting 
which was concluded with a trip 
through the factory and general 
offices of the company. 


Florida Office Opened 
by Winter Brothers Lumber 


Winter Brothers Lumber Prod- 
ucts, Inc. of Oak Park, IIl., is picased 
to announce the opening of its branch 
sales office now located in the Fencon 
Building at Clearwater, Fla. P. P. 
(Pete) Winter, president, and his 
brother, W. A. (Jim) Winter, vice- 
president, are the third generation of 
their family to be engaged in the 
lumber business. Pete Winter is now 
making his home in Clearwater, Fla., 
and plans to spend his time between 
the home office in Oak Park and the 
Florida branch office. The Oak Park 
office is managed by Jim Winter, 
while the Florida office is under the 
direction of T. J. (Tommy) Le Duc. 

Their intentions are to serve this 
area strictly on a wholesale basis, 
with lumber products of Douglas Fir, 
Larch, Ponderosa Pine, Engleman 
Spruce and other popular Western 
species from the Pacific Northwest 
area. 

Tommy De Luc, being a native of 
Florida and having had five years of 
retail lumber experience in Tampa 
and Clearwater, feels that his posi- 
tion now as a wholesaler will be espe- 
cially useful. His years of experience 
as an outside salesman and a man- 
ager of retail yards, will enable him 
to understand the needs and problems 
of the retailer. 


W. E. Starry, President of 
Carl E. Soderberg |! umber 


Walter E. Starry was named presi- 
dent and general manager of the 
Carle E. Soderberg Lumber (Co, 
Spokane, Wash. He has been assist- 
ant manager for a number of years. 
Announcement of the new president’s 
election was made following meeting 
of the board of directors, December 
20, 1950. Starry succeeds the late 
Carl Soderberg who died early i 
December. 

Mr. Starry stepped into his new 
position with a full and adequate 
background. For more than 20 years 
he has been identified with lumber 
manufacturing and wholesaling. He 
started with the industry in 1922, as 
an employe of the J. Neils Lumber 
Co., Libby, Mont. Since then he has 
been connected with the Great North- 
ern Lumber Co., Leavenworth, Wash., 
and the Kinzua Pine Mills (o., of 
Kinzua, Ore., both manufacturers ° 
the Western pines. 

When he left his position as sales 
manager of the Kinzua Pine Mills 
Company, he moved to Spokane where 
at first he was connected with The 
Pine Lumber Co. and later joined the 
Soderberg organization where for }° 
years he has been assistant mgr. 

It is planned by the stockholders 
to carry on this thriving wholesale 
lumber business without any majo! 
changes in policy and there has beet 
no other change in the officers of the 
corporation or the staff of employe 
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HOLT HARDWOOD CO. 


Manufacturers of 


MAPLE @ BIRCH @ BEECH @ OAK 
STRIP ©@ BLOCK 
and 
HERRINGBONE 
FLOORING 


* 
BROOM HANDLES 
GRADED SAWDUST 


a 
High Grade Northern Hardwoods 
* 
Custom Kiln Drying 


S 
Members: M. F. M. A. WN. H. L. A. 


OCOnTO, WISCONSIN 


N. H. & H. M. A. 











Write for a copy of: 


Merchandising Plan 
for selling Wolmanized 
Pressure-Treated 
Lumber. It's ¢ 
a profit- ‘ 
builder. 














The Jeb at Mand... 


Lumber To Back Up Our Fighting Men Is 
The First Order Of Business At Our Mills 


Much of our current production is mov- 
ing out on Government requisitions. 


Until our United Nations job is finished 
we will divide the balance of our pro- 
duction among our regular customers 
who are doing essential civilian work. 


THERE IS NO LET DOWN IN 

OUR QUALITY-PRECISION 

MANUFACTURE AND KILN 
DRYING 








The Ralph L. 


MITH 


Lumber Company 





Mills: Anderson and Canby, California 
Sales Office: Anderson, California 
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keep your EYE 
on: clean, 


Lidy Vo Mine 


profitable 
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American Lumber 
& Treating Co. 
1671 McCormick Bldg., Chicago 4, Ill. 


Branch Offices in Boston, New York, Baltimore, 
Jacksonville, Fla., Little Rock, Ark., Los Angeles, 
San Francisco and Portland, Ore. 












gen 








Specializing in 


GENUINE =AROMATIG> RED CEDAR 


SOLID PANELING 


KILN DRIED YELLOW PINE 
SHEDSTOCK 





Robert 0. Foerster Lumber Co., Inc. 


P.O. Box 6012 


“it’s Quality That Counts’’ 
Manufacturers 


MIXED 
CAR 









SHIPMENTS 






CLOSET LINING 



















Philippine Mahogany 
White Ash 
Red Cypress 






Also 
Dense & Longleaf Timbers— 
Factory Flooring—Railroad Material— 
Hardwoods—Tidewater Red Cypress 


Kiln Dried Brazilian (Parana) Pine 
4/4 thru 8/4 Dressed any Pattern 








Jacksonville, Florida 
Phone 2-3642 





Bruce Plans Heavy 
Advertising Schedule 


A heavy schedule in seven popular 
consumer magazines is planned for 
E. L. Bruce Co.’s 1951 flooring adver- 
tising. Consumer magazines chosen 
for the campaign include Better 
Homes and Gardens, American Home, 
House Beautiful, House & Garden, 
Small Homes Guide, Popular Mechan- 
ics and The Saturday Evening Post. 
Ranch plank, prefinished and unfin- 
ished strip, and prefinished and un- 
finished blocks are the _ products 
advertised. 

Trade magazine advertising on 
flooring will appear in The Magazine 
of Building, Architectural Record, 
Progressive Architecture, American 
Builder, American Lumberman, Prac- 
tical Builder, Building Supply News, 
Flooring Magazine and 13 regional 
magazines. 


Screen Ad Campaign 


The largest national advertising 
campaign in screening history will be 
launched in 1951 by the Lumite Divi- 
sion of the Chicopee Manufacturing 
Corporation of Georgia, James Veeder, 
advertising manager, announced. In 
conjunction with the Lumite screen- 
ing campaign, The Dow Chemical 
Company, producers of saran plastic, 
and The National Plastic Products 
Company, producers of the saran fila- 
ment from which Lumite is woven, 
will run supplementary campaigns, 
carrying mentions of Lumite screen- 








LEFT TO RIGHT—Mrs. H. S. Davies, Mrs. S. R. Welty, S. R. Welty, Mrs. 
O. H. Foss, Mrs. W. R. Foss, W. R. Foss, C. P. Foss, Mrs. C. P. Foss, Mrs. W. 


L. Thompson, Mrs. D. J. Foss, L. M. Rhodes, Elma Shibley, W. H. Mills. 


Davies not shown) 


(H. §. 


100th Anniversary Celebration of Wooster Brush 


Besides being widely recognized as 
a pioneer in the field of brush design 
and manufacturing improvements The 
Wooster Brush Company is known 
for its advanced policies of employe 
participation in company profits as 
well as for protecting the interests 
and well-being of its plant and office 
personnel in other ways. 

The company’s present Profit Shar- 
ing Bonus Plan was established in 
1917. Through its provisions all em- 
ployes share, along with stockhold- 


ers, in any profit the company makes. 

Currently, Stanley R. Welty is 
president and treasurer. Mr. Welty 
has occupied the office of treasurer 
since 1945 and was elected president 
in 1949. Miss Elma Shibley, who 
has been active in the management 
of the company since 1902, is secre- 
tary. Other officers are: Lewis M. 
Rhodes, vice-president in charge of 
bristle operations; Herbert S. Davies, 
vice-president in charge of sales; 
Woodrow J. Zook, assistant treasurer. 











HERE'S THE ANSWER — ONE MACHINE — 
A WILSON for All these operations 


\ 











@ Cross Cutting 
@ Compound Mitering 
@ Ripping 
2, 3, 5 and 72 HP 
Models Available 
Manufactured by 
MEDIA MACHINE WORKS, 


MEDIA, PENNSYLVANIA, U.S.A. 
Established 1922 


@ Rabbeting 
@ Ploughing 
@ Dadoing 


@ Shaping 
@ Fluting 
And Many More 
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1F YOU read this cartoon, 
you can be sure YOUR cus- 
tomers will read it too if it 
appears in YOUR newspaper 



































advertisements. These 

"'Timber-r-r'' cartoons were : SOUA 
prepared especially for Lum- ; yp The 

ti i . M t 7 * e ej Pa 
fy oy e substantial cash dividends  - Peg 
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in | and 2 column sizes. 3 trained engineers Sed "So 
a nin teaiemenien e more than 80 branch claim offices aa Woo 
. . : acc: 
“I'm sending a note to for RFD 3, Santa Ana, Calif. in U.S. and Canada clos 
some lumber to build a house. I like it ow 
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Operating in New York state as ( i b Mutual Casvalty Company of Ilinois p 

James S. Kemper, chairman H. G. Kemper, stomeee © Mutual Insurance Building, Chicago 40 
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ANACONDA 
COPPER 


MINING COMPANY 


Lumber Department 


BONNER 
MONTANA 























EXTERIOR and 


SO U ni D s ; L INTERIOR 
DOUGLAS FIR PLYWOOD 
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SOUNDLY MANUFACTURED HOT PRESS PLYWOOD 


The illustration shows workers loading the hot press in the 
Puget Sound plant. Moisture-resistant "hot press" Exterior 
Douglas Fir Plywood is a specialty with us. 

“Soundbilt" Plywood is as carefully manufactured as any ply- 
wood can be. Every step in the manufacturing process is in 
accordance with the latest accepted principles. Supervision is 
close and systematic. 

Make "Soundbilt" your standard in buying Douglas Fir Ply- 
wood. Consult us on your requirements today. 


Pucet Sounp Prywoop, INc. 


Tacoma 2, Washington 
OR NANTON Yee AS 
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When "Balance" Counts 


You, too, can keep your stock in proper balance 
by using W. T. Smith Lumber Company’s MIXED 
CAR SERVICE. Order what you need when you 
need it and keep your lumber inventory profitably 
balanced. 


Oak Flooring Pine Flooring 
Dimension Siding 


Selective Cutting Assures Permanent Supply 


Mouldings 








CHAPMAN ALABAMA 


67 YEARS OF MANUFACTURING YELLOW PINE AND HARDWOODS 


























With DELFAIR, you get hardwood 
flooring at its best . . . flooring 
which today is being laid in 
homes and other buildings all 
over America. Built to highest 
specifications and in almost all 
grades and sizes, DELFAIR hard- 
wood flooring is used and en- 
dorsed by builders everywhere. 
When it comes to hardwood floor- 
ing, you'll find that DELFAIR 
leaves nothing to be desired. 


QUALITY LUMBER 


A Complete Line of Hardwood Flooring Products 


STANDARD STRIP e PREFINISHED 
OAKBLOK e PLANK eo SQUARE EDGE STRIP 


Member NOFMA 


D. L. FAIR LUMBER COMPANY 
LOUISVILLE, MISSISSIPPI 
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Connor Landmark Is Moved 


Rows of heavy jacks and mounds 
of timbers were used to move this 
Connor Lumber and Land Company 
building, a landmark in Marshfield, 
Wis., since 1903, to its new location 
a half block west from its original 
site. Actual moving of the brick 
building started January 10 and was 
completed within a few days. 


The turning and moving of Con- 
nor’s brick office building was made 
necessary to clear the site for a new 
multi-story building. For both senti- 
mental and practical reasons, company 
officials preferred to move the build- 
ing rather than demolish it. There 
was no apparent damage to the ex- 
terior of the old building and only 








hairline cracks in the plaster due to 
lack of heat in the building, have ap- 
peared in the interior. The old office 
building will have an over-pass con- 
nection to the new building. 


Hastings Opens 
W. Mass. Branch 


A. W. Hastings & Company of 
Somerville, Mass., recently held open 
house at their new Northampton, 
Mass., plant. This is a modern build- 
ing 180 feet wide and 80 feet deep, 
two stories high, with excellent rail- 
road facilities. Operating out of this 
plant Hastings will better serve lum- 
ber dealers in the western New Eng- 
land area, including Vermont, western 
Massachusetts and Connecticut. 


Sawmaker Fights Waste 


Pressing a unique “Fight-Waste” 
drive, country-and-industry-wide in 
scope, Henry Disston & Sons, Inc., of 
Philadelphia, the nation’s oldest saw- 
maker, is seeking to keep every chain 
saw in the field at top working effi- 
ciency. 

With wood products in increased 
demand for defense—tars, resins, 
chemicals, paper and building lumber 
are but a few—the fight-waste pro- 
gram stresses the importance of tools 
in enabling the nation to hold its pro- 
ductive supremacy. 


Owens-lllinois Increases 
Output of Non-Critical 
Building Material 


The Owens-Illinois Glass Company 
has begun a program to double its 
production of hydrous calcium silicate 
building. and insulating products at 
one plant and to modernize manufac- 
turing techniques at another, J. P. 
Levis, chairman of the board, an- 
nounced. 

Because of its unique combination 
of physical characteristics, the revo- 
lutionary material appears to have 
almost unlimited uses, Mr. Levis said. 
It is incombustible, insoluble in water 
and, being inorganic, is termite-proof, 
vermin-proof and rot-proof. Although 
light in weight, it has unusual 
strength and rigidity, and it has good 
insulating value. None of the ingre- 
dients used are presently on critical 
material lists. 





LIGHT 


AND EASY TO CARRY 
Put it where you 





—ideal for loading and unloading. Handles commodi- 
ties up to 60 Ibs.—moves bags, cases, cartons, hollow 
bottom, narrow, cleated and irregular packages or 
articles not suited to wheel conveyors. Less pitch re- 
quired—operates at grades as little as 4 in. to % in. per 
ft. Interchangeable spacing of rollers—from 1% in. to 
12 in. centers. Available in 10 ft. and 5 ft. straight sec- 
tions and 90° and 45° curves. Keep LITEWATE con- 
veyors handy in your shipping room—carry a section on 
yoar truck. For complete information write for Bulletin 


AL-31. 


STANDARD 
CONVEYOR COMPANY 


North St. Paul 9, 
Minnesota 
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STANDARD LITEWATE 
Sectional Roller Conveyor 




















6515. Page Avenue 


ST. LOUIS 14, MISSOURI * 
DEimar 1111 


GRAVITY & POWER 
CONVEYORS 
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5601 Elston Avenue 


CHICAGO 30, ILLINOIS 
ROdney 3-4160 « Feletype CG-1464 
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Three well-equipped modern mills to serve 
you. Fine stands of timber. Best of service. 


Put your next needs up to us. 











P.O. BOX 86A URBANA, ARKANSAS 





PONDEROSA PINE 


mormaxx —_ High Altitude, Soft Textured Growth 
NV 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 














The A. B. Carroll Lumber Company 


Boards our Specialty A _ 
AN 


Manufacturer of Hurtsboro, Alabama a sot tet Fi | 
7 Phone 66 a LUMBER 


High Grade End-Matched 
Oak Flooring in 25/32 and 1/2 in. 
“— pw May B..- Ep 


Need a mixed car? We are able to ship fae Bey By By ye 


Oak Flooring, Block Flooring and Air plant. We give particular 
Dried Yellow Pine Boards in the same attention to reforestation. 


car. 


Hurtsboro Oak Flooring Co., Inc. 


Plant at Hurtsboro, Alabama — Phone 129 


TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 








Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 
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Hinge Manufacturer Named 


to NPA Advisory Committee 

William C. Habbersett of the 
Building Materials Division of the 
Bureau of Facilities and Construc- 
tion, Department of Commerce, an- 
nounced last week the naming of 
Archer L. Hager of St. Louis to the 
Builders’ Hardware Industry Advis- 
ory Committee of the National Pro- 
duction Authority. 

The -Committee, headed by Mr. 
Habbersett as Chairman and com- 
posed of 25 leading manufacturers 
of the Builders’ Hardware industry, 
will advise and recommend to the 
NPA allocation and control measures 
designed to conserve critical metals 
needed for defense production and 
promulgate procedures designed to 
make more strategic use of critical 
metals within the industry. 

Mr. Hager is president of the C. 
Hager & Sons Hinge Manufacturing 
Company of St. Louis. 


Chicago Wheel's Dalton 


Aids Government 

Arthur T. Dalton, secretary of Chi- 
cago Wheel & Mfg. Co., Chicago, has 
been appointed to the Advisory Com- 
mittee, Abrasive Industry, of the 
National Production Authority in 
Washington, D. C. 

Widely known throughout the 
grinding wheel and automotive in- 
dustries, Mr. Dalton brings to his 
second wartime assignment a wealth 
of valuable experience. During World 
War II he functioned as a representa- 


tive on the abrasive advisory group 
of the War Production Board, serving 
the country in this capacity for the 
duration of the conflict. Mr. Dalton 
has completed 26 years of association 
with Chicago Wheel & Mfg. Co., one 
of the leading firms in the midwest 
in the grinding wheel industry. 


COMPANIES ANNOUNCE 


Protective Papers, Inc., Union, IIl., 
manufacturers of Leatherback All- 
Purpose Building Paper and Related 
Building Products, announces the ap- 
pointment of John N. Hagen as 
assistant to the vice-president in 
charge of sales. Mr. Hagen’s work 
will include scheduling and alloca- 
tions. Mr. Hagen will also handle 
government contract work. 


D. M. Nichols has joined the staff 
of the Mauk-Seattle Lumber Co. He 
recently moved to Seattle from Van- 
couver, B. C. This is in line with the 
policy pursued by this company dur- 
ing the past few years, of expanding 
the organization in order to better 
serve its customers. Dave Nichols, 
as he is familiarly known among 
Pacific Coast lumbermen, is a young 
man who has spent the past five years 
in British Columbia in the employ 
of the H. R. MacMillan Export Co., 
which is one of the largest lumber 
companies in the Province. Nichols’ 
father, prior to his death a few years 
ago, was a prominent lumber manu- 
facturer of British Columbia and 
the son had an early interest in the 
industry. 


OBITUARIES 


MR. AND MRS. ABBOTT M. Fox 
recently were in a serious automobile 
accident. Mrs. Fox, known to many 
as Dorothy, lost her life. Abbott is 
in the Iron Mountain General [los- 
pital and is said to be making a vood 
recovery. He has a severely injured 
leg and some chest injuries. Near Ish- 
peming, Mich., a car turned out from 
on-coming traffic and in turning back, 
is said to have caused a third car 
to come out into the passing line. 
This resulted in a head-on collision, 


MRS. THOMAS D. HAWLEY, wife 
of Thomas Hawley of the Tom Haw- 
ley Lumber Company, Ontonagon, 
Mich., died at Saint Josephs Hospital 
in Milwaukee after a long illness. 


BRUCE F. HEILBRONN, 46, as- 
sistant manager of Bliss & VanAuken 
Lumber Co., Saginaw, Mich., passed 
away January 3. Mr. Heilbronn had 
worked at Bliss & VanAuken since 
pn from high school in 


EDWIN H. CLARK, 49, assistant 
purchasing agent of Curtis Com- 
panies Incorporated, Clinton, Iowa, 
died suddenly of a heart attack at 
his home in Clinton on February 16. 
Mr. Clark joined Curtis shortly after 
leaving school and was a valued 
member of the Curtis organization 
for 26 years. As a result of his 
death, the Curtis Purchasing Depart- 
ment has been rearranged and two 
assistant purchasing agents ap- 
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Reduce Delivery Costs 
and Speed up Deliveries 
with 


SINCE 1918 


Ar 


Unload a Load 
at a time — 
Two 


Complete Beds Shipped KD 
Easy Assembly & Mounting 


Write, wire or phone for Catalog ond Prices 


The R-B COMPANY 


1921 Guinotte 
KANSAS CITY 1, MO. 


Lumber Corp., Cariton, Ore. 
Manufacturers 
Douglas Fir 


A Sustained Yield Operation 


E. J. Linke, Pres. Guy Haynes, V. P. 
Graham Griswold, Secy. & Treas. 














TWX EG-058 Phones: 5-2379—5-5141 


SCHAECHER-KUX LUMBER CO. 


Distributors of Forest Products 
P. O. Box 1215, EUGENE, OREGON 


al le. 


Specializing in 


CEDAR SIDING, BOAT CEDAR 
K.D. DOUGLAS FIR, FIR PLYWOOD 
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NEW ECONOMY 
SASH HOLDER 


Model VSH-57 %” dia. for Check Rail Sash 
Model VSH-20 34” dia. for Plain Rail Sash 


The demand for Vikre New Economy Sash Holders is increasing 
every day. Builders and owners everywhere know of their money 
saving efficiency — know that they are the only spring tension 
type holders to have all moving parts fully encased to eliminate 
sticking and binding. Vikre Holders require only one hole 
drilled in sash .. . have patented, adjustable steel spring tension. 
Sell genuine Vikre Sash Holders for better profits. 


NEW MERCHANDISING DEAL 
Six dozen Vikre Sash Hold- 


ers are packed with an attrac- 
tively stained, eye catching 
window display with mount- 
ed sample of Holder. Win- 
dow can be raised and low- 
ered, Attractive folders. No 
additional charge for display | 
and folders. Order from 
your jobber now. J. N. 
Vikre Co., Inc. 3016- 

14th Avenue South, Min- 
neapolis, Minn. 





INDOOR INCINERATOR 


disposes of all burnable home refuse 


A profitable seller 
the year ’round 


Every housewife is quick to 
see that this handy appliance 
Saves steps, time, and trouble. 
The Majestic Incinerator gets 
tid of wastebasket trash plus 
wet and dry garbage by burn- 
ing it all indoors. Waste it- 
self serves as fuel. Unique 
downdraft does the trick! 
Dries the refuse and hastens 
complete burning. Guaran- 
teed. Taps to furnace flue in 
asement or utility room. 
Tips more profits your way. 
Write today. 


The Majestic Co. 


303-A Erie St., Huntington, Ind. 


Economy 
Model 


TYPICAL MAJESTIC PRODUCTS EVERY HOME NEEDS 
B - pa 





ilewag 


ALL COPPER 
LANTERNS 


Simplify your inventory, 
and ordering with a com- 
plete line of all Copper 
Lanterns and Aluminum 
Lamp Posts from one 


source. 

34 The Newport 
verall Height 24" 

Square 13" 

Ship. Wgt. 14 Ibs. 
-2 The Mayfair 
verall Height 20° 

Square 1014" 

Ship. Wg?. 10 Ibs. 


The Hampshire 
verall Height 17* 
Square 9* 

Ship. Wot. 8 Ibs. 


ALP-2 


Rust Proof 4 


Permanent 


aviaalicatere 
with 

FVer-Vene-1as 
K ee a 
or 4" 


Use with 
any make 
antern 


POSTS 
ALP-J, (Adjusteble}, 814 
feet, Base Dia. 5", Top 
Dia. 4", Ship. Wot. 17 Ibs. 
P-2, (Adjustable), 814 
eet, Base Dia. 4", Top 
Dia. 3", ite My — 
ALP-3, 814 feet, Base Dia. 
3", Top Dia. 3", Ship. 





Wot. 9 Ibs. 


Send for a catalog and price list 


SuainsBridge 


NEW BRITAIN, CONN. 
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to ventilate sidewalls 
and prevent condensation 
and moisture blistering. 
The new “LD” series Midget 
Louvers are especially 
designed for inside venti- 
lation or on the outside 
where structural charac- 
teristics shield the face of 
the Louver from the 
elements. 


All-aluminum “Midget” 
Louvers come in 5 conveni- 
ent sizes — 1,.2", 242", 
3” and 4”. 


LOUVER CO. 


NORWALK, CONNECTICUT 


“MIDGET” 


6-8 WALL STREET 








pointed. These are Charles F. Curtis 
II, and Mervin L. Fletcher, both 
men experienced in the work. 

LEO SIMPSON BLACK, 55, presi- 
dent of the Seattle Cedar Lumber 
Company died in Seattle, January 29. 
In addition to being president, Mr. 
Black was a director of the lumber 
company and also a director of the 
Seattle Hardware Company and the 
National Bank of Commerce. Born 
in Seattle in 1895 he graduated from 
high school and then Yale university. 
In the first World War he served 
as a first lieutenant. 

CHARLES LAFAYETTE WRIGHT, 
SR., a resident of Canton, Miss. for 
the past 25 years, died at his home 
in Birmingham, Ala., February 3 at 
the age of 83. In early life he became 
associated with the lumber industry 
at Muskegon, Mich. From there he 
followed the lumber industry with 
the White-Friant Lumber Company 
of Chicago to Interior, Upper Penin- 
sula, Mich. and at Interior, Va. From 
this place he became connected with 
the Louisiana Cypress Lumber Com- 
pany at Harvey near New Orleans, 
La. In 1905 he and his brother estab- 
lished the Noxapater Lumber Com- 
pany at Hight, Miss., which his 
brother continued to operate while 
he resumed with the Louisiana Cy- 
press Company at Harvey, La. In 
1908, as vice-president and general 
manager he established the Excelsior 
Cypress Company at Timberton, La. 
and operated it to completion in 1924. 
In 1925 he returned to Mississippi at 
Canton, where again with his brother 
and others he established and op- 


erated the Dealers Lumber Company 
until a few years prior to his death. 


E. J. CURTIS, Clinton, Ia. indus- 
trialist, died February 28 in Hawaii 
where he was vacationing. Mr. Curtis 
was president of Curtis Companies, 
Inc., woodworking firm. He also was 
board chairman of the McCloud River 
Railroad Co., McCloud, Calif. 


MRS. MAE S. SOBLE, widow of 
John J. Soble, died January 27 in 
Highland Hospital, Rochester, N. Y. 
Mrs. Soble was born in Meadville, 
Pa. She went to Rochester in 1910 
at which time she became associated 
with her husband in the lumber busi- 
ness. At the time of her death, she 
was president of the John. J. Soble 
Lumber Company. Mrs. Soble was 
also a teacher of speech and drama 
and she will be remembered by many 
lumbermen for her activities at many 
Lumbermen’s Conventions. She was 
also the founder of Rose Day in 
Rochester, first observed in May, 
1935 and which has become an an- 
nual event. 


WALTER GEIST, since May, 1942, 
president of Allis-Chalmers Manu- 
facturing Company, Milwaukee, Wis., 
died suddenly January 29 of a heart 
ailment. He was 56. Mr. Geist left 
high school in 1909 to join Allis- 
Chalmers. After going to work, young 
Geist took evening and extension 
courses at the University of Wiscon- 
sin in Milwaukee. In his first job 
at Allis-Chalmers, he served as a 
messenger boy in the blueprint de- 
partment. Within a short time he 
entered the milling department as a 


tracer, and held the posts of drafts- 
man and engineer before being named 
assistant manager in 1928. Ii was 
while he was an engineer in charge 
of tranmission in the milling depart- 
ment that Mr. Geist developed the 
multiple V-belt Texrope drive which 
utilized grooved pulleys and the V- 
shaped belts to hitch up electric mo- 
tors with the textile industry’s spin. 
ning frames. The importance of this 
development to American industry 
was recognized in 1940 when a group 
of distinguished scientists headed by 
Dr. Karl T. Compton, president of 
Massachusetts Institute of Technol- 
ogy, awarded him the plaque of the 
“Modern Pioneer.” 


In 1939, Mr. Geist was elected a 
vice-president in the company’s gen- 
eral machinery division. By this time, 
he was spending 60 percent of his 
time on the road; contacting Allis- 
Chalmers customers and prospective 
customers. In early 1942, he was 
selected as executive vice-president 
and in May of that year he was 
elected president. During his terms 
as president, he saw company sales 
reach a high of more than $375,000, 
000 and profits of more than $18, 
000,000 annually. During the late 
war years, the company employment 
was approximately 40,000. 


RALPH GOULD HUTCHINS, pres- 
ident of the Hutchins Lumber & Stor- 
age Co. (now liquidated) who passed 
away suddenly in Miami Beach, Fla., 
had retired from the lumber business, 
and was getting his boat and fishing 








Low freight rate 


The SLIDE-A-FOLD © 
Disappearing Attic Stairway 
A handy, practical and LOW COST 


way to reach the valuable storage 
space of the attic. 


COMPLETELY ASSEMBLED 
EASY TO INSTALL 

LOOKS GOOD 

SUPERIOR CONSTRUCTION 
REQUIRES SMALL SPACE 


LOW IN COST! 


Shipping weight 65 lbs. 
CRAIG WOOD PRODUCTS COMPANY 


Brennan Road, Columbus, Georgia 














IN MIXED CARS WITH 
KILN DRIED—YELLOW PINE 


Finish, Boards, Dimension, 
Ceiling, Siding 


FULTON 


ALABAMA 


tackle ready for a trip to Key West 


SAWHORSE BRACKETS 


SET UP OR TAKE DOWN 
WITHOUT NAILS OR BOLTS 


2” x 4” FOR LEGS 


Timesaver for anyone in the building trades 
EACH PACKAGE A COLORFUL COUNTER DISPLAY 


Nationally advertised to building 
trades workmen. Order from your 
distributor, or direct, if he cannot 
supply you. 


GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICH. 





C. E. Klumb Lumber Company 


C. E. (ROY) KLUMB, Sr., Owner 


Wholesale Lumber Distributors 


SS 
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Phone 169 





An Experienced Lumber Service That Knows the 
Producer's Problems and the Buyer's Needs. 


CRYSTAL SPRINGS, MISSISSIPPI 
“In the Heart of the Deep South” 





P. O. Box 391 } 
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AVOID ERRORS and SPEED-UP 
LUMBER CALCULATIONS with the 


Lumber Caleulator - 


55 page book of tables with accurate lumber calcula- 
tions—from 1 x 4” to 8 x 8” including 5/4 and 6/4 
widths up to 22 feet newly revised in handy 4” x 614” 
pocket size. You can determine exact board feet in 
any number of pieces with this quick, easy-to-use cross- 
reference calculator. Only $1.00 per single copy. Quan- 
tity lot prices (imprinted with your name) on request. 


HILL PRINTING COMPANY 


P. O. Box 151-A 





El Paso, Texas 














A COMPLETE AND 
rT) FARM YARD 
EQUIPMENT 


@ One source guaranteed @ Over 50 years’ experi- 
merchandise. ence. 

@ Sales stimulating @ On-the-spot “sales 
national advertising. Closing” assistance. 
You can count on the value of these factors bringing 

you MORE PROFITABLE barn 

equipment sales. Write TODAY 

REVOLVING for new, complete catalog. 

HEAD VEN- 


iviciiee Clay Equipment Corp. 
3510 South St. 


Cedar Falls, lowa 


ap 


ELECTRIC BARN CLEANERS 


FARM GATES 
¢ STEEL 
——_ ANIMAL PENS AUTOMATIC ELECTRIC VENTILATORS 








Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoods 


"A Wood for Every Purpose" 
KIRBY BUILDING HOUSTON, TEXAS 





"Is it as Good as Kirby's?” 

















BURNER with 
CONE GRATE 


* Burns 25%, More 
* With 75% less smoke and 
cinders. Fool proof 
We Also Build 
BOILERS — 5 TO 1200 H.P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 
MERS. FLANGED & DISHED HEADS 


We Stock 
Straight & Bent Boiler Tubes 


SEATTLE BOILER WORKS 


Now in Our New Larger Modern Plant at 5237 E. Marginal Way 
; SEATTLE, WASH. 
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Burtpi nc Propucts MERCHANDISER 


Logged in 1936-1937 
HARDWOODS @ WHITE PINE © HEMLOCK 


Our sustained yield forest management policy for 
the past forty-two years is providing for current 
needs of today and future demands of tomorrow. 


DEFEND YOUR TRADE 


with 


MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 


Air-dried QUALITY LUMBER Kiln-dried 





UNIFORM QUALITY 


OAK 

BEECH 

j) PECAN 
ASH 


You are sure of quality and uniformity of CAHABA Brand 
Hardwood Flooring. It is carefully dried and precision ma- 
chined. Available in straight or mixed cars with air dried 
Yellow Pine Boards and Dimension. For prompt attention on 
your needs phone or write 


Miller & Company, Inc. 


Manufacturers of 
Hardwood & Yellow Pine Lumber 


SELMA, ALA. and JACKSON, TENN. 
Selma LD 9910 — Phones — Jackson 2376! 
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CAHABAS 
AAI 
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AROWOOD 
FLOORING J 


Hardwoo 
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when he succumbed to a stroke and 
never regained consciousness. Mr. 
Hutchins was born at Owosso, Mich., 
and his parents brought him to Chi- 
cago at an early age. He formed 
a partnership in 1905 with his father, 
E. R. Hutchins. The firm of E. R. 
and R. G. Hutchins was exclusive 
eastern agents for the Booth-Kelly 
Lumber Co. of Eugene, Ore., and 
their territory covered everything 
east of the Mississippi River. 

In 1912 the Hutchins Lumber & 
Storage Co. was formed and the yard 
located ia Blue Island, Ill. In the 
beginning the Booth-Kelly Lumber 
Co. had an interest in this yard but 
later sold out its interest to the 
Hutchins Lumber & Storage Co. Two 
other sons joined the company, Fred- 
erick E. Hutchins, vice-president, and 
Carleton B. Hutchins, secretary, and 
it became a Hutchins affair. They 
specialized in lumber for railroads 
and industrials. 

A disastrous fire on January 17, 
1950 destroyed all their lumber sheds 
and their contents, mill machinery 
and over-head cranes, and after care- 
ful consideration the company de- 
cided to liquidate, and the company 
passed out of existence on November 
1, 1950. C. B. Hutchins retired to 
his home in Saugatuck, Mich., and 
will assist his son, Carleton, Jr. in 
his lumber yard. Frederick E. 
Hutchins decided to continue in the 
lumber business, and is now 2nd 
vice-president of Lord & Bushnell 
Lumber Co., which company is re- 
placing Hutchins Lumber & Storage 
Co. in supplying lumber to railroads 
and industrials. 





THE DIRECT MAIL CAMPAIGN 
(Continued from page 88) 





your own basic advertising ob- 
jective—to sell yourself and 
your organization. Simply mail- 
ing manufacturer’s literature 
with your firm name stamped 
or imprinted doesn’t accom- 
plish this chief aim—to sell 
yourself and your services. En- 


‘ close the literature with a spe- 


cial letter or clip to the bro- 
chure a memorandum from you. 
Because it is more informal 
and personal, the memo is 
sometimes even better than an 
orthodox letter enclosure. The 
message is highly personalized, 
yet tied closely to the manufac- 
turer’s product. 


In the typewritten copy on 
the illustrated memos to ac- 
company manufacturers’ liter- 
ature, you should substitute 
“remodeling” for “building” 
when they are to be sent to a 
remodeling prospect. 

Make this simple, tested plan 
a part of your selling program. 
By incorporating this proven 
sales system, you will fully ex- 


ploit every prospect who comes 
into your office. You will make 
more sales at less cost, because 
you sell by mail, rather than 
salesman’s costly calls. 

Use it on every prospect 
use it consistently ... use it 
to turn 33% of your new home 
and 65% of your remodeling 
prospects into profits! 





PLAN BOOK OF RESEARCH 
HOMES NOW AVAILABLE 


(Continued from page 101) 





. living and dining, sleeping, 
kitchen and utility garage units, 
etc., are illustrated so that they 
may be cut out by the home pros- 
pect and used in making up plans 
to fit his individual requirements. 
Although new, modern design 
trends are emphasized, this 40-page 
book includes conventional types 
also. In short, it contains the meat 
of the Lumber Research program 

. . and offers an excellent promo- 
tional piece to tie-in with national 
advertising. 


Blueprint plans for all the de- 
signs shown in this book are avail- 
able to retail lumber dealers from 
National Plan Service. 











RUSSELL & PUGH 
LUMBER CO. 


SPRINGSTON, IDAHO 


Idaho White Pine 


White Fir 
Cedar 





Ponderosa Pine 
Douglas Fir 





TANNEWITZ cnc: 


for Swing Saws 


a AV os S $30 to $50 A MONTH 
IN LUMBER AND LABOR 


30 Days Free Trial 


ORDER NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 


GRAND RAPIDS 
MICHIGAN 








Not even a tornado can pull loose 
SCREWTITE ALUMINUM NAILS! 
They make aluminum roofs strong 

and substantial - - secure against 
roughest winds. Screw shanks 
hold nail in place -- neoprene 
washers keep moisture out. 


HAN 
CUPPLES COMPANY, st. touts 2 














RENO-KUKACHKA 
WOOD IDENTIFICATION CHART 


For the first time a simple and easy to understand 24-pa:¢ 
commercial hardwood identification chart is available {or 
both the expert and beginner. This chart places simi':r 
woods and their features side by side and plainly poi's 
out differences which separate one from another. 


Covers 28 most important hardwoods — makes visual wood 
identification accurate and easy with just the naked eye 
and a hand lens. A simple, workable, one-source referere 
for only $1.00. Copies will be mailed approximately Ovio- 
ber Ist. Send your order to: 


Vance Publishing Corporation 
139 N. Clark St., Chicago 2, Illinois 





——— 
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MIXED CAR SERVICE on SHED STOCK 
For the RETAIL TRADE, Featuring: 


"Satin Finished” 
Soft-textured Yellow Pine Finish, Mouldings, 
Paneling, Ceiling, Siding and Flooring 


“Shed Conditioned” in the Rough AFTER KILN DRYING 
to insure Accurate Machining 


APPALACHIAN WHITE PINE PANELING 
BALDWIN LUMBER COMPANY 
CORNELIA, GEORGIA 


On the Main Line of SOUTHERN RAILWAY 
Offering FAST DISPATCH in all Directions 























ALIFORNIA 


SUGAR & WESTERN 


PINE AGENCY, INC. 
#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


SUGAR ey 
oe eS Shop 


California Ponderosa Pine 
. Mouldings and Cut Stock 


Sugar Pine Specialists for 45 Years 


Pattern Lumber 


ee 


CIRCULAR SAWS 
REPAIRED 


Worn out Inserted Tooth Saws retoothed like new 
to slightly less in diameter. 


Only genuine Simonds Bits and Shanks used, 





Over 50 years’ experience 
J. H. MINER SAW MFG. COMPANY 
Meridian, Miss. 
The original Miner Service 


Write for free Lumber & Log Scale — Dept. A 








JAMES W. SEWALL COMPANY 


Consulting Foresters 
MAIN OFFICE: 


OLD TOWN, MAINE 


Phillips & Benner 
Ruttan Block, Port Arthur, Ontario 
Established 1910 


Buitpinc Propucts MERCHANDISER 








now! Prepare for SPRING SALES 
with : 
Aaiirica 

Largest 


Assortment 
of 


Garden Goods 


Easy to display 


Easy to sell Wren and Bluebird 
House California 
Act now to cash in on the big spring Redwood. Height 
lawn and garden furniture selling sea- 10!/, in., width 8 in., 
son. depth 8 in. a1.58 


Retail Pri 
Lumber dealers all over the country a 


are reporting sales volume as much as 
three times greater than department 
stores. 


Write 
TODAY 
FOR 
CATALOG 
and PRICES 


~ 


The Adelphian line is priced to sell. 
Write today for information about our 
complete line of trellises, arches, patio 
furniture, bird houses, etc. 


The ADELPHIAN MILL 


Sales Office: 14105 Merchandise Mart 
Chicago 54, IIlinois 
. A. Vandy, Manager 


Largest Trellis Manufacturer 


- 


| 














EST 


STRAIGHT CARS 
MIXED CARS 


including Lumber. 
Plywood, Doors 


eI 


m THE GRISWOLD LUMBER 60.4 


Manufacturers & Wholesale Distributors 
FAILING BUILDING PORTLAND 4, OREGON 
Telephone ATWATER 8319 


AFFILIATED Carlton Manufacturing Co. L. H. L. Lumber Corp. 
CARLTON, OREGON CARLTON, OREGON 
Ku INTERESTS: 15 Million Feet Annual Cut 45 Million Feet Anaval Cut 
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Prompt 
Shipment 


Dependable 
Values 




















Classified 
Advertising 
HELP WANTED 


Wanted: Building Materials salesman 35-45 
years old capable of running an office, dic- 
tating letters, buying and selling Yellow 
Pine and Pacific Coast Lumber as well as 
other building material items such as sash, 
doors, etc. Advise if you have a car and 
state when you can start to work. State 
salary expected, your experience and give 
references. Job will be permanent. Address 
Box J-30, American Lumberman, Inc. 























LUMBER SALESMAN—Experienced with fol- 
lowing among retail yards and industrial ac- 
counts in Detroit area wanted rs | established 
wholesale lumber company in Michigan. Ex- 
cellent salary and all expenses. Please write 
fully. Address Box K-22, American Lumber- 
man, Inc. 





MANAGER WANTED 
We are in need of a first class man to man- 
age a wholesale warehouse handling a com- 
plete line of building materials used by the 
retail dealer. Location is Central East illinois 
and one acquainted in that territory is desired 
but not necessary. Investment is optional. 
Address Box K-23, American Lumberman. Inc. 


LUMBER SALESMAN—If your ability is not 
being recognized by your present employer, 
here is your opportunity to cash in on your 
experience in the lumber and building mate- 
rial business. Join a well-established. pro- 
gressive firm, growing with Greater Kansas 
City. Sell yourself to us by writing a letter 
giving your age, education. and experience. 
Address Box K-24, American Lumberman, Inc. 


ASSISTANT MANAGER WANTED 
City Lumber Yard catering to contractors and 
home owners wants all-around man to assist 
owner and develop into general g 











HELP WANTED 


Hardwood Lumber Inspector with Kiln Drying 
experience, to take = —> of kilns, 
yard pantling 50,000’ BM per week. Must be 
energetic, willing to work hard. State age. 
experience, references and expected salary. 
Good, steady job in Metropolitan New York 
Area. — Box K-21, American Lumber- 
man, Inc. 














MILLWORK SUPERINTENDENT—We have an 
opening for a fully experienced millwork man 
trained in stock millwork, capable of han- 
dling 50 men. Excellent opportunity for right 
man. Give full particulars of your experience, 
age and salary wanted, and how soon avail- 
able. — Box K-20, American Lumber- 
man, Inc. 


- SITUATIONS WANTED 


WANTED—POSITION AS BOOKKEEPER 
Twenty years’ general office, taxes, auditing 
and adjusting. Pleasant personality, excel- 
lent health, unquestionable character. Good 
on detail. Give orders, take ‘em. Your in- 
terests an tg Address Box J-43, Amer- 
ican Lumberman, Inc. 














Capable correspondent, extensive experience 
Hardwoods-Softwoods, accustomed handling 
trade inquiries, locate stocks, prepare sales- 
poco orders and attend to details. Broad 
nowledge of office routine-procedure. Mar- 
ried, middle age. Available now. Address 
Box K-26, American Lumberman, Inc. 








Family man. age 42. Eleven years retail yard 
experience, would like job as assistant to yard 
owner. After trial period would want to make 
investment. Prefer the West. Address Box 
K-27, American Lumberman, Inc. 





" PRODUCTION SUP’T. DETAILER 

Biller, years of experience, large volume spe- 
cial detailed millwork. Can produce. Refer- 
ences. Address Box K-28, American Lumber- 
man, Inc. 





Should be 30-40 years old. able to furnish 
good personal records. Address Box K-25. 
American Lumberman, Inc. 


MILLWORK ESTIMATOR—large millwork firm 
needs experienced. capable man to make 
take off from plans, lists for shipping. and 
details to shop. Must be accurate, steady 
and sober. Write fully stating age. experi- 
ence and salary required. Post Office Box 
5909, Washington 14, D. C, 








CLERK, either male or female, for order desk, 
wholesale lumber yard; full or part time; 
lumber experience pone XH typing experi- 
ence helpful but not essential; vicinity E. 49th 
and Harvard. Salary. Apply in own hand- 
writing, Post Office Box 1771, Newburgh 
Station. Cleveland 5, Ohio. 





Wanted. Auditor for group of retail lumber 

ards, some inside; some outside work. Pre- 
er a man years old or older. A slight 
disability. no handicap. Salary, expense. and 
transportation opened. Give ualifications 
and availability in first letter. Address Box 
J-41, American Lumberman, Inc. 





LUMBER SALESMAN—needed to join estab- 
lished wholesale lumber company in . 
You will call on retail lumber dealers in 
Nebraska and Iowa. Experience in this type 
of sales work desirable but not necessary. 
Excellent opportunity for advancement. 
Please give age, experience, and salary de- 
sired in first letter. Address Box J-38, 
American Lumberman, Inc. 





RETAIL YARD MANAGER 
Knowledge of all building materials and con- 
struction. Small town in Central Western 
Indiana. Excellent opportunity—progressive 
organization. Percentage wit guarantee. 
Address Box J-39, American Lumberman, Inc. 


MILLWORK ESTIMATOR 

Large. long-established Middle West mill- 
work Jobber and special work manufacturer 
needs a young man able to read average 
residential plans and list and price stock 
and odd millwork therefor. There is an 
excellent opportunity for advancement in a 
permanent position. Group and hospitiliza- 
tion insurance available immediately, profit- 
sharing after five years. Give full particulars 
as to previous experience. personality and 
gg ay Address J-31, American Lumber- 
man, Iac. 
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Available immediately as manager of retail 
lumber yard. 46 years of age. years ex- 
perience retail building materials. Good 
health. Can meet the public. Not afraid to 
work. Address Box K-30, American Lumber- 
man, Inc. 





Salesman Available — Well acquainted with 
lumber dealers in Connecticut and Western 
Massachusetts, desires connection with man- 
ufacturer. Building material background, 37, 
married, excellent references. Address Box 
K-31, American Lumberman, Inc. 


BUSINESS WANTED 


; WANTED TO BUY 

Retail Lumber Yard and Building Supplies 
Business with good sales volume. Have am- 
ple cash to invest. Can give excellent bank, 
trade and character references. Give full 
particulars which will be held strictly con- 
fidential. Write P. O. Box 1138, ania, 
Florida. 

















Want to buy Retail Lumber Yard in Missouri 
or Eastern Kansas. Give details in first letter. 
Address Box K-29, American Lumberman, Inc. 


~USED MACHINERY WANTED > 











Wanted to we 12° Moulder, 15° Planer & 
Matcher, Band Mill and machines for mill work 
such as Sash Stickers, Glue Presses, Etc. 
Alamo Manufacture:s 
P. O. Box 
San Antonio, Texas 


WANTED TO BUY— 
MISCELLANEOUS 


RAILS WANTED 
Any weight—Any tonnage 
W. H. DYER CO., INC, 
1859A Railway Exch. Bidg., St. Louis 1, ‘Mo. 


STEEL RAILS WANTED 
Any Quantity — Any Size 
Secure our price befere selling 
MIDWEST CORPORATION 
Charleston, W. Va. 














————o>~e=>~yy—~——yy——~=z{zx{x{x{x{x{x{&{&{[{[""T"— 
LUMBER & DIMENSION 
WANTED 


Wholesale distribution yard desires to 
direct mill connections for dry yellow 
sheathing. Lumber Specialties Co., Gr. 
Indiana, 











Wanted: Birds eye maple logs, 12” and up, 
7 to 16° long. = Ross Lumber Com. 


pany, Falconer, N. 


~ BUSINESS OPPORTUNITIES 











FRANCHISES OPEN—NO COST 
ALL ALUMINUM ARISTOCRAT STORM SASH 
—525 fabricators in 48 states represent Vulcan 
Metal Products with attractive profits from 
local fabrication. We manufacture, furnish 
direct representation to set up production, 
sales and var: is is your opportunity. 
VULCAN METAL PRODUCTS COMPANY 
$015 19th Avenue, North 
Birmingham, Alabama 





SMALL ALBUQUERQUE YARD 
3-year lease—$110 month rent, $1,500 plus 
inventory. Possible buy complete assets 
around $13.00. Write or Wire 

ratepeniees Lumber Company 

413 North 4th Street 
Albuquerque, N. M. 





GOVERNMENT DEFENSE ORDERS can be ob- 
tained by small businessmen. Send $1.00 for 
report telling how, where to bid for orders, 
contracts, subcontracting a. Chris- 
semuee Publications, Dept. GALB-1, Holtsville, 





A Novelty of Current interest in the building 
line. License manufacture for big saw mill 
undertaking. will be given up for license man- 
ufacture. The production. which means an 
important substitute for steel products in the 
building business, has at age particularly 
current interest, owing to the serious shortage 
of steel. A considerable production is started 
for the east of Canada. The manufacture and 
the use have been very desirable by the gov- 
ernment in different countries. The patent is 
guaranteed. The production involves great 
possibilities of profit and has recently given 
about $25 per 1,000 sq. ft. Southern Pine and 
other cheap lumber can be used. Contact 
wanted with first rate woodwork industry 
only with good sales possibilities. Up to now. 
the sales amount to about 3 million dollars. 
Reply to **70056,’" Box K-32, American Lumber- 
man, Inc. 


MISCELLANEOUS—FOR SALE 


Advertising Yardsticks . 
Basswood and Hardwood. Reasonable prices, 
prompt delivery. F. M. Mosedale Co., St. 
harles. Ill. 


CARPENTERS APRONS — 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO., Inc. 
Minneapolis, Minn. 




















SAVE vour advertising dollars by using “Tim- 
ber-r-r’ cartoons in your newspaper ads. Mats 
of 104 cartoons on Building subjects now 
ready in 1 or 2 column sizes. Write to LIL-AD 
FEATURES, RFD 3, Box 150, Santa Ana 
California. 


- LUMBER & DIMENSION 
FOR SALE i 


Fir K. D. Industrial Clears, «!! 
sizes from our plant. Your inquiries 
answered promptly. 

Al Clements Lumber Co. 

PO Box 908 
Eugene, Oregon 











Phone 5-3317 TWX 2G 049 
LUMBER FOR SALE 
White Pine 
Pine 
Western White Spruce 
Eastern Spruce 
Hemlock ; 
MILL VALLEY pinoy COMPANY. ‘TD. 


P 
OSHAWA — ONTARIO 








For Sale: Prime and select Appalachia» hard- 
wood veneer logs as well as other srades 
$.o.b. car Southern Railroad, Some:se:. Se= 
tucky. Address Appalachian Forest Products 
Company. P. O. Box 496, Somerset. Kextucky- 


+ eC, 
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BUSINESSES FOR SALE 


SALE: Retail Building Material Business. 
Sed Yard and Concrete Block Plant. Estab- 
lished 47 years. Located in good southeast 
Missouri town. Business. including $22, 
stock merchandise, equipment, real estate 
and land can be pou for approximately 
$70,000.00. Write P. . Box 303, Malden, 
Missouri. 

Lumber and Builders’ Supply Yard in small 
town in North Central Indiana doing $125.- 
000.00 annual volume in radius of twenty 
miles. Centrally located between three good 
cities averaging 20,000 population. Excellent 
farming community. Excellent buildings with 
around $50,000.00 inventory. Wish to ter- 
minate partnership of 27 years in same loca- 
tion. Address Box J-35, American Lumber- 
man, Inc. 


For Sale: Yard in Eastern Nebraska Town 
located in prosperous farming community. 
Comparatively small investment will handle. 
Dwelling will sell with or without the yard. 
Address Box J-42, American Lumberman, Inc. 


FOR SALE: Retail Lumber Yard handling a 
full line of builders’ supplies, with the only 
planing mill between Cincinnati and Louis- 
ville. Doing a nice profitable volume of busi- 
ness in a county seat town. Will sell for in- 
ventory cost as owner has other interests de- 
manding full time. Address Box K-34, Ameri- 
can Lumberman, Inc. 




















FOR SALE 


large retail lumber yard and Millwork Com- 
pany. Occupies nine acres. All lumber under 
cover and railroad facilities for unloading. 
Highly organized and desirable personnel 
available. Big backlog of unfilled orders. 
Large industrial city in Ohio. Address Box 
K-37, American Lumberman, Inc. 





FOR SALE—Lumber Yard complete trucks, 
house, etc. Clean stock—Railroad—Highway 
—Excellent Business—l Yard. N. W. Iowa. 
Write Box J-27, American Lumberman, Inc. 


LUMBER YARDS: Two in Iowa for Sale: Stock 
estimate $100,000. Real Estate $35,000. Equip- 
ment, Trucks, Tools, etc., at market value. 
1950 Sales $300,000. Stand most rigid inspec- 
. Harry White Realty Service, Oskaloosa, 
owa. 








LUMBER YARD . 

Northwest Illinois County Seat Town. PRICE: 
Inventory Approximate, 500. Equipment, 
$5,000.00. Realty, $10,000.00. Subject to in- 
a Real opportunity. Owner retiring. Have 
others. 

CALEB SMITH, REALTOR (Exclusive) 

7552 Wydown Blvd., Clayton, Mo. 


One circular sawmill with slab resaw, slash- 
ers, edgers, and trimmers complete. Capacity 
40,000 per day. In operation with several 
acres of standing timber. Retail yard, planing 
and box mill in connection. ill sell at a 


Sacrifice. Write Box K-36. American Lumber- 
man, Inc, 





A Ping retail business for sale in the City 
of Flint. Doing one-half million dollars per 
am Good location, everything under cover. 
tame and planing mill in connection. Write 
Box K-35, American Lumberman, Inc. 


L : FOR SALE 

umber Yard in excellent location with all the 

umber you want at sawmill prices. Address 
K-38, American Lumberman, Inc. 


7 
- lumber an uilding supply yard in 
Northe m Ohio small town with prosperous 
ane? community. Owner wishes to retire. 
dress Box K-39, American Lumberman, Inc. 


POR SALE: Retail Building Material and Pine 
og at Akron, Indiana. Completely stocked 
Profi equipped. Well rated-going business. 
a table. Administrator's Sale on account of 
AKRON death. Address: Administrators, 
“ARON LUMBER CO., AKRON, INDIANA. 


sau: CALIFORNIA LUMBER YARDS FOR 

a. dvise size of investment you wish 

W > wen _Twohy Lumber Co., (Brokers) 714 
» Viympic Blvd., Los Angeles 15. 











Buitping Propucts MERCHANDISER 


. Coast Area, near Corpus 


=== 
BUSINESSES FOR SALE 








—————_—_———_______======_=S__== 
USED MACHINERY FOR SALE 








FOR SALE—WEST CENTRAL INDIANA 
COUNTY SEAT YARD, STORE 


Located in prosperous county seat 
town 13,000 population.-..Sales area 
over 50,000. Property includes down- 
town lumber-hardware store on prin- 
cipal street at junction three state 
highways, one and one-half blocks 
from county court house, and storage 
yard of eight acres on — town at 
junction three railroads. . ell estab- 
lished business. Opportunity for sub- 
stantial expansion both of lumber and 
hardware sales. Buildings and real 
estate about $50,000. Inventory $80- 
90,000. Will sell Inventory separate 
from Real Estate if desired. Will grant 
terms if properly secured paper is fur- 
nished. Address Box J-36, American 
Lumberman, Inc. 





For Sale—Retail Lumber and Builders’ Sup- 
ply Yard in prosperous central Texas 4 
Annual sales volume in excess of $100,000. 
uildings 5 years old and in excellent con- 
dition. Ideal location. Address Box J-44, Amer- 
ican Lumberman, Inc. 


FOR SALE: Small Building wor! Yard in 
town of 400. Volume about $60,000.00. In- 
ventory, buildings, mill equipment and truck 
$17,000.00 An excellent opportunity for man 
with small capital to get into business for 
imself. Poor Buildings. good equipment. 
6 Room modernized house available at 
$5,000.00. 
Address: Tennyson Lumber Co. 
Tennyson. Indiana 








DRY KILN TRUCKS. any len 
bearings. ay? Sgeaaaaasl 


way, . 


TRACTORS, DOZERS. POWER UNITS 
Tractors with and without winches. with and 
without dozers. All makes, large and small. 
Machine shop rebuilt. Low prices. O. C. 
Evans, Mt. Sterling. Ky. 


with roller 
O.. 1481 Park- 








FORK LIFT TRUCKS 


5—Hyster Fork Lift Trucks Model RT 150 
5,000 lbs. capacity 
1731/2 ft. lift 
Hydraulic grog Hydraulic Brakes 
New in 1946 to 1949 
Price from $4500.00. 
4—Ross Fork Lift Trucks 
7500 lbs. capacity 
12 ft. lift 
Six pneumatic tires 
Price $3800.00 each 
1—Lift-O-Krane 
15,000 lbs. capacity 
10 ft. lift 
Pneumatic tires 
This unit can be used as either 
fork lift truck or Krane 
Price with all attachments $4600.00. 
l—Jaeger Mobile Crane 
12,000 lbs. capacity 
Solid rubber tires 
12 to 15 ft. telescoping boom 
Hydraulic steering 
Overhead guard 
Price $4500.00. 
1—Roustabout Mobile Crane 
15,000 Ibs. capacity 
Solid rubber tires 
12 ft. to 18 ft. telescoping boom 
Price $4900.00. 


We guarantee all our equipment for 60 days 
against any mechanical defects. Terms: 1/3 
down, balance up to 24 months to pay. 

We have over 100 fork lift trucks for sale. 
All makes and descriptions. Inquiries invited. 
HARVARD EQUIPMENT CO., INC. 

291 Cambridge Street 
Allston 34, Mass. 

STadium 2-0826 





For Quick Sale: Two good lumber yards, Gulf 
Christi, Texas. Will 
sell either one or both together. Good price 
for quick sale. Owners have other business 
taking their time. Address Box K-33, American 
Lumberman, Inc. 





ELECTRICAL MACHINERY 
Motors and Generators. A.C. and D.C. for 
sale at attractive prices. Large stock of New 
and Rebuilt motors on hand at all times. Ex- 
pert Repair service. Send us your inquiries. 
V. M. NUSSBAUM & CO., Fort Wayne, Ind. 





PROMPT SHIPMENT 








_ Building Paper (36°’-500 sq. ft.) 


Eing Nail Bags—(larger opening) 
Twine (for tying lumber) 
Siding Corners (aluminum or Gal.) 
Aluminum Nails (in boxes or bulk) 
Iron Hangers (for wood joists) 
Cross Bridging 


HOSKING PAPER & SUPPLY 














P.O. Drawer 43 Wilmette, Ill. 
; =} 
USED MACHINERY FOR SALE 
TO SELL: 

Shaper. N-4, 5. HP, new condition....§ 900.00 
Planer & Matcher, Woods 404-B...... 6,000.00 

Moulder, American No. 35, 12” direct 

motor driven, ballbearing.......... 250.00 
Moulder, 43°, Smith No. 404, endless 

bed, direct motor driven........... 5,500.00 
Sander, Yates 49°’ spiral 6-drum..... 6,750.00 


Alamo Manufacturers Association 
208 Gibbs Bldg., San Antonio, Texas 





Slightly used heavy duty Corinth circular 
sawmill with edger and 135 horsepower Buda 
Diesel. Will sell either separately. Write E. R. 
Bailey. Gray Hawk, Ky. 


FOR SALE 

Yates timber sizer, 20°'x30°’, four sides. 
American #65 six-knife 15°" planer and 

matcher. 
S. A. Woods #702B five-head moulder. 
Yates-American B-2 round head DMD double 

surfacer. 
Wooden box machinerv. 

BOSHCO, INC. 

200 Boston Ave. Medford 55, Mass. 





EQUIPMENT FOR SALE 

We are authorized by Wickes Brothers to 
offer for sale in the South famous Wickes 
Pe built gangs, manufactured for over 
0 years. Wickes gangs produce absolutel 
accurate lumber at lower cost per Gemnens 
than any other known method. 
New 54°", 6° and 7’ band mills and carriages. 
Used 6’ and 8’ band mill plant equipment. 
Can furnish new top wheels for band mills. 
New Diamond hogs; new filing room ma- 
chinery. New Corinth circular sawmills. 
Several used planers, matchers, surfacers, 
moulders, timber sizers and band resaws. 
New Spee-D-Twin engine feeds and boom 
swingers. Used engines and boilers. 

IN DERMOTT WAREHOUSES 
New Moore Dry Kiln trucks in carload lots, 
or any quantity, at factory prices. 
New Montague 16’ multiple saw trimmer. 
Excellent stock new Disston Philbrick. planer 





eads. 
New No. H-78 metamal riveted chain. 
New and used pulleys, bearings, couplings 
and belting. 
Many other items of new and used machinery 


and supplies. 
WANTED 


We have several inquiries for 6’ band mill 
plants for dismantling and rebuilding at 
other points. We also have several in- 
quiries for band mill plants with timber and 
other facilities for operation in present loca- 
tion—if ample timber available. 
INDUSTRIAL MACHINERY COMPANY 
DERMOTT, ARKANSAS 


SURFACER: Hall and Brown 24’’ double head. 
each direct motor driven, 2__ magnetic 
starters. Good operating condition, $1 .00. 
Carter-Lee Lumber Co., Indianapolis 7. Ind. 


BOOKS FOR SALE 
Lumber Measurements 
P, O. Box 8911 Philadelphia 35, Pa. 
Pocket Size Manual 
Basic Instruction Book $1.00 


Basic Reference Chart $1.00 
All for $3.00. 15 DAY TRIAL. 
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For over 23 years our Company has spe- 
cialized in the manufacture of Oak Floor- 
ing. Our Ozark Brand Oak Flooring is 
made from selected stock, properly sea- 
soned in Moore Cross-Circulation Kilns. 


Our plant is 


modern throughout and 


machine work unexcelled. 


Ozark Brand Oak Flooring is expertly 
graded in accordance with NOFMA grad- 


ing rules. 


Try Ozark Brand 
Oak Flooring 
You'll like it. 


THE OZARK OAK FLOORING CO. 


© 


BISMARCK, 
MISSOURI 








The nationwide popularity 
of radiant heating plus the 
overwhelming trend to base- 
mentless homes is creating a 
demand for Zonolite Vermic- 
ulite Concrete Aggregate 
that means a brand new mar- 
ket with big profits for you. 


Consumers know and pre- 
fer Zonolite products for 
their homes, through contin- 
uous national advertising 
and nationwide publicity. 
Builders and architects recog- 
nize this preference, know 
that Zonolite houses sell or 
rent faster, and pass this 
profitable market on to you. 


You can cash in on en 
ready-made market if 
stock and promote Zono ise. 
Send today for full informa- 
tion about Zonolite profit- 
making products. 


WE WANT 


ZONOLITE FLOORS 


IN OUR HOUSE! 


NO MORE 
COMPLAINTS OF 
COLD DAMP FLOORS 
IN MY ZONOLITE 


| ALWAYS 


SPECIFY ZONOLITE 
FOR BASEMENTLESS 


FLOORS! 


Dept. AL-31 


ZONOLITE COMPANY 


*Zonolite is a registered trademark 


135 S. La Salle St., 


Chicago 3, Ill. 
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Clay Equi: 7 a 1 
Clements Co., 
Connor Lbr. & ws Co., The. .144 
Consumers Glue 122 
Corbin Cabinet Leck Div., The 
American Hardware Corp.. > an 
Country Gentleman 
Craig Wood Products Co...... 
Creo-Dipt Co., . 
—. + = - 
upples Company 
Curtis Companies Service 
Bureau 
Curtis Lbr. 
Delta er F Tool Div., 
Rockw. —- Co 
Dodge Div., Cc ag 4 oa. 
Duncan Lbr. Co., 
Durham Co., Donal a 
Elastic Stop -Nut Corp. of 
America 
Fair Lbr. L. 131 
Farrin Lumber &. The M. B. 60 
Foerster Lbr. Co., Inc. ee 
Robert O. 
Ford Motor Co., Ford Div.. 
Frantz Mig. Co.... 
Gabriel Steel Co 
Georgia-Pacific Plywood & 
Sage pear ae 69 
Goldblatt Tool Co 





119 
‘Goshen Churn & Ladder, Inc..114 


Grand Haven Stamped 

NG sy bn. each. cite gen one 136 
Greenlee Tool Co., 

Div. of Greenlee Bros. & Co..113 
Griffith Lbr. C 60 
Grissom-Rakestraw Lbr. Co.... 
Griswold Lbr. Co., The 


Hager & Sons Hinge Mig. Co., 
gl 68 


Hil Printing Co 
Holt Hardwood Co............ 
Horner Flooring Co....... 
Hurtsboro Oak Flooring 

EG dnctteiiatncths 8 600.4 su saree 0 "133 
Industrial Lbr. 
Insulite Div., Minnesota 

Ontario Paper Co. 
Johns-Manville Corp. 
Keasbey & Mattison Co.. 
Kellogg and Sons. Inc., 

pencer 

Keystone Steel & Wire Ce... 
Kirby Lumber Corp........... 137 
Klumb Lbr. SN 





Lockwood Hardware Mig. 


Lowe Bros. Co., The 
Lucas & Co., Inc., John 
Lumberman’s Plan Service 20 
ar. ~agneinns Mutual Casualty 

1 


Majestic Co., The 

Malta Mfg. Co., The.. 

“i Flooring Manufacturers 
ssn. 


Marvel Rack Mig. Co., Inc. “a 
Mauk Seattle Lumber Co. ... 112 
McCracken & McCall. Inc..... 60 
McKenna. Inc., Jay G.. s3 
Meadow River Lumber Co. 60 
Media Machine Works, Inc.... 
Meogel Co., The, Plywood 


Menominee Indian Mills ae 
Michigan Door Co.. Ps ae 
Midget Louver Co..... 

Miller & Co., Inc......... 
Miner Saw Mig. Co., J. H. 
Morgan Company ... 8 
Morrill & deavaaen Lbr. Co. mW 
Mowbray & Robinson Lbr. Co. 60 
Mower Lumber Co., The . 


National Guard Products, Inc. 24 

National Gypsum 50 

National Lock Co 

National Oak Flooring 
Manufacturers’ Assn. .. 

National Paint, Varnish and _ 
Lacquer Assn., Inc.. 

Neils Lumber Co., J 


Oregon American Lbr. Corp... lll 
Oregon Lbr. Co 56 
ens-Corning Fiberglas 
Corp. 
Ozan _o 
Ozark Oak Postion Co., The We 


Pacific National Sales Co 

Pack River Sales Co.. 

Patterson-Sargent Co., The... 

Pittsburgh Plate Glass Co.. 
oS eR er ee. 62 

ww. Plate Glass Co., 
Glass 

Prestile Mig. Co 

PTI Incorporated 

Puget Sound Plywood, Inc.. 


Rainy Lake Lumber Co. Lid. 
-B Co., The 
Red Cedar Shingle Bureau... 
Roddis Plywood Corp......... 
Rogers Paint Products, Inc..... 
Ruberoid Co., The............ 
Russell & Erwin Div.. 
The American Hardware 
—— . 
Russell & Pugh ay a Co.. 
Russell Co., The F. C... 
Schaecher-Kux Lbr. Co... 1s 
Schundler & Co., Inc., F. E..107 
Scotch Lbr. Co., Inc.. ee 
— ~~ Works, Inc......137 
Selck and Co., Walter E. 
Sewall Co., James Dix s.«. ciate 
Sheffield Bronze Paint Corp.... 
Sherwin-Williams Co., The.... 3% 
Silbernagel. Geo. J..... Re 
Silent Hoist & Grane Co. 
Sisalkraft Co., 
Smith Lbr. Co., “heigh L. 
Smith Lbr. Co., W. 
Soderberg Lbr. Co., 
Carl E. 
Southern Lbr. . 
Standard Conveyor Co. 
Standard Register Co., 
Stanley Wor! +4 
Sterling Hardware Mfg. Co... 
Strand Garage Door Div.. 
Detroit Steel Products Co... 
Swain & Bridge < 


Tannewitz Works 
bes ag Webster & Johnson. 


Taylor Mig. Co., 

Texoak Flooring do." 
Thomason oe Corp. 
Truscon Stee 

Twin Harbors Lbr. Co. 


U. S. Plywood Corp., 
(Micarta) 
U. S. Plywood Corp.. 
(Weldwood Doors) . 
Urania Lbr. Co 
Van-Packer Corp. 
Vikre Co., Inc., J 
Wales Lumber Co..... 
Wailace Mig. Co 
Wendling-Nathan Co.. 
Western Pine Assn.. 
Western Pine Mig. Co., 
Western Wholesalers 
White Motor Co., The. 
Winton Lbr. Sales Co... 
Wood-Mosaic Co., Inc... 
Yale & Towne Mig. Co., 
Zonolite Company 





